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NPN photographer found API members lined up to register a few minufes after registration desk was opened in Hotel 
Stevens Sunday afternoon, Nov. 6 


American Petroleum Institute met in 


_ Chicago this week for its 29th annual 
“ f convention. i i 


j i Members began registering 

a : early (see photos) and a record, or at 

(" : least near-record attendance appeared 
4 likely. 

A corps of NPN staff writers was on 
hand to report news and developments 
as they occurred at the convention, with 
the early stages of the various meetings 
being reported in this issue in the news 
section. 

In addition, NPN this week presents 
discussions at API and SAE on two highly 
important subjects—5W motor oil, and 
natural gas as a competitor to oil. Four 
papers on 5W oil—a report of Coordinat- 
ing Research Council to SAE (p.26); an 
oil company’s experience in marketing 
5W oil (p.27); a lube man’s discussion of 
advantages and disadvantages of light 
engine oils (p.31); an automotive man’s 
viewpoints (p.32) are published this 

First to register for API's 29th annual convention Sunday was J. A. week in partial text form. 

Lentz (left), a member of API board of directors and western sales Partial text of a paper by E. Holley Poe 

manager for Continental Oil. Handling his registration are (left to describes growth of natural gas and how 

right): J. A. McNally of the API staff, Mary Pat Rooks of the Chicago it may affect oil refining and marketing 
convention bureau and Lacey Walker, secretary of API (p.34). 
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BIGGEST VALUE BY FAR! 





























Check these features 
and you’ll agree = 


When it comes to value you just can’t over- 
look the present line of Tokheim 4-Season 
pumps. They are packed with time-proved 
features inside and out that leave nothing 
to be desired in a practical unit of pump- 
ing equipment. Yet their price is competi- 
tive with any other make. Be sure to check 
Tokheim before you buy. 


ILLUSTRATED: RETREV-A-HOSE MODEL 39L RA. PLENTY OF HOSE FOR 
THE LONG AND SHORT REACHES. YET IT’S NEVER IN THE WAY 








TOKHEIM OIL TANK AND PUMP CO. 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


FORT WAYNE 1 FOR 48 YEARS INDIANA THE 4-SEASON PUMP 
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ETHYL COMPLETES 
MAJOR EXPANSION 
PROGRAM— 


ADDS PRODUCTION 
CAPACITY 





CHRYSLER BUILDING, NEW YORK 17, N. Y. 


November 9, 1949 


ETHYL CORPORATION — First in Antiknock Service 


The completion this month of a 40-million-dollar expansion 
program at Ethyl’s Baton Rouge plant marks a major mile- 
stone in the company’s continual growth and progress... . 
and makes possible a substantial increase in manufacturing 
capacity. 

At the same time new storage and distribution terminals 
at Edge Moor, Delaware, and Wilmington, California, have 
been completed. These new terminals supplement the deliv- 
eries of ‘““Ethyl’’ antiknock compounds made directly from 
Baton Rouge. 


Providing an adequate margin of manufacturing and dis- 
tribution capacity is an extra Ethyl service—a service of 
preparedness— which Ethy] offers its customers. The presently 
completed expansion means that we can serve the oil industry 
more efficiently than ever before and meet the indicated de- 


mands for more and more high octane gasoline in the years 
ahead. 
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builds your 
truck tanks 





Standard Manhole 


Size 12” x 16” with 6%”, 8”, 
or 10” fill opening. A slight 
turn of locking ring opens and 
closes cover. Cover, fill cap, 
and lock ring are malleable 
iron, and are made to outlast 
the tank itself. 





Self-Closing Manhole 


Size 12” x 16” with 10” fill 
opening. Self-closing, with posi- 
tive locking device. Hinge and 
lock rods are stainless steel; 
locking hooks are high-strength 
bronze. Opened by raising 
lever on either side. 





14” Diameter Self- 
Closing Manhole 


For heavy fuel-oil tanks. Self- 
closing, with positive locking 
device. Hinge and lock rods 
are stainless steel; locking 
hooks are high-strength bronze. 
To open, lift either lock arm 
and raise cap. 


FOR QUICK-OPENING, TIGHT-CLOSING, POSITIVE-LOCKING MANHOLES 


oy Mahl by Philadelphia Ve 














Pacific Coast Distributors: Oi! Marketing Equip. Co., 325 Fremont St., San Francisco 5, 
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Write the words ‘‘Manholes by Philadelphia 
Valve”’ into your order. These quick-opening 
manholes are absolutely tight. They surpass 
every fire underwriter’s standard. They open 
and close easily and quickly. They are easy to 
get into. They are built to outlast the tank. 
They are standard with many major oil com- 
panies from coast to coast. 

Whether the fill-plug is 614”, 8”, 10”, or 14” 
in diameter, and whether it is the standard 
type or self-closing, the cover is leakproof, 
because a machined seat bears uniformly on 
the oilproof gasket. 

Each manhole is fitted with “‘5-in-1’’ vents 
which provide a free flow while tanks are 
emptying, automatically closing if the truck 
upsets. They will also release under 6 lbs. 
pressure to prevent explosion in case of fire. In 
addition to the vents, every cover can be 
furnished with fusible plugs that comply with 
all State and I.C.C. regulations. 

Each type is simple, strong, and foolproof. 
Covers and plugs are of malleable iron or heat- 
treated aluminum. All springs are cadmium- 
plated steel. No cast iron is used. 

The standard type is self-adjusting for 
gasket wear, and no mechanical adjustments 
are necessary to keep it tight. The self-closing 
covers are constructed with moving parts of 
high-strength bronze or stainless steel so they 
will not rust tight or wear out. Adjustment for 
gasket wear can be made without use of tools; 
simply pull up on locking pin and turn the 
star wheel a notch or two. 

Send for catalog 170 for descriptions and 
engineering drawings of all Philadelphia Valve 


Company products. 


PHILADELPHIA VALVE COMPANY 


3415 ARAMINGO AVENUE, PHILADELPHIA 34, PA. 


Howard Supply Co., 5125 Santa Fe Ave., Los Angeles ti, Calif. 
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COMING MEETINGS 


NOVEMBER 


American Petroleum Credit Assn., 25th annual 
convention, The Sheraton Hotel, Chicago, 
Ill., Nov. 14-16. 

Petroleum Marketers Assn, of New Jersey, 
dinner meeting, Bordentown, N. J., Nov. 17. 

American Society of Mechanical Engineers, 
annual meeting, Hotel Statler, New York, 
N. Y., Nov. 27 to Dec. 2. 

Oil Dealers Assn. of Arkansas, 15th annual 
convention, Hotel Marion, Little Rock, Ar- 
kansas, Nov. 28-29. 

DECEMBER 

Tennessee Oil Men’s Assn,., Hermitage Hotel, 
Nashville, Tenn., Dec. 4-6. 

American Institute of Chemical Engineers, 
Pittsburgh section, national meeting, Pitts- 
burgh, Pa., Dec. 4-7. 

Oil Industry TBA Group, Chase Hotel, St. 
Louis, Mo., Dec, 5-6. 

Interstate Oil Compact Commission, annual 
meeting, Roosevelt Hotel, New Orleans, La., 
Dec. 5-7 

Nebraska Petroleum Marketers, Ine., Hotel 
Paxton, Omaha, Neb., Dec. 6-7. 


JANUARY 


Society of Automotive Engineers, annual meet- 
ing, Book-Cadillac Hotel, Detroit, Mich., 
Jan. 9-13 

Kentucky Petroleum Marketers Assn., trade 
show and banquet, Hotel Brown, Louisville, 
Ky., Jan. 10-11 

North Carolina Oil Jobbers Assn., Raleigh, 
N. C., Jan. 11 

Northwest Petroleum Assn., St. Paul Hotel, 
St. Paul, Minn., Jan. 11-12 
Florida Independent Petroleum Marketers 
Assn., Hotel George Washington, Jackson- 
ville, Fla., Jan, 20 

Georgia Independent Oilmen’s Assn., annual 
convention, Hotel Dempsey, Macon, Ga., 
Jan. 26 

FEBRUARY 

Kansas Oil Men’s Assn., annual convention, 
Lassen Hotel, Wichita, Kansas, Feb. 6-7. 
Illinois Petroleum Marketers Assn.,. exhibit 
show and convention, Hotel Pere Marquette 
Peoria, Ill., Feb. 14-16 

Wisconsin Petroleum Assn., 24th annual con- 


vention, Hotel Schroeder and Milwaukee 
Auditorium Milwaukee Wisc Feb 28- 
March 1 
MARCH 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition Hotel 
Deshler-Wallick Columbus, Ohio March 
7-9. 

Indiana Independent Petroleum Assn., Inc., 
Hotel Severin Indianapolis Ind., March 
9-10 


Missouri Petroleum Assn., annual trade show 
and convention, Jefferson Hotel, St. Louis, 
Mo., March 13-14 

Western Petroleum Kefiners Assn., annual 
meeting, Plaza Hotel, San Antonio, Texas 
March 27-29 

APRIL 

National Petroleum Assn., Hotel Cleveland 
Cleveland, Ohio, April 12-14 

Michigan Petroleum Assn., convention and ex- 
hibit, Detroit Leland Hotel, Detroit, Mich 


April 18-19 
Oi Heat Institute of America, 27th annual 
convention and exposition, Philadelphia, Pa 


April 24-28 
National Highway Users Conference, third 
highway transportation congress, Hotel May- 
flower, Washington, D. C April 26-27 
National Tank Truck Carriers, Inec., mid-year 
meeting, Palmer House, Chicago, Il April 


790 


MAY 
Empire State Petroleum Assn., Hotel Roose- 
velt, New York, N. Y May 14-16 
Gas Appliance Manufacturers Assn., annual 
meeting The Greenbrier, White Sulphur 
Springs, W. Va May 22-24 
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FEATURE INDEX 


SW MOTOR OIL—Use and merits of 5W lubricating oil were dis 
cussed by oil and automotive men at last week's SAE meeting 
and this week at API convention in Chicago 26 
NATURAL GAS GROWTH—The use of natur 


of supplying energy is competing more and mo! 





as new markets are opened up for natural gas by means o! aaddl- 
tional pipe lines 34 
SAFETY—Although service stations had the largest number of 
fires in 1948, their fire frequency rate was low. Refineries, how- 
ever, had the highest fire frequency rate and were second high 
in total number of fires 39 


TIRE DISCOUNTS—Meeting of the National Assn. of Independent 


Tire Dealers decided to support some form of regulation of tire 
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limit 40 
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On every drum for every product 
Penn-Drake specifies: 


aren CLOSURES 
\- 


EQUIPPED with TR 


Mor than 1,000 Penn-Drake products are shipped all over the 
world. And they are shipped in perfect security from seepage, leakage 
and tampering — because every Penn-Drake drum is protected by Tri-Sure 
Closures* 


Years ago, the Pennsylvania Refining Company determined to give its 
products—and the reputation behind them—the finest protection obtain- 
able. So in 1932, when the Tri-Sure Closure was first produced, the makers 
of Penn-Drake standardized on Tri-Sure protection—for every drum of 
every product—and they have been using Tri-Sure Closures ever since. 


Leaders in the petroleum industry like the Pennsylvania Refining Company 
have proved—with years of experience—that there is no protection like 
Tri-Sure protection for fine liquid products. And the reason is that Tri- 
Sure Closures have a flange that is integral with the drumstock—as strong 
as the drum itself; a plug which is screwed securely into the flange; and a 
leak-proof seal— made of 195 lb. plate— which cannot be removed unless 
it is deliberately destroyed. 


When you order drums, order safe deliveries—by specifying “‘Tri-Sure 
Closures”, the surest safeguard for your product and your prestige. 


*The “Tri-Sure’” Trademark is a mark of 
reliability backed by 27 years serving industry. 
It tells your customers that genuine Tri-Sure 
flanges (inserted with genuine Tri-Sure dies), 
plugs and seals have been used. 


Play Safe by Specifying 





Tri-Sure Closures on Drum Orders 


CLOSURES 








A FEW OF THE MORE THAN 1000 
PENN-DRAKE PRODUCTS 


Premium Penn-Drake 

100% Pure Pennsylvania Motor Oils 
Pennsylvania Bright Stocks and Neutrals 
Penn-Drake Lubricants and Greases 
Industrial Oils (Soluble and Quenching) 
Colonel Drake Heavy Duty Oil 
Colonel Drake Diesel Oils 
Solvents 
Insecticide Bases 
Hydraulic Oils 
Penn-Drake Gumout 
Penn-Drake Snow Plow Wax 
Drakeol U.S.P. White Mineral Oils 
Petrolatums 
Petrosuls (Petroleum Sulphonates) 
Petrobases 
Penn-Drake Anti-Freeze 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


TRI-SURE PRODUCTS LIMITED, ST. CATHARINES, ONTARIO, CANADA 
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HARD VS. SOFT COMPETITION — Sen. Francis 
Myers of Pennsylvania, Democratic Party whip in the 
upper house, plans to make a serious push next year 
for a full-dress study of what he terms “business 
laws’’—the Sherman Act, Clayton Act, Miller-Tydings 
Fair Trade Law and Robinson-Patman Act. He says 
there is a “conglomeration” of business laws which 
should be clarified so as to “streamline our whole con- 
cept and application of antitrust philosophy.” The 
Pennsylvanian notes that President Truman’s top eco- 
nomic advisers have commented several times on con- 
flict between “hard” competition doctrine of early anti- 
trust laws and “soft” competition philosophy of lat- 
ter-day statutes. 


MORE JOBBERS—A top marketing executive is pre- 
dicting that-the next few years will see the develop- 
ment of a large number of jobbers on the West Coast, 
so that eventually this area will have about the same 
proportion of jobber to direct operations as the rest 
of the country. This trend started about two years 
ago. 


IT’S HOT OUTSIDE—The continued warm weather in 
the northern states is causing crude oil to back up in 
the Southwest. Several companies that ordinarily are 
buyers of crude are offering it for sale on a spot basis. 
No commitments, however, are being made beyond the 
first of the year, because these companies figure they 
will need the crude when the heating oil demand final- 
ly builds up. 


SPARE TIRE—lIt is just possible retail tire outlets, 
including service stations, will have a shot at the 
spare tires business, if the National Assn. of Independ- 
ent Tire Dealers has its way. The association is push- 
ing for a new Federal Trade Commission order setting 
up quantity discount limits for the tire industry. If 
and when the FTC decides to act, its regulation will 
apply to replacement tires, rather than new equip- 
ment. But the tire dealer’s association is already 
sharpening up arguments to persuade the commission 
that a spare tire is on a new car for replacement pur- 
poses, and should come under the quantity discount 
regulations. If car makers give up furnishing an 
extra tire because of the increased cost, there would 
be a wide open field for the sale of a spare to every 
new car buyer. 
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BIGGER AND BETTER—New service station con- 
struction is showing a definite trend to larger sta- 
tions, with larger driveways, so that the customer 
can get in and out quickly when he is in a hurry and 
to provide adequate space for lubrication service and 
TBA display. For a while after the war it appeared 
that high building costs were forcing the industry 
into smaller stations, but bigger stations are getting 
the play now even though construction costs remain 
relatively high. 


RAIL RATES FALLING—Although efforts of rail- 
roads to effect nationwide rate reductions on bulk 
shipments of lubricating oils, greases, petrolatums 
and other products suffered a setback following re- 
fusal of several western roads to join in movement 
all the way, it does appear likely that most roads 
are making every effort to have reduced rates in ef- 
fect before the first of the year. Despite demand of 
western roads for higher revenues, most of tonnage 
will be subject to rates reduced in manner originally 
proposed. However, since publication of uniform re- 
ductions everywhere has been prevented by western 
rails’ dissenting action and reductions are now being 
made instead by territorial associations or individual 
railroads, much more clerical and rate work will be 
required. Also, failure to provide for new rates made 
in similar manner everywhere will probably invoke 
complaints from shippers to effect that some rates 
may benefit competitors because of widened differ- 
ences. Railroads recognize that possibility but pro- 
pose to make all reductions promptly and then later 
make whatever further changes that seem necessary. 
Rail people also appear to be stepping up work point- 
ing to reduced rail rates on packaged petroleum prod- 
ucts. Southern and southwestern roads already have 
approved voluntary reductions on box car shipments 
and are now waiting to hear from eastern roads on 
their request for interterritorial reductions. 


SHORT TO LONG—Oil shipping men see the industry 
continuing in a position of long tanker supply for from 
three to five years. As of the end of September, 81 
private tankers were laid up for lack of business. On 
the same date, illustrative of competition with foreign 
vessels, not a single U. S. flag tanker was moving in 
the Persian Gulf-Atlantic Coast trade. Yet the in- 
dustry is in the predicament of continuing to add new 
vessels to its fleet because of valid construction con- 
tracts entered into when the outlook was one of a 
rather prolonged period of tight supply. 
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Your Bulk Liquid Problems’ 


Can be Solved at | 
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General American Tank 
Storage Terminals are strategically 
located to provide convenient outlets 
for marketing your product. 


All terminals served by highway, 


rail and waterway. 


You make no capital investment—yet 
valuable pipelines, tanks, loading 
racks, docks and drumming and 
canning facilities are yours to use as 


though you owned them. 


Alcohol, benzol, creosote, petroleum 
or vegetable oil— General American is 
equipped to handle any liquid that 


flows through a pipeline. 


Your product is handled in complete 
privacy—in special tanks, pipelines and 


manifolds to ensure against contamination. 


GENERAL AMERICAN TANK STORAGE TERMINALS 





—_ General American Warehouse 
A Division of 


GENERAL AMERICAN TRANSPORTATION 
CORPORATION e 
135 South LaSalle Street + Chicago 90, Illinois 
Terminals of: Carteret, New Jersey; Houston, Texas; 
Corpus Christi, Texas; Goodhope, Lo 


Receipts represent the 


highest form of collateral. 


OFFICES IN PRINCIPAL CITIES = oe”. © 


6 NATIONAL PETROLEUM NEWS 














OT alg ts 





The appearance 
of W. W. Vande- 
veer before a con- 
gressional com- 
mittee last week was both a testi- 
monial to the opportunities that exist 
for the Independent in the petroleum 
industry and a complete refutation of 
the alleged need for breaking up the 
larger oil companies by divorcing 
their several functions. 

Whether any good will come of the 
testimony of this Cleveland oil man 
remains, however, to be seen. There 
are too many on Capitol Hill and in 
the executive agencies downtown op- 
erating on the theory that the private 
competitive enterprise system has 
seen its best days and is now in need 
of a thorough overhauling and a 
change in course by government edict. 

It is a fact that Chairman Celler 
(D., N. Y.), of the House Judiciary 
subcommittee on monopoly power, 
seemed impressed by Mr. Vandeveer’s 
suggestion that the merger of his 
Allied Oil Co. with Ashland could 
have been prevented were it not for 
the present estate and inheritance 
tax laws. Indeed, he even went out 
of his way to recall how the widow of 
the “late, lamented mayor of New 
York, Fiorello Laguardia,’ had been 
forced to sell her home at a sacrifice 
in order to acquire sufficient cash to 
pay her husband's estate taxes. And, 
he said that he would invite the 
Treasury Department to comment on 
the story of Allied, as told by Mr. 


Mr. Yocom 


_ Vandeveer. 


But beyond that it didn’t appear 
that the co-founder and former pres- 
ident of Allied changed one whit any 
of the preconceived notions held 
either by Mr. Celler or the members 
of his subcommittee’s consulting staff. 


* * a 


The chairman, for example, dis- 
agreed with the contention of Mr. 
Vandeveer that monopoly does not 
exist in the petroleum industry. There 
is price leadership isn’t there, he 
wanted to know, and doesn’t that pre- 
vent price wars which “always” re- 
sult advantageously for the consumer. 
And isn’t it true that when a com- 
pany gets te be of the size of Jersey 
Standard, this amounts to a concen- 
tration of too great wealth (power) 
in the hands of a few men. 

Also, Mr. Celler indicated he was as 
staunch as ever in his support of 
House-passed legislation that wou!d 
make it illegal under the Clayton Act 
for one corporation to acquire the 
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WASHINGTON—By Herbert A. Yocom 


Congress Talks About Helping 


Small Business But Does Little 


physical assets of another when such 
acquisition would tend to create a 
monopoly or reduce competition. 

Repeatedly during the current hear- 
ings the subcommittee has heard In- 
dependent small business men or their 
representatives testify in opposition 
to this bill. Their story always has 
been the same—that blocking the 
merger route to closely-held com- 
panies will compel them to resort to 
the liquidation alternative upon the 
death of one of the partners unless 
Congress also affords relief from 
“death” tax obligations. But when 
Mr. Vandeveer also told the same 
tale, the chairman said that it just 
isn’t so that the Clayton Act amend- 
ment would have prevented such as 
the Allied-Ashland merger. He could 
guarantee that, he added, because the 
deal did not appear to him to be one 
that would have the effect of reduc- 
ing competition. The point, however, 
is that the decision whether a pro- 
posed merger violates the enactment 
is one that will be made not by mem- 
bers of Congress, including Mr. Celler, 
but by the Federal Trade Commis- 
sion, whose present majority compo- 
sition is such that it’s a foolhardy 
man who'd guarantee that FTC would 
look other than down its nose at any 
and all corporate mergers. 

* * * 

Mr. Vandeveer’s appearance served, 
too, to again call attention to the 
plan of various New Dealers to open 
the federal Treasury (through RFC) 


Interpreting the Oil News 





as a source of equity capital for indi- 
viduals wanting to set up a new busi- 
ness or expand an old one. 


While there was no direct mention 
of this plan by either Chairman Celler 
or his staff assistants, they got the 
Cleveland oil man to agree that it 
would be a tremendous help to small 
business if money could be made 
more readily obtainable. (Certainly, 
he said, the Allied-Ashland merger 
cou'd have been avoided had it been 
possible, from a practical standpoint, 
to sell Allied shares to the public.) 
So, even though not committing 
themselves on a method, it would 
come as no surprise if, when he files 
his report, we should find Mr. Celler 
publicly plunking for some _ such 
scheme as that proposed in the Mur- 
ray-Patman bill—the so-called “Eco- 
nomic Expansion Act of 1949’, which 
is nothing more than a device where- 
by the appeal of the federal purse 
would be used by the New Dealers 
to gain more and more say for gov- 
ernment in the management of the 
business and industrial life of the 
nation. 


NOTE: Congress talks a lot about 
helping small business, but that’s gen- 
erally about all that it amounts to 
just talk. If Congress really were 
concerned about small business, that 
concern would be reflected in faithful 
attendance of members at hearings 
held for the alleged purpose of get- 
ting at the root of small business’s 
troubles and finding a curative. Yet, 
a'though there are nine members of 
the Celler subcommittee before which 
Mr. Vandeveer appeared, only the 
chairman wes present to hear his 
testimony. And to date in all this 
current long series of hearings no 
single witness has yet been done the 
honor of having more than two sub- 
committee members on hand. 





Sales of lubri- 
cating oils and 
Mr. Castle other under-the- 
hood items were 
stimulated considerably by the “Lift 
the Hood” contest conducted recently 
by a major oil company among its 
dealers and jobbers in the Chicago 
marketing area (See NPN, Aug. 17, 
Dp. 7.) 

The company was unable to esti- 
mate just how much of a sales in- 
crease resulted from the campaign 
but was certain that it was substan- 
tial. Of greater importance was the 


MIDWEST—By Leonard Castle 


‘Lift the Hood’ Drive Shows 
Lube Oil, Other Sales Boosted 


feeling that, for many dealers it be- 
came habit forming during the con- 
test to get under the hood of each 
car which entered the driveway and, 
therefore, the lessons of the cam- 
paign would be carried into the fu- 
ture. 

Stations were surveyed by anony- 
mous checkers to determine whether 
they were performing three selling 
steps set up by the company to in- 
crease the number of oil changes. 
These steps were: 

1. To lift the hood of every car en- 
tering the driveway and show the 
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TODAY — in a marketing period that is growing ever more hard 
boiled and competitive—you want, you meed a franchise with 
maximum profit opportunities. 

Consider the profit advantages of the SKELLY franchise .. . ad- 
vantages being enjoyed today by more than five thousand success- 
| ful Skelly outlets. 








Here is a franchise that places in your hands a complete, well- 
rounded, easy-to-sell line of in-demand, proved quality prod- 
ucts that are money-back guaranteed ! 





Here is a franchise that gives you wholehearted support . . . of 
qualified research, of sales-powered advertising, of sound pro- 
motion, of second-to-none dependability of supply. 





Here is a franchise that has the continuing interested backing, 
encouragement and loyalty of an established, experienced, 30- 
year-old company. 
Yes, the Skelly franchise does offer you more—more of all the 
things you want and need for a successful, profitable business. 
Don’t wait—if you are in one of the choice new Skelly franchise 
territories now being developed, contact the nearest wholesale 
division office, TODAY! 











| 
| 
| SKELLY OIL COMPANY 
I} | Marketing Headquarters — Kansas City, Missouri 
WHOLESALE DIVISION OFFICES: KANSAS CITY » CHICAGO 
MINNEAPOLIS » OMAHA + DENVER + DALLAS 








he Digi of a Fiofitible Franchise 


Hil bo 





NATIONAL PETROLEUM NEWS 




















bayonet gauge to the motorist, 
whether it registered “full” or not. 

2. To solicit an oil change by ask- 
ing the motorist, “How long have 
you driven on this oil?” or by check- 
ing the mileage figures since the last 
oil drain. 

3. To mention the company’s mo- 
tor oil by name and explain its 
qualities. 


* * * 


During the contest months of July, 
August and September, checkers 
called at 1,410 service stations in 
Chicago and parts of Illinois and In- 
diana. The stations were scored on 
a point basis, being awarded 1,000 
points if they performed the first 
“Lift the Hood” requirement, 6,000 
points for the first and second, and 
11,000 points for all three. 

A total of 933 dealers won special 
prizes for performing one, two or 
all of the services, while 477 failed 
to qualify. 

As the contest progressed, the 
dealers became increasingly more 
aware of the value of using the sys- 
tem as a means of stimulating oil 
sales, as shown by these statistics: 

During the period July 1 to July 
14, only 36 stations qualified for 
prizes while 95 failed. 

The number of winners mounted 
to 254 as compared with 195 non- 
winners during the period of July 15 
to Aug. 1. 

From Aug. 2 to Aug. 27 there 
were 281 winners as compared with 
only 77 non-winners. 

During the period of Aug. 27 to 
Sept. 30, there were 362 winners as 
compared with 110 who failed to 
qualify. 


“We have no way of measuring 
just how much the contest stimulated 
sales of lubricating oil and other 
under-the-hood items,” a company 


‘spokesman said. “But, we do know 


that if you are going to sell these 
things you have to get under the 
hood. And from the results tabulated, 
it is obvious that more and more 
dealers were performing ‘under the 
hood’ services in the closing days of 
the contest than were in the early 
stages. 

“We feel that for many dealers the 
three steps outlined in the contest 
will become habit forming. The con- 
test established a sales pattern for 
the dealer to follow. If, by following 
the pattern, he discovered that his 
sales of oil and other under-the-hood 
items were increased you can be sure 
that he’s going to continue the policy. 
It would be a dumb dealer indeed 
who stopped the sales campaign just 
because the contest was ended.” 

He emphasized that an important 
part of the campaign was that, by 
getting the hood lifted, the dealer 
cleared the way for other sales pos- 
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sibilities. He was able to discover— 
with the hood up—that the radiator 
might need flushing; the radiator 
hose might be defective; the battery 
or spark plugs might need replacing; 
the fan belt might be frayed or the 
oil filter dirty. 

“The only way you can discover 
these things is by getting under the 
hood,” he declared. “By getting un- 
der the hood you expose yourself to 
any number of things which can be 
sold as plus items. And this means 
increased sales arid greater profits 


to the dealer.” 
a . . 


Conoco jobbers and officials at- 
tending the recent annual convention 
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of the South Dakota Independent Oil 
Men’s Assn. in Sioux Falls were 
guests of Mr. and Mrs. R. E. More- 
land at a pheasant dinner in their 
Sioux Falls home. The birds were 
shot by Mr. Moreland—who is job- 
ber salesman for Conoco—and deli- 
ciously prepared by Mrs. Moreland. 
In attendance were: 

Mr. and Mrs. A. J. Rhian of Yank- 
ton; Mr. and Mrs. William Rist of 
Centerville; Mr. and Mrs. Ivan Howes 
of Sioux Falls; R. R. Risser of Kan- 
sas City; H. W. Hays, C. R. Rau, O. 
F. Splichal and Ray Benson, all of 
Lincoln, Nebr.; J. E. Adrian, asso- 
ciation secretary, and this corre- 
spondent. 





On the basis of 
the attention be- 
ing given to in- 
creasing his ef- 
ficiency, the dealer today is one of 
the most important men in the en- 
tire oil industry. 


Mr. Bjorkback 


It is a rare supplying company 
which isn’t using the latest devices 
its smartest merchandisers have hit 
upon to improve matters at the point 
where product meets the motoring 
customer. 

This is not to detract from the 
stature which the distributor and 
jobber has attained in the eyes of the 
supplier. Far from it! The jobber 
is right in there with the dealer—as 
the multiple of the most remembered 
man. 

It’s just that oil’s spotlight, its 
candlepower in full, is centered on 
the service station. 

You don’t have to look far for the 
reasons. 

Costs being what they are today, a 
man needs volume. 

He doesn't get it by losing custom- 
ers to the man down the street. He 
doesn’t get it by letting oil changes 
and lube jobs and TBA business fall 
into the sales net being spread by 
the automobile agency around the 
corner. 

A man also needs to keep the 
profits that volume brings. 

He doesn’t hold profits by inef- 
ficiency at any point in his opera- 
tions. 

Variety spices the ways and means 
to the sales end. 

Sinclair and Tide Water are two 
who have special crews in the field 
who will provide help on virtually 


ATLANTIC COAST—By Raymond E. Bjorkback 


Suppliers Promote Dealer Aids 


To Improve Selling Technique 


any circumstance at a station acting 
as a brake on sales. Tide Water’s 
“dealer-development” crews are in 
uniform. 

Esso Standard has relieved certain 
outstanding general salesmen of other 
duties to work full-time, but singly, 
with dealers and assist them in im- 
proving salesmanship and customer 
acceptance. In this, Esso is experi- 
menting, whereas Sinclair has just 
taken up with the crew idea, and 
Tide Water has employed it for years 

with interruptions. 

Esso has some of those general 
salesmen working only with choice ac- 
counts, where possibilities are great- 
er volume-wise. The other Esso 
specialists are operating on a dis- 
trict-wide basis, This activity sup- 
plements training courses for sales- 
men and station management courses 
for dealers which are in the nature of 
dealer forums. 

A fourth company, with an estab- 
lished network of dealer training 
schools, is putting greater emphasis 
than before on good station manage- 
ment (finds dealers more interested in 
it, too). It is pushing a recommend- 
ed bookkeeping system, as are others, 
to enable the dealer to better study 
his profits and expenses, and pushing, 
too, mechanical time-savers and sales- 
makers. The latter include a quick 
tire changer and a new battery tester. 

While most companies employ also 
printed material of one kind or an- 
other designed to help the dealer do 
more business, Cities Service depends 
heavily on visual aids. 

Latest of these is a four-page 
weekly publication, strong on color 
and humor—the cartoon route. The 
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INFORMATION THAT MAKES MONEY 


plus 


PROTECTION THAT SAVES MONEY 


That’s what you get from this modern National Cash Register 
System designed expressly for service station use. 


YOU MAKE MORE MONEY because... 


eyou know which merchandise and service 
classifications—and which employees—are 
profitable. 

eyou know your cost of doing business 

eyou know, daily, how many customers you 
serve. 

eyour efficient business methods create cus- 
tomer confidence and increase sales 

* you can compare sales by different periods of 
the day or by shifts 

* you can compare daily records of average sale 
to measure business progress 


Ger” thea 


You'll find money-making tips 
in this free 64-page booklet, 
“Service Station Management.” 
See your local National repre- 
sentative or write to... 





YOU SAVE MORE MONEY because... 


eyou have positive control over cash, credit 
received-on-account, and paid-out transactions 


eboth you and your customers can see and 
supervise prices charged 


e you can be swre all service jobs are accounted 
for 


e errors in addition are eliminated 
e forgotten charges are prevented 


e your records lessen inventory shrinkage and 
enable you to maintain closer inventory control 





Any service station can profitably install a modern National Cash 
Register System any time — because it pays for itself out of the 
money it saves and the money-making information it gives. Ask 
your local National representative to show you the many advantages 
this system will offer in your service station. 


THE NATIONAL CASH REGISTER COMPANY CASH REGISTERS « ADDING MACHINES 


Dayton 9, Ohio 


ACCOUNTING MACHINES 
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booklets bring out 26 basic factors 
important if a dealer is to attract 
customers and please them. 


After the eighth mailing, Cities 
Service asked the dealers what they 
thought of the booklets. “Helpful,” 
reported 98% of the dealers. And 
what feature, asked Cities Service, 
did they like best? The one on rest- 
rooms. 

This company provides also a four- 
book commercial course on lube oil, 
grease, other lubes and TBA for deal- 
ers; a 25-assignment set of publica- 
tions for study of the fundamentals 
of petroleum products and their ap- 
plication; recommends 10 (small 
business) management booklets pub- 
lished by the Commerce Department, 
and sends a complimentary copy 
monthly of some book from an au- 
thoritative source on a subject re- 
lated to station activity. 

Throughout, the companies are 
seeking to inform, on good practices 
and attitudes and bad ones, and let 
a man work out accordingly the way 
he’ll conduct himself in front of the 
customer, and handle this, that and 
the other problem. 

Tide Water’s dealer development 
crew member uniforms are physical 
evidence of the effort to set the ex- 


ample and work closely with the 
dealer. The Tide Water man will 
even do a customer solicitation stint, 
by telephone, or mail, or both. 
“The distributor who wants it can 
have help on everything from book- 
keeping to bricks. Sinclair, for one, 
is making available the services of 
fuel oil and heating experts, engi- 
neering and technical staff, auditors 
and credit and tax departments, in 
addition to the sales specialists. And 
it isn’t alone in this. 

At the end of the products supply 
line, the dealer is getting back on his 
toes. Esso’s dealers like the idea of 
getting together in sales and opera- 
tions panel groups so well they’re 
traveling to neighboring groups’ 
meetings. A couple of fellows from 
one group even hired a plane to get 
them to another group’s session. 

It’s all adding up to something 
substantial. Dealers are putting in 
incentive plans for their employes. 
They’re adding wheel bearing and 
other services; they’re adding to ac- 
cessories lines, soliciting new busi- 
ness and letting the customer know 
when he’s due for that next oil 
change and lube job. 

More and better business is being 
done. Flow’s yours? 








Self-serves 
struck back at 
their opponents 
last week by tak- 
ing their case to the public in paid 
newspaper advertisements which pre- 
sented self-service viewpoints and re- 
futed criticisms. 

Sixteen members of the Serve Your- 
self Gasoline Stations Assn., Inc., 
paid for the advertisements in the 
Los Angeles metropolitan press. 

Leading off with the headline “It’s 
smart to ‘Serve Yourself’. Smarter 
Still to Know Why It Pays!”, the 
self-serves outlined their leading 
arguments. First, the ad said, “the 
self-serves offer the best gasoline the 
California motorist can buy.” It cited 
the purported results of a laboratory 
test made by “California Testing 
Labortories, Inc.,”’ of “Community 
Gasoline’ for Community Stations, 
Inc., one of the association members. 
The report graded Community pre- 
mium 82 octane compared to 80 as 
an average for the seven majors (mini- 
mum 80 and maximum 81) and graded 
Community regular at 77 octane com- 
pared to 75 as an average for the 
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PACIFIC COAST—By Frank Breese 


Self-Serves Rap Opponents 


In Newspaper Advertisements 


seven majors (minimum 74, maximum 
76). 

As a second point, the ad discussed 
savings. It argued that dealers can 
afford to sell gasoline for a nickel 
a gallon less when motorists serve 
themselves because ‘‘super-market 
principles work mass procuction sav- 
ings here, too.”’ The ad rc marked that 
the conventional dealers are dissatis- 
fied because “they cannot beat this 
tremendous appeal of 60 to 85c saved 
on each tankful.” 

The self-serves charged their com- 
petitors with trying to confuse the 
motorists by spreading ‘“misstate- 
ments of fact’’ about self-serves. 

They expressed bitter indignation 
over the gasoline price-sign law which 
prohibits all stations from advertis- 
ing savings without specifying the 
full retail price. The self-serves re- 
proached the California Bureau of 
Weights and Measures for proceeding 
with warnings and making arrests be- 
fore the Superior Court has acted 
on the self-serves’ petition for an in- 
junction. 

It quoted Clare Harp, proprietor 
of Day ’N Night Service, who said: 
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“If arrested (for not changing the 
sign), I shall] plead not guilty, ask 
for a jury of my peers and I con- 
fidently predict. that no 12 sane 
citizens will call me a criminal be- 
cause I offer them saving of 5c for 
serving themselves.” 

The ad carried a statement by 
Robert Ingersoll, another “SS” prop- 
prietor: “If confused, as our com- 
petitors are trying with all their 
might to confuse you, you may find 
one day that bureaucracy has de- 
prived you of a tremendous advant- 
age. So stick to your guns! Don’t 
let the ‘Pressure Boys’ scare you from 
making savings! Because you are 
not only saving for yourself, but at 
the same time, helping to establish 
another typical American improve- 
ment in lowering the costs of dis- 
tribution—and the cost of living!” 

The self-serves took a left-handed 
cut at Eagle Oil & Refining Co., un-* 
til recently an ardent supporter of 
self-serves, without mentioning the 
company by name. The ad said it was 
talking about authentic self-serves 
“not three-pump conversions.” The 
majority of Eagle self-serves were 
conversions from the conventional 
type. 

Significance of this move by the 
self-serves is that they are prepared 
to battle to defend their gains and 
interests. 

Norwalk Petroleum Co. has come 
up with a smart service that may in- 
crease its orchard heating oil busi- 
ness this winter. It has hired a me- 
teorological expert to supply temper- 
ature forecasts for the citrus belt all 
this winter. These predictions are to 
be made ahead of the regular govern- 
ment forecasts and will be passed on 
to Norwalk customers in the citrus 
country. 

Last year many of the ranchers 
were not prepared for the surprise 
frosts which caused heavy crop dam- 
age. Their heating oil supplies gave 
out, exposing the fruit to the heavy 
freeze. 

* * . 

Another unique (but not new) serv- 
ice is reported in Walla Walla, Wash- 
ington. There a dealer has two men 
check the downtown area parking 
meters to see whether there are any 
violations. If the car is over-parked, 
the checkers insert a nickel and leave 
a card, “Please accept this through 
the courtesy of John Doe's service 
Station as we hate to get a ticket 
ourselves. If we have saved you a 
traffic violation, we are being of serv- 
ice to you which is our aim at our 
service station. If you are by our 
way, we would enjoy seeing you and 
giving you a sample of the kind of 
service we have to offer there.” 

Signal Oil Co., recommending this 
service to its dealers, remarked that 
the Walla Walla dealer won many 
new customers. 
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Hugh A. Stewart, Interior's New OGD Director 


For its top oil co-ordination job, the federal govern- 
ment has called on a rugged westerner with the easy 
knack of diplomacy and a taste for adventure. 

He is Hugh A. Stewart, 61-year-old Denver geologist, 
the new director of Oil and Gas Division of the Interior 
Department. And his main task will be to develop 
OGD into the petroleum co-ordinating goal set for it by 
President Truman when he created the division by execu- 
tive order shortly after the end of the war. 

To accept the government job—his first in public serv- 
ice—Mr. Stewart closed out a thriving oil and gas con- 
sulting business in his hometown and cut himself loose 
from all financial ties with the petroleum industry. This 
included a pension from The Texas Co., which has been 
transferred to an insurance company and won't be re- 
sumed until he reaches 65 years of age, 

The same desire that led him to jump at the chance 
to go to the Orient on a gold-mining engineering job 
when he graduated from college in 1912 led Mr. Stewart 
into government service at an age when many men 
fondly contemplate the fireside-and-slipper life. He stayed 
in the Far East seven years as superintendent of the 
Chiksan Mining Co. of Chiksan, Korea, before returning 
to the U. S. 

Subsequently, he was a geologist with the Midwest 
Refining Co., and in 1923 joined the Texas Production 
Co., a subsidiary of The Texas Co., later serving as its 
chief of the geological and land departments. From 
1936 to 1948, when he retired, he was Rocky Mountain 
division manager of The Texas Co.’s Production Depart- 
ment with headquarters in Denver. 

In its search for a new OGD director—the office had 
been vacant for a number of months following the resig- 
nation of former OGD Chief Max Ball—the Interior De- 
partment turned its eyes westward for a man with wide 
experience and for a man it hoped would be able to bring 
warring government agencies together, as well as main- 
tain a workable relationship between government and 
industry. 

After sifting through numerous possibilities, the de- 
pariment—with the concurrence of the White House 
sought out Mr. Stewart. His warmest supporters for 
the job were Dr. James Boyd, director of the Bureau of 
Mines, and Mr. Ball. 3oth are Coloradans and Dr. 
30yd graduated from the same school as Mr. Stewart, 
Colorado School of Mines. 

The new OGD director, deep-voiced and slow talking, 
will preside as chairmam of the Interdepartmental Pe- 
troleum Committee, the instrument which the Interior 
Department believes—in accordance with Mr. Truman's 
directive—should become the focal point for settling any 
governmental differences pertaining to oil and working 
out a policy on specific questions which all agencies can 
follow. This, Mr. Stewart's friends believe, will be his 
toughest assignment. They point out that, for instance, 
some government agencies and departments have a long 
history of going their merry ways in regard to oil with 
little or no thought to a concerted position. But, as 
Dr. Boyd says, “if anybody can get co-ordination, Hugh 
an.” 

Mr. Stewart also serves as the government’s contact 
with the National Petroleum Council. He views this 
liaison job as one of his important functions, stating 
that it is a method whereby the government can get the 
“thinking” of industry on a wide number of problems 
facing the country. He has high praise for NPC, describ- 
ing it as a workable method for the government to get 
the “advice and consultation” of industry leaders. 


Another of his jobs will be “testifying on the Hill’’- 
that is, telling the various congressional committees 
what OGD is doing and thinking in regard to a number 
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of problems. Mr. Stewart is not unaware of this function 
and already has received his baptismal. That came sev- 
eral years ago in Montana when he appeared before 
the old free-wheeling Senate (Wherry) Small Business 
Committee. He was asked to comment on charges that 
big companies were getting bigger while Independents 
were becoming fewer and smaller. 
He told the senators: 


“Basically it is one of our biggest problems in the 
country and in this local area one of the problems we 
foresaw 15 years ago and one of the things I personally 
have been working on for the past 10 or 12 years. I 
have a lot of friends among small operators and I try 
to give them help and I try to give them the guidance 
to keep them individually on a well-balanced and profit- 
able route. That is not paternalistic. I am not bragging. 
I try to give them the guidance from information I have 
gathered in a region where so many of these men have 
their interests, and their knowledge is confined to one 
field. We have gotten along in that respect.” 


Mr. Stewart was born at Aspen, Colo., and graduated 
from Colorado School of Mines in 1912 with a degree 
in mining engineering. He is a past president of the 
tocky Mountain Oil and Gas Assn., has served as chair- 
man of the Colorado Section of the American Institut« 
of Mining and Metallurgical Engineers, vice president 
f the Colorado Scientific Society, president of the Colo- 
rado School of Mines Alumni Assn., and is a member of 
the American Assn. of Petroleum Geologists and the 
Colorado Engineering Council. Last September his alma 
mater awarded him its Medal of Merit for distinguished 
achievement. 

He and his wife do not plan to establish a home in 
Washington until their son graduates from high school 
in Denver next spring. 
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Record API Crowd Hears Barkley Voice 
Fear Nation Is Running Out of Oil 


Marketing Group Also Hears Papers on Public 
Relations, Fair Trade Laws and Product Prices 


By NPN Staff Writer 


CHICAGO—Vice President Alben 
W. Barkley, expounding the Fair 
Deal philosophy of the tidelands dis- 
pute, shocked an API audience which 
jammed the mammoth Grand Ball- 
room of the Stevens Hotel here Nov. 
7 by intimating that he fears the 
country is running out of oil. 

Observing that the nation con- 
sumed petroleum at the “unprece- 
dented rate” of 2,180,000,800 bbls. 
last year, Mr. Barkley compared this 
unfavorably with proven reserves be- 
neath the continental U. S. of 23,- 
000,000,000 bbls. 

“It is easy to see that we could 
be out of oil in 12 years,” Mr. Bark- 
ley said, performing a quick mathe- 
matical calculation. Then he care- 
fully pointed out that “I did not say 
it would happen,” admitting that oil 
companies—and mentioning wildcat- 
ters in particular—could be expected 
during the 12-year period to discover 
new reserves. 

Mr. Barkley’s speech, given before 
what was probably the largest crowd 
ever to attend a single API session, 
came at a time when the API board 
was making plans for the 1950 pub- 
lic relations program and for the fu- 
ture leadership and organization of 
API. 

Several leading oil men commented 
after the vice president’s speech that 
they seriously considered answering 
him from the floor concerning his 
fears of oil depletion, but decided this 
might not be proper etiquette. 

Others said the speech was prob- 
ably the best evidence the industry 
has had of the need for a _ strong 
public relations program. 


Opposes State Oil Rights 


Mr. Barkley declared that “I be- 
lieve it is to the interest of the 
country not to give these reserves 
that belong to all the people back 
to the individual states.” He argued 
that the oil reserves beneath the na- 
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tion’s continental shelves should be 
retained by the federal government 
for the protection of “the economy 
of the United States and the defense 
of the United States.” 


“The whole people of the United 
States are concerned that we shall 


not deplete these reserves against 
the day when we may need them 
tragically and dramatically .. . to 


defend our American way and insti- 
tutions, either from a godless and 
ruthless totalitarianism from without 
or the infiltration of ideas from with- 
in,”’ the vice president declared. 


To protect the nation from the pos- 
sibility of exhausting its oil supplies, 
he said, the federal government 
should retain possession of the con- 
tinental shelves which, he said, have 
been estimated to contain 100,000,- 
000,000 bbls. of petroleum. 


Mr. Barkley said he was confident 
the oil industry would co-operate 
with government in “proper” devel- 
opment of the tidelands oil because 
“in your hearts there burns as much 
patriotism as in mine.’ He described 
the government’s tidelands policy as 
part of a broad policy of conserva- 
tion covering such subjects as soil 
conservation, flood control, welfare 
and conservation of natural resources 
generally. 


The one great trouble between gov- 
ernment and business, Mr. Barkley 
said, is that they do not sit down 
often enough across the table. 

“There is no fundamental antag- 
onism, and there ought not to be, 
between government and honest busi- 
ness,”’ the vice president said. ‘“Mu- 
tual problems cannot be solved by 
each side standing aloof and throw- 
ing brickbats at each other. Ameri- 
can businessmen are as honest and 
sincere and as interested in govern- 
ment as any other men.” 

Mr. Barkley spoke at a marketing 
group session. 

Other speakers at the marketing 
sessions were William Simon, Chi- 


cago attorney and former counsel for 
the Senate’s Capehart committee; E. 
Holley Poe, senior partner in E. Hol- 
ley Poe and ‘Associates and former 
director of natural gas in PAW; 
John Dresster, secretary of the New 
Jersey Gasoline Retailers Assn., and 
Conger Reynolds, chairman of the 
Oil Industry Information Committee. 

Mr. Poe predicted that the rapid 
growth of natural gas distribution 
will reduce the oil industry’s sales of 
kerosine and light heating oils. Par- 
tial text of Mr. Poe’s paper appears 
on page 34 of this issue of NPN. 

Mr. Reynolds, who is director of 
public relations for Standard Oil Co 
(Indiana), told the marketers that 
they could be of greatest service now 
to the industry’s public relations pro- 
gram by presenting the story of the 
petroleum industry to their company 
employes and dealers. 

In a survey conducted two years 
ago by Indiana Standard, he said, 
people were asked where they got 
their impressions and “the answer 
rather startled us.” 

“Some 94% of their favorable im- 
pressions, and 55% of their unfavor- 
able impressions, they told us, cam¢ 
from their experience as customers 
and their contact with dealers and 
employes,” Mr. Reynolds said. ‘Ths 
most important channel of communi- 
cation with the public, so far as oil 
companies are concerned, is through 
the mouths of employes, dealers and 
their helpers. If we could just be sure 
they would always state the facts, 
we would not have to worry much 





Murray Nominated 
To Head API Lube Men 


CHICAGO—New officers of 
API Lubrication Committee 
nominated at the committee 
meeting last Monday included: 
W. M. Murray, Deep Rock Oil 
Co., chairman; Paul Keyser, 
Socony-Vacuum Oil Co., vice 
chairman; B. G. Simon, Shell 
Oil Co., secretary. Retiring 
chairman is D. P. Clark, Gulf 
Oil Corp. 
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about the other methods of getting 
our story to the public.” 

With that idea in mind, he ex- 
plained, O1IC spent a great deal of 
time and effort this year develop- 
ing two new presentations, one for 
use in meetings with employes and 
the other for use in meetings with 
dealers. 


2 Underlying Principles 


“Underlying them are two prin- 
ciples,’ Mr. Reynolds said. “One is 
that the best of all ways to make 
employes and dealers spokesmen for 
the industry is to get them into small 
group meetings and talk’ things over 
with them. Survey statistics prove 
that point. There are other ways of 
reaching these groups, that are al- 
ready in use, but none exceeds the 
group conference in effectiveness. 

“The second principle is that the 
only good way to get the presenta- 
tions made is to get individual com- 
panies to make them to their own 
employes and dealers. -There are 
about 2,000,000 persons engaged in 
our industry. To reach all of them or 
even any large part is too big a job 
for our program staff. We must pass 
the educational torch to hundreds or 
thousands of top managements and 
ask them to pass it on.” 


Defends Fair Trade Laws 

Mr. Dressler, defending fair trade 
laws, declared: 

“Admitting that a way must be 
left open for efficient operations to 
pass savings on to the public, we 
must, nevertheless, condemn _ the 
businessman who cuts prices in the 
hope that increased sales will reduce 
unit costs or whose intention is to 
freeze out his competitors who may 
not be in so strong a financial posi- 
tion. 

“How can we differentiate between 
the chiseling price cutter and the 
man who reduces prices because of 
greater efficiency, unless we recog- 
nize that government has an obliga- 
tion to write fair trade or unfair 
sales acts so that alleged offenders 
can be hailed into court to deter- 
mine the soundness of price cut?” 
he asked. 


“Even certified public accountants 
will agree that the price of a product 
should be equal to the cost of that 
product, plus all selling expenses and 
a reasonable return for invested cap- 
ital. IT am sure every businessman 
will concede that this formula is 
necessary to sound business opera- 
tions. Then, why is it wrong to spell 
this theory into law so that those 
who violate its principles can be 
hailed into a court of law and be 
made to account for their actions?” 
Mr. Dressler said. 

Rankin Peck, chairman of Nation- 
al Congress of Petroleum Retailers, 
gave a brief discussion of the Michi- 
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gan Fair Trade Law following Mr. 
Dressler’s paper. 


Traces Indiana-Detroit Case 


Mr. Simon, discussing the subject, 
“The Legality Under the Patman Act 
of the Good Faith Competition Which 
Is Required by the Sherman Act,” 
traced the history of the Indiana 
Standard “Detroit case,” pointing 
out that prior to the U. S. Circuit 
Court of Appeals ruling “the Pat- 
man Act was generally understood 
to permit sellers to defend charges 
of price discrimination by affirma- 
tively showing that a lower price was 
made in good faith to meet competi- 
tion.” 

“But that decision last March, for 
the first time, ruled out good faith 
meeting of competition as a defense 
to a charge of price discrimination,” 
Mr. Simon said. 

“Apart from the order in that 
case, the record shows that the com- 
mission (FTC) itself believes the law 
should permit good faith meeting of 
competition as a defense to a charge 
of price discrimination. The Depart- 
ment of Justice has publicly said the 
law does in fact permit good faith 
meeting of competition.” 

Mr. Simon explained that one of 
Indiana Standard’s tank car buyers 
in Detroit resold wholly through its 
own retail service stations and was 
a persistent price cutter and FTC 
construed this price cutting as con- 
stituting injury to competition at the 
retail level. 

“And it therefore denied to Stand- 
ard the right, apparently afforded 
by the statute, to in good faith meet 
the competition of other sellers who 
were selling to tank car buyers at 
the same or lower prices.” 

If Standard is prevented from 
selling to these tank car customers, 
they still will be free to buy from 





Standard’s competitors at the same, 
or lower prices, and thus continue 
to be price cutters, Mr. Simon said. 

“How can the good faith of a price, 
which your competitors can and do 
lawfully offer to your customers, be 
said to injure competition?’ he 
asked. 

Mr. Peck was granted time at the 
Tuesday session for a rebuttal to 
Mr. Simon. 

According to Mr. Peck, Mr. Simon 
“forgot to mention that there is 
nothing in the FTC order to prevent 
Standard of Indiana from lowering 
prices. The order hit only the dis- 
criminatory prices to certain com- 
panies.” 

Standard of Indiana, Mr. Peck said, 
had 400 other customers in the De- 
troit area to which they had an ob- 
ligation. He pointed out that three 
of the four companies named in the 
original order had discontinued the 
practices that brought about’ the 
complaint. 

Mr. Peck made a plea for “treat- 
ing dealers right” and said that satis- 
fied dealers ‘“‘would sweep the coun- 
try for the public relations program.” 
He urged that companies let dealers 
know that “they are not going to 
subsidize price-cutters.” 

The meeting concluded with a dis- 
cussion between Louis Faber of the 
Milwaukee Retailers Assn, and B. L. 
Majewski, vice president of Deep 
Rock, on the activities of American 
Petroleum Industries Committee. 

Mr. Faber charged that APIC en- 
gages in activities which the Mar- 
keting Committee seems to be pro- 
hibited from discussing. Mr. Majew- 
ski suggested that Mr. Faber read 
the APIC charter to anyone who 
might be violating it, and added 
that it “would be nice if the dealer 
associations had a charter that I 
might read to them when they get 
out of bounds.” 





CHICAGO Reports from 
three subcommittees of the API 
Marketers Service Committee 
will be ready for presentation 
at the next API marketing 
meeting to be held in Kansas 
City on April 24 and 25. 


Preliminary reports 
made here on Tuesday by: 


were 


E. J. McClanahan, vice presi- 
dent of Standard of California 
who said that his manpower 
utilization group is in the final 
stages of a report which may 
be used effectively by large 
marketing companies. 

Harry J. Kennedy, vice presi- 
dent of Continental Oil, who 
said his stock control subcom- 





API Marketers to Meet in Kansas City April 24-25 


mittee has assembled data from 
19 companies, most of them 
reached by personal interview. 

William F. Schierholz, Fuel 
Oil Co. of St. Louis, whose 
accounting subcommittee has 
studied six systems. 

The general marketing com- 
mittee voted to hold the April 
meeting in conjunction with the 
API Lubrication Committee. 

Harry J. Kennedy was re- 
elected vice chairman. John 
Harper, Harper Oil Co., Long 
Island, N. Y., was elected sec- 
retary to succeed Hugh Thatch- 
er, Thatcher Oil Co., Chattan- 
ooga, Tenn., who, it was an- 
nounced, is retiring from the 
oil business. 
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Merging of Public Relations Setup 


Into API Department Awaits Action 


If API Board Acts, OII[C Would Continue to Have 
Responsibility ‘Generally’ for Industry Program 


By HERBERT YOCOM 
Chief NPN Washington Bureau 


CHICAGO—The API Board of Di- 
rectors at NPN press time this week 
was considering a recommendation 
of its Public Relations Committee 
that the present field organization of 
the industry public relations program 
be merged into API’s Department of 
Information, but with the Oil Indus- 
try Information Committee continu- 
ing to have responsibility “generally” 
for the program. 

If adopted by the full board, the 
director of the information depart- 
ment would have executive and ad- 
ministrative responsibilities for the 
program and also the job of prepar- 
ing the annual budget. 


At an API Public Relations ses- 
sion the evening of Nov. 8 the possi- 
bility of federal encroachment on the 
oil and gas industry was explored 
in a parallel case history of the elec- 
trical industry, presented by J. B. 
Thomas, president and general man- 
ager, The Texas Electric Co., Fort 
Worth. 


Mr. Thomas asserted that in the 
early phases of attacks on the elec- 
trical industry “it was easy to feel, 
although not correctly, that the 
troubles of one company or group 
_ might be personal to their own situ- 
ation and conduct, and did not justify 
any resentment or fighting effort on 
the part of others in their defense.” 
He continued: 

“But now, with the progress made 





H. F. Sinclair Resigns 
As API Board Member 


CHICAGO—The last active 
original member of API board 
of directors—H. F. Sinclair— 
resigned Nov. 8 and the board 
promptly elected P. C. Spencer, 
president of Sinclair Oil Corp., 
as his successor. 

Only five members of the 
original board are now alive. 
Besides Mr. Sinclair, they are 
Herbert Gallagher, J. Howard 
Pew, W. C. Teagle and Samuel 
Messer. 
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towards the socialization of this in- 
dustry and the realization that it is 
but the first step in the socialization 
of the whole industry of the United 
States, we who carry the responsibili- 
ties for investors, employes, and cus- 
tomers in business should take every 
fair and reasonable step to protect 
and defend those things for which 
We are responsible.” 


Oil and Gas Face Same Problem 


Mr. Thomas asserted that “the oil 
and gas industry, as I see it, is be- 
ginning to be faced with the same 
problems that began to be evident in 
the electricity supply industry some 
15 years ago,” and gave the opinion 
that the coal industry, railroads, steel 
industry “and one by one the other 
businesses of the nation”, will be up 
against the same problem unless ac- 
tion is taken to halt the trend. 


Underlining the parallel between 
the electrical and the oil industries, 
Mr. Thomas said: 


“Just as the Muscle Shoals steam 
plant grew to be the governmentally 
financed, tax-free, politically man- 
aged TVA, so can the coastal shelves, 
the Alaskan reserves, and other gov- 
ernmental steps into the oil industry 
become great, governmentally fi- 
nanced, politically managed compet- 
ing oil organizations, setting the 
prices and calling the turn on the 
remainder of the private taxpaying 
oil and gas industry. 


“Many problems face the men who 
have responsibilities in the develop- 
ment and operation of private en- 
terprise in the United States today. 
The greatest of these, in my opinion, 
is the strong and accelerating trend 
toward nationalization of the produc- 
tion facilities of our nation. Many 
terms are applied to it: nationalism, 
socialization, communism, _ statism, 
and others. Use whatever term you 
choose, but the trend is moving to- 
ward a social and economic system 
where all the means of producing 
wealth are held or controlled by the 
government; where political planning 
and control guide and dominate the 
life of the nation; where individuals 
may neither produce for themselves 
nor keep wealth and where, obviously, 
the personal freedom and opportunity 
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that have made our country what it 
is today can no longer exist.”’ 


Speaking at the same session were 
Claude Robinson, president of Opinion 
Research Corp., Princeton, N,. J., 
which conducted the 1946 and 1949 
Public Opinion surveys for the Oil 
Industry Information Committee, and 
John M. Lovejoy, Seaboard Oil presi- 
dent and chairman of API's Public 
Relations Committee. 


‘We Have Already Begun’ 


Commenting on Mr. Thomas’ ap- 
peal to the oil industry to “get out 
and fight” socialization, Mr. Lovejoy 
said that “fortunately, we of the 
petroleum industry can report to Mr. 
Thomas that we have already begun.” 

He cited the work and accomplish- 
ments of the “OIIC which had been 
outlined at a Division of Marketing 
session earlier in the day by Conger 
Reynolds, OIIC Chairman. 

Mr. Lovejoy said that he did not 
regard the objectives of the Oil In- 
dustry Information program as being 
separate and distinct from the ob- 
jectives of similar programs of other 
industries. 

“We in the oil business have prob- 
lems peculiar to our own operations, 
but they differ only in detail from 
those of all industry. We sell oil and 
Mr. Thomas sells electricity, Both of 
us face the same threat of creeping 
socialistic control. This is the danger 
that confronts every basic industry in 
America, and this is the menace to 
which all our public relations pro- 
grams must be addressed.” He added: 


“If we are to keep the socialist 
and the collectivist out of industry, 
our public relations programs must 
take the offensive. Let business start 
talking about its own abilities and ob- 
jectives instead of giving free ad- 
vertising to those of the government.” 


Boyd Sees Pretty Smooth 
Road Ahead for Oil 


CHICAGO—Preparing to step into 
retirement Nov. 9 after eight years 
at the helm of API, W. R. Boyd, Jr., 
sees a pretty smooth road ahead for 
the oil industry. 

The industry, he said, is in “good 
shape” and there is “nothing serious 
yet” in threatened government con- 
trol, although oil men must be “ever 
on guard if we want to preserve free 
enterprise.” 

Mr. Boyd gave these views to news- 
men here Nov. 8 as he entered on his 
final three days as president of the 
largest industry trade organization. 
That evening he was honored at a 
testimonial dinner given by the API 
board, which presented him with a 
large silver service. Later, following 
his final address Wednesday, he was 
to be the recipient of a scroll attest- 
ing the institute’s appreciation of his 
29 years with API. 
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Jobber Council Elects Bero; Keeps 
Economic Concentration Committee 


Group Agrees There Is No Present Need for Federal 
Oil Investigation; Marketers Hear Spencer Talk 


By LEONARD CASTLE 
NPN Staff Writer 


CHICAGO—The National Oil Job- 
bers Council voted at its annual meet- 
ing here Nov. 7-8 to continue its 
Committee on Economic Concentra- 
tion as a “standby watchdog” but 
the membership agreed there is no 
present need for any governmental 
investigations of the oil industry. 

The council also: 


1. Elected John Bero of Duluth, 
Minn., president of the Northwest 
Petroleum Assn., as its chairman 
for the next year, and heard him 
declare that “disputes and misunder- 
standings between jobber and _ sup- 
plier can be settled by calm presen- 
tation and discussion rather than 
abuse or the invitation for some 
third party to intervene.” 


2. Heard P. C. Spencer, president 
of Sinclair Refining Co., declare that 
“there is no question of the impor- 
tance of the distributor and jobber to 
Sinclair” and “we are going to do 
a substantially better job so far as 
jobbers and distributors are con- 
cerned.” 


3. Adopted a resolution asking the 
House Ways and Means Committee 
to approve a tax equality measure 
and Congress to enact it thereafter. 


1. Appointed a committee to deter- 
mine whether the council at its next 
meeting should adopt a _ resolution 
presented by Denny Klepper of Wich- 
ita, Kan., extending sympathy to In- 
dependent refiners who are “suffering 
severe and substantial losses.” 


Gordon Duke of Southeastern Oil 
Co., presenting report of Committee 
on Economic Concentration, suggest- 
ed that if council members thought 
any phase of oil industry should be 
investigated he believed task would 
be taken on by the House Judiciary 
Subcommittee headed by Rep. Cellar 
(D., N. Y.) 


Question to be decided was whether 
“you want such a study made 
whether we want any members of 
Congress sticking their noses in our 
business,’”’ Mr. Duke said. J. Parks 
Gwaltney of Durham, N. C., retiring 
council chairman said he personally 
would be opposed to asking Wash- 
ington to make any kind of an in- 
vestigation of the oil industry, This 
view was supported by other mem- 
bers, including Morris Parker, presi- 
dent of the Indiana association, and 
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Robert W. Hadlick, secretary of the 
Missouri group. 

At Mr. Duke's. suggestion, the 
council then agreed to continue the 
Economic Concentration Committee 
as a “standby watchdog” to keep the 
membership informed if the need ever 


arose for investigative action in 
Washington. 
National council also appointed 


committee with instructions to draft 
a resolution asking House Ways and 
Means Committee to approve tax 
equality measure sponsored by Rep. 
Mason (R., Ill.), following a report 
on co-operatives by E. F. Book, Presi- 
dent of Iowa association. 

Mr. Book told of statewide tax 
equality rally sponsored by Iowa job- 
bers in Des Moines last September 
and emphasized that every jobber 
must contact his senator and repre- 
sentative if any favorable action was 
to be anticipated. Named to com- 
mittee to write tax equality resolu- 
tion were Mr. Book, J. F. Cummins 
of Tennessee and Fred Whitely, presi- 
dent of Missouri group. 

Mr. Bero, in his acceptance speech, 
presented his ideas ‘“‘of what our coun- 
cil can and will accomplish with your 
support and _ co-operation.” They 
were: 

1. “As I see it, the development of 
the Independent oil jobber is our 





Who Said Monopoly? 


ATLANTIC CITY—For those 
who may wonder about the oil 
jobber’s future, this may clar- 
ify the situation somewhat. 

Last week Allan J. Welliver, 
assistant manager, wholesale 
marketing department, Sun Oil 
Co., told New Jersey Fuel Mer- 
chants Assn. that there are 
eight times as many oil job- 
bers in the United States to- 
day as there were 30 years ago. 
He cited the growth in num- 
ber of marketers as an exam- 
ple of the fact that the petrole- 
um industry has kept its doors 
open to enterprising men will- 
ing to compete in the market 
place. 

“That, I submit, is an answer 
to those who assert that oil 
is monopolistic—a closed door 
industry,” he declared. 














council’s prime interest . .. The qual- 
ified jobber is a definitely needed 
function in the marketing picture.” 

2. “The promotion of, as well as 
protection of, the jobbers’ interest 
certainly comes next in the line of 
importance. All because it is this 
council’s studied conclusion that the 
qualified jobber is here because the 
oil industry created him, because the 
industry needed him to pioneer terri- 
tories and products, wants him now, 
and definitely needs him for the 
future.” 


3. “The placing of the business of 
qualified Independent oil jobbing on 
a higher plane as time goes on, by 
encouraging all jobbers to be com- 
petent and progressive, if they are 
not already so, to do a better mar- 
keting job .. . We jobbers will there- 
by earn the unquestioned right to sur- 
vive regardless of our size, of our 
location or conditions. We will be 
better recognized for our permanent 
value in the very important field of 
petroleum distribution.” 

4. To seek out and fight ‘those 
forces which tend to destroy the job- 
ber ‘from without.’ The principal 
concern, a subtle tendency to regi- 
ment and regulate and eventually 
operate our industry by those who 
are not necessarily of the industry 

. As the jobber is a definite part 
of the vil industry, we, as jobbers, 
must clearly analyze every thrust in 
this direction.” 

Mr. Bero said _ that 
“threat from without’ could also 
come influence “of a competitive 
nature, designed—through possible 
control of sources of supply, con- 
trol of margins through inflexible 
methods that fail, as in times gone 
by—to recognize the qualified jobber 
as being subject to the same rules of 
economics that govern all types of 
operation in oil marketing. Our pork 
chops cost just as much as those 
our suppliers buy.”’ 

Mr. Spencer warned that for the 
past 15 years or more there has been 
a trend toward greater regulation 
and control of the oil industry and 
that this trend is getting stronger, 
not weaker. This trend he said, is 
evident in the administrative halls, 
the legislative halls and the chambers 
of justice. 

But despite this trend, Mr. Spencer 
said, “I am not pessimistic.;’ But the 
oil industry should take stock of it- 
self and determine what “can we do 
about it.” 


under this 


Other officers elected in addition to 
Mr. Bero are: John Harper of New 
York, vice chairman; H. F. Horning 
of Minneapolis, secretary; and these 
directors: 

R. H. Green of Arkansas, E. F 
Bock of Iowa, Dudley Givens of Ken- 
tucky, John White of South Carolina, 
Morris Parker of Indiana, and R. E 
Buncutter of Virginia. 
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API Group Finds No Objection to Self-Serves 


If Stations Can Be Made Safe from Fire Peril 


By GLENN W. DIETRICH 
NPN Staff Writer 


CHICAGO—So long as self-service 
gasoline stations can be made safe 
from the standpoint of fire protection 
and accident prevention, API’s Com- 
mittee on Fire Protection Regulations 
can find no objection to self-serve op- 
erations. 


This sentiment was expressed in a 
motion adopted by the committee dur- 
ing API’s annual meeting. At the 
same time the committee voted to go 
on record that the petroleum industry 
is not primarily concerned with the 
economics of self-serve operation. 

By its action, the committee es- 
sentially endorsed the intent of a self- 
serve resolution drawn up by the API 
board at its February meeting in 
San Francisco. 


Also in connection with self-serves, 
the committee adopted a motion that 
provisions as listed in the 1949 draft 
of the suggested ordinance for stor- 
age, handling and use of flammable 
liquids, published by the National 
Fire Protection Assn., “are consid- 
ered adequate for self-serve opera- 
tions.” 

These provisions were originally 
drafted as an integral part of the 
suggested ordinance. Because the 
fire marshals’ section of the NFPA 
at their February meeting in San 
Francisco voted that this section be 
referred back to the NFPA’s Flam- 
mable Liquids Committee, the pro- 
visions have since lacked the official 
concurrence of the NFPA and are be- 
ing subjected to further study. 


Text of the provisions follows: 


“Unless a permit for a self-service 
station has been issued by the chief 
and all conditions thereof have been 
complied with, no person other than 
the holder of a permit issued by the 
chief, or the lessee, employe, or other 
agent of such permit holder, shall 
dispense Class 1 flammable liquid into 
the fuel tank of a vehicle at a service 
station. 


“No permit for a self-service sta- 
tion shall be issued unless each dis- 
pensing unit for Class 1 liquids is 
provided with an automatic locking 
device that prevents the re-use of 
the unit after the hose has been re- 
placed until the unit has been man- 
ually unlocked by means of a detach- 
able key or similar mechanism. A 
computing pump that automatically 
prevents re-use until the reset handle 
is operated may be approved as com- 
plying with the provisions of this 
section provided the reset handle is 
detached and is used only by the at- 
tendant to start the pump prior to 
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each use by a customer. No person 
shall allow any dispensing device for 
Class 1 liquid to remain unlocked ex- 
cept during the time that it is in ac- 
tual use by a customer. No person 
shall unlock a Class 1 liquid dispens- 
ing device for the use of a customer 
if such customer is smoking, or is 
under the influence of liquor or is in- 
competent.” 


Comments on Model Fire 
Ordinance Draft Sought 


BOSTON—Copies ‘of its ‘1949 
Draft of the Suggested Ordinance for 
the Storage, Handling and Use of 
Flammable Liquids” are being circu- 
lated by the National Fire Protection 
Assn. for comment and criticism 
before the association takes up the 
matter of adopting draft described as 
“complete revision” of its 1946 model 
ordinance. 

Single copies are being offered 
without charge on written request to 
the association, whose address is 60 
Batterymarch Place, Boston 10, Mass. 

The association also is working on 
a new “Suggested Ordinance Regu- 
lating Oil Burning Equipments.” 
This is to conform with new stand- 
ards adopted (as of last September) 
by the group’s Flammable Liquids 
Committee and National Board of 
Fire Underwriters. 

Proposal by a group of fire chiefs 
and oil heat men to bring state fuel 
oil fire prevention rules up to date 
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and simplify them currently is before 
Massachusetts Board of Fire Pre- 
vention Regulations. 


Service Station Control 
Plan Termed Inequitable 


Special to NPN 
LINCOLN, Nebr. Testimony of 
one witness alone “should prove suf- 
ficient to defeat” proposed ordinance 
for compulsory closing of all gaso- 
line service stations in Omaha either 
Saturdays or Sundays, at option of 
owners, according to Nebraska Pe- 
troleum Marketers, Inc. 

At preliminary hearing on pro- 
posal, sponsored by a group of Omaha 
station operators, one of opponents 
pleaded it would be discriminatory, 
according to Nebraska Oil Jobber, 
association publication. Witness, a 
woman operating station just inside 
city limits, cited fact three competi- 
tors at same street intersection were 
outside city boundary line which 
would permit them to remain open 
while her station would be forced to 
close. 

Both sides were informed council 
would hold another hearing after 
proposed ordinance had been drafted 
by city’s legal department. 


Gasoline Coloring Blocked 


Special to NPN 
MONTGOMERY, Ala.—Ira Thomp- 
son, Troy, farmer and member of state 
legislature, has obtained a Circuit 
Court injunction restraining state tax 
commissioner from enforcing new 
regulation requiring coloring of re- 
fund gasoline sold for agricultural 
purposes. 
























































“So that’s where Simkins disappeared to last week!” 
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George A. Hill Dies En 





George A. Hill, Jr. 


George A. Hill, Jr., 57, president 
of Houston Oil Co. and Houston Pipe 
Line Co., and member of the execu- 
tive and nominating committee of 
API, died Nov. 2 at a hospital in 
Greenville, S. C. He was _ stricken 
while en route to Washington to pre- 
side as chairman at a meeting of 
the API group and to address Na- 
tional Petroleum Council. 

Former API vice’ president’ in 
charge of production, Mr. Hill was 
well Known by oil men throughout 
the country. Born in Corsicana, Tex., 
Jan. 12, 1892, the son of an oil pio- 
neer, he attended West Texas Mili- 


tary Academy and Houston public 
schools, graduating from Houston 


High in 1907. He won a scholarship 
at University of Texas where he 
studied law and became editor of 
the school newspaper. Graduating 
with B.A. and L.L.B. degrees in 
1911, he entered the legal depart- 
ment of International Great North- 
ern Railroad, where he remained until 
1917 when he joined the law firm of 
Kennerly, Williams, Lee & Hill, at- 
torneys for Houston Oil Co. 

In 1925 Mr. Hill became vice presi- 
dent of Houston Pipe Line Co.; in 
1930 he was named general counsel 
of Houston Oil, the parent company; 
in 1931, executive vice president of 
Houston Oil; in 1932, president of 
Houston Oil. 

It was in 1935 that he was elected 
director and vice president for pro- 
duction of API and later he was re- 
cipient of API's distinguished service 
award as well as a similar award by 
Mid-Continent Oil & Gas Assn. In 
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Route to Meeting 


1944-45, during the framing of the 


as an advisor to the secretary of the 
Interior Department. He was founder 
of Texas Petroleum Council and 
served as director of Texas Mid-Con- 
tinent Oil & Gas Assn, and Indepen- 
dent Petroleum Assn, of America. 

Mr. Hill was a member of National 
Petroleum Council and Economic Pol- 
icy Committee of U.S. Chamber of 
Commerce, as well as a director of 
Dallas Branch of the Federal Re- 
serve Bank. 

He was vice president and director 
of Oil World Exposition, Inc., an 
associate member of American Insti- 
tute of Mining and Metallurgical En- 
gineers and a member of the Business 
Advisory Committee of Department 
of Commerce. 

During World War I, Mr. Hill 
served as a cavalry captain. In the 
last war he served as a member of 
the executive, production and _ his- 
torical committees of Petroleum In- 
dustry War Council and as chairman 
of the facility security committee of 
that council. He also was chairman 
of the District 3 Production commit- 
tee of PAW. 

Among his civic activities, Mr, Hill 
was: chairman (1945-48) of the de- 
velopment board of University of 
Texas; trustee (1938) of Houston 
Community Chest; chairman of ex- 
ecutive committee and director of 
South Texas Chamber of Commerce; 
president of San Jacinto Museum of 
History, which he founded; fellow 
of Texas Folklore Society; fellow and 
vice president of Texas State His- 
torical Assn.; member of American 
Archivists Society, the Sociedad Bib- 
liographis of Mexico, Yanaguana So- 
ciety, Newcomer Society of England, 
Sons of the Republic of Texas, Amer- 
ican Academy of Political and Social 
Sciences; corresponding member of 
Texas Knights of Columbus Historical 
Commission. 

Also, he was: a member of both 
Houston and Texas Philosophical So- 
cieties; president (1934-38) Houston 
Museum of Fine Arts; member of 
Houston Symphony Society; and 
member of numerous social clubs. He 
was a lifetime member of the Epis- 
copal Church. 

Surviving Mr. Hill are his widow, 
the former Mary Edythe Van Den 
3erge; two sons, Raymond and Ran- 
dolph; a daughter, Mrs. Peter A. 
Cromerus. 


End of ‘Notch’ Tax Sought 


Special to NPN 


DETROIT Michigan Petroleum 
Assn. says it is again seeking to 


rally “the friends of small business’’ 
in Congress to enact an amendment 
which would “do away with the out- 





rageously high (53%) levy” on in- 
comes between $25,000 and $50,000. 
Michigan members of Congress have 
been asked by association to spear- 
head drive for revival of measure to 
abolish so-called “notch” tax. 


Opens ‘Coupon’ Campaign 
To Back Antitrust Suit 


WASHINGTON—National Federa- 
tion of Independent Business, Inc., 
the group which supported independ- 
ent tire dealers in their battle to 
compel oil companies to get out of 
the tire business (see NPN Jan. 19, 
p. 44) has launched a “coupon-clip- 
ping’”’ campaign to attract public sup- 
port to the government’s antitrust 
suit against the Great Atlantic and 
Pacific Tea Co. 

In two-page ad appearing in Oct. 
31 edition of Washington Daily News, 
the federation uses this headline, 
““A & P Advertisement False,’ States 
U. S. Dept. of Justice.” Ad cites 
four allegations on which A & P 
was found guilty by lower courts and 
at bottom right-hand corner supplies 
reader with coupon to be clipped 
out and mailed to Justice Department 
after being signed. Coupon reads: 

“As an American citizen I have 
confidence in the impartiality of 
American justice and urge that every 
department of our government, in- 
cluding members of Congress, take 
every step necessary for the strict 
enforcement of the antitrust laws.” 


Lube Tax Collections Dip 


WASHINGTON Federal tax col- 
lections on gasoline increased about 
0.6% during September, 1949, as com- 
pared to same month a year ago, 
whereas lubricating oil tax collec- 
tions decreased almost 37% and col- 
lections from oil transported by pipe 
line increased about 60%, Internal 
Revenue Bureau reports. 


Plan 7,500,000-Gal. Terminal 


NPN News Bureau 
NEW YORK—A new 2,500,000-gal. 
bulk terminal to be completed about 
Feb. 1 is being built in the Bronx 
Section of New York for Cirillo 
Bros. Oil Co., Inc., Brooklyn. Com- 
pany plans to add 5,000,000 gals 
storage later at same location. The 
Cirillos now have two terminals in 
Brooklyn with total capacity of 2,- 
930,000 gals. capacity. 


Strike Delays Pipe Line 


Special to NPN 

KANSAS CITY—Nation’s steel 

strike has slowed down construction 

of Great Lakes Pipe Line Co.’s new 

$45,400,000 expansion program be- 

cause of pipe shortage, company told 
NPN Nov. 1. 
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House Group to Hear Top Officials 


Of 9 Companies at Imports Hearing 


NPN News Bureau 

WASHINGTON—The House Small 
Business Oil Subcommittee has sum- 
moned top officials of nine major oil 
companies to public hearings in New 
York City, Nov. 15-16, to unfold their 
import programs for the first six 
months of 1950 and to give their 
views on threatened over-expansion 
of European petroleum facilities. 

The hearings, scheduled to begin at 
10 a.m. in New York City’s Federal 
Building, will be a continuation of 
earlier sessions on the imports ques- 
tion in which such witnesses as 
Eugene Holman, Jersey Standard 
president, and Harry B. Hilts of the 
“mpire State Petroleum Assn. were 
heard. 

Other Developments 


In the meantime, other oil develop- 
ments here included: 

1. W. W. Vandeveer of Cleveland 
told the House Judiciary Subcommit- 
tee on Monopoly Power that federal 
tax laws forced him to seek out 
major oil companies in an _ unsuc- 
cessful attempt to interest them in 
purchasing the Allied Oil Co., which 
he and his partner—-Floyd R. Newman 

built up over a period of 23 years. 
Allied Oil later was merged with 
Ashland Oil & Refining Co., and Mr. 
Vandeveer described the merger-route 
as “the last door open to us if we 
were to meet our tax obligations 
without bankrupting the company...” 

2. The Supreme Court agreed to 
hear Indiana Standard’s appeal from 
the ruling of the U. S. Circuit Court 
of Appeals in the so-called FTC- 
Detroit case, which upheld a Federal 
Trade Commission cease-and-desist 
order against the company in an 
action involving alleged price dis- 
crimination in the Detroit marketing 
area. 

3. In a study of the 1946 incomes 
of tax-exempt organizations, the In- 
ternal Revenue Bureau reported that 
431 tax-exempt groups listed trade in 
oil and gasoline as the “principal in- 
dustrial activity from which business 
receipts” were derived during that 
year. Of these, the largest group 
112—had annual incomes between 
$100,000 and $150,000; 22 had receipts 
under $25,000; seven had receipts over 
$500,000, while one had an income 
above $1,000,000. 


4. President Truman reportedly has 
sent Interior Secretary Krug a blis- 
tering letter which possibly fore- 
shadows his early departure from the 
cabinet. The President cracked down 
on Mr. Krug, it was said, for sub- 
mitting various programs, such as 
reclamation projects, to Congress 
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without first clearing them with the 
Budget Bureau. The letter was de- 
scribed by some sources as one which 
a president would never send to a 
cabinet member whose services he 
wanted to keep. 

5. The Economic Co-operation Ad- 
ministration prepared to call in sing- 
ly American oil companies operating 
in the Middle East and sound them 
out about a recommendation by the 
agency’s five-man price panel for a 
change in the pricing of products 
moving from the Persian Gulf area 
to Marshall Plan countries. The 
panel discussed Middle East crude 
prices but came to no conclusion on 
this subject. 

6. More oil and oil-equipment items 
were placed under export controls by 
the Department of Commerce. In- 
cluded were three classifications of 
refined industrial lube oils—black oils, 
steam refined cylinder stocks and cer- 
tain types of hydraulic oils—and oil 
and gas “exploration” equipment and 
rotary pumps. Department’s action 
means that export licenses now must 
be obtained before these items can 
be shipped to any country other than 
Canada. 

The upcoming imports hearings in 
New York City will be held against 
a background of mounting concern 
both in and out of the petroleum in- 
dustry over the expansion plans of 
British and others to build up their 
oil facilities with Marshall Plan dol- 
lars. The subcommittee, chairmaned 
by Rep. Keogh (D., N. Y.), has been 
inquiring closely into this situation 
and intends to develop it fully, along 
with future imports trends. 

From the Economic Co-operation 
Administration itself, the subcommit- 
tee plans to get the government view 
at hearings in Washington, beginning 
Nov. 28. In addition, State Depart- 
ment witnesses may be quizzed here. 

Rep. Keogh recently has returned 
from an extended trip through West- 
ern European countries and is said to 
be “most concerned” over the possi- 
bility that huge surpluses of foreign 
oil will result from the expansion pro- 
gram and that these surpluses prob- 
ably would seek to enter U. S. mar- 
kets. 

At the New York City hearings, 
witnesses from Indiana Standard, 
California Standard, Atlantic Refin- 
ing and Cities Service will be heard 
on Nov. 15. The next day officials 
of Gulf, The Texas Co., Shell, Sin- 
clair and Socony-Vacuum are sched- 
uled to testify. 

In the meantime, it was learned 
that U. S. departments and agencies 
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interested in the sterling oil question 
and the British balance of payments 
problem finally have reached what is 
believed to be a reasonably complete 
accord on the policy line to be fol- 
lowed by this government in seek- 
ing a solution to the oil phase of 
Britain’s monetary dilemma. 

As a result, the way apparently 
now is clear for an early resumption 
of U. S. conversations with the Brit- 
ish. Just when the talks will be re- 
sumed, however, has not yet been set- 
tled, as British participants in earlie1 
discussions went home pending set- 
tlement of differences among the 
American representatives as to just 
what this country’s position should 
be. 

In Dallas, .Tex., the Independent 
Natural Gas Assn., of America 
adopted a resolution opposing imports 
of petroleum products which would 
result in displacement of natural gas 
as an industrial fuel. 

Mr. Vandeveer, in telling the story 
of his company to the House Judic- 
iary Subcommittee, urged it to direct 
its attention to a possible revision of 
tax laws as a means of encouraging 
small business, instead of concentrat- 
ing on how to break up big com- 
panies. He said his and his partner’s 
problem was created by tax laws and 
would not be solved by “chopping up” 
big companies, such as Jersey Stand- 
ard and Socony-Vacuum., 

Before the merger, Mr. Vandeveer 
related that he attempted to interest 
such big companies as Socony-Vac- 
uum, Indiana Standard, Phillips, Ohio 
Oil, Ohio Standard and Pure in pur- 
chasing his firm. But, he explained, 
in almost every instance they told 
him if they purchased Allied the gov- 
ernment possibly would claim it 
would be a case of a big company 
“gobbling up” a little one. 


For assets of Allied, Mr. Vandeveer 
said $12,000,000 worth of Ashland 
stock was received. He valued as- 
sets of Ashland prior to merger at 
about $15 to $20 million. 


To aid the small businessman, Mr. 
Vandeveer urged among other things 
that (1) the government should re- 
duce expenditures and live within its 
income, (2) all businesses distribute 
their profits as patronage dividends, 
(3) double taxation on corporate earn- 
ings and dividends should be elim- 
inated, (4) tax laws should be re- 
vised to permit accumulation of cap- 
ital reserves from earnings, and (5) 
executors for part-owners in a closed 
corporation should be permitted to 
pay estate taxes at capital rates 
instead of under the bracket-rates. 


Chairman Celler conceded that Mr. 
Vandeveer had made a case for 
changes in the tax laws and said he 
would send his testimony to the 
Treasury Department for its com- 
ments. 
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Textile Trade Rule 
Benefits Outlined 
To OHI Meeting 


BOSTON —A generally favorable 
appraisal of trade practice rules was 
given the Oil Heat Institute of New 
England Nov. 3 by a representative 
of an industry which has operated 
under a trade code 20 years. 

At luncheon meeting of the group 
which was the primary advocate of 
the “oil heating industry’’™ code 
adopted last summer, W. P. Fickett, 
president of Textile Fabrics Assn., 
New York, said trade practice rules 
would be more satisfactory if written 
in industry language instead of “le- 
galistic’’ terms now used, and Feder- 
al Trade Commission could well give 
priority to complaints relayed to it 
of alleged violations of codes. 

However, he declared, textile rules 
have been “of direct benefit to the 
consumer”, and: 

“IT believe that every member of 
our industry would say that these 
rules have been beneficial to our in- 
dustry not only in an ethical way but 
in a monetary way as well.” 

Trade abuses still ex'st in his in- 
dustry but not to the extent they did 
years ago, Mr. Fickett added. The in- 
dustry adopted four simple rules 
since expanded and revised—in 1928, 
aiming at “discriminatory practices 
involving free deliveries of merchand- 
ise in some cases and not in others, 
misbranding of merchandise, piracy 
of style and the furnishing of free 
yardage and sample cards which ran 
into a lot of money.” 

A committee appointed from his 
association’s membership has passed 
on alleged violations, and such clear- 
ance has been found to be “the most 
satisfactory way in which to handle 
the administration of the rules,”’ Mr. 
Fickett said. 

The oil heat group is unofficially 
handling complaints against fuel oil 
and oil equipment dealers until such 
time as an oil heat code compliance 
committee is organized. 


Petrol to Shut Down 
Texas City Refinery 


NPN News Bureau 

HOUSTON Petrol Refining Inc. 
plans to shut down its 60,000 b/d re- 
finery at Texas City at the end of 
this week, Vice President V. E. Smith 
told NPN Nov. 7. Plant currently is 
running at half capacity. 

Mr. Smith said he feared “the cur- 
rent poor market situation of refined 
products selling for less than the 
cost of the crude” will continue 
through the winter, and added: 


“We have decided that for the 
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present we can do better by buying 
products in Venezuela, the West In- 
dies and on our own West Coast and 
using the facilities of our marketing 
system to sell these on the East 
Coast.” 


Steel Industry Fuel Oil 
Use Sets Records in 1948 


NEW YORK—Fuel oil used by steel 
industry during 1948 increased more 
than 37,000,000 gals. over 1947 con- 
sumption to reach record total of 
nearly 2,200,000,000 gals., American 
Iron & Steel Institute reports. 


Institute said that industry during 
1948 also used 274,500,000,000 cu. ft. 
of natural gas, or 7.4% more than 
the previous year, and consumption 
of tar and pitch increased 11.3% 
over 1947 to total 296,325 gals. 


Dr. Pogue to Quit Post 
As Chase Vice President 


NPN News Bureau 
NEW YORK—Dr. Joseph E. Pogue, 
head of the Chase National Bank’s 
petroleum department, will step out 
of his Chase vice presidency at the 
end of the year, but continue to serve 
the bank in a consulting capacity. 
Mr. Pogue will continue his analy- 
tical oil studies even though he no 
longer will function as vice president 
after the year’s end 


Deep Rock to Alter Colors, 
Trademark at Stations 


NPN News Bureau 
CHICAGO—Deep Rock Oil Corp. 


late this month will unveil new trade- ° 


mark and service station color scheme 
as part of its new policy of marketing 
exclusively through franchise-distri- 
butors. 

Company said new plan was ap- 
proved by members of five-man job- 
ber committee, elected in August to 
represent jobbers in Deep Rock’s var- 
ious marketing areas, even before 
company’s top executives viewed it. 

“The complete program the com- 
mittee accepted includes the new col- 
or scheme, revamped trademark and 
package design submitted by Howard 
Ketcham, international color and de- 
sign expert, and advertising to cover 
every phase of jobber marketing ac- 
tivities,”” company said. 

Jobber delegates who approved the 
new program will present it to fellow 
jobbers in Minneapolis Nov. 29, Mil- 
waukee Dec. 1, Tulsa Dec. 15 and 
Chicago on date not yet determined. 

Jobber members of committee are 
William Byrns, Madison, Wis.; J. O. 
Kolb, Pawnee, Okla.; T. H. Erickson, 
Fairfield, Iowa; L. H. Williams, 
Crookston, Minn. and N. S. Prose, 
Morrisonville, I. 





California Oil Outlines 
Carolina Marketing Plans 


Special to NPN 
RALEIGH, N. C.—California Oil 
Co. has made arrangements to ter- 
minal products in Norfolk and is seek- 
ing desirable jobber accounts in the 
northeastern part of North Carolina 
“or in territory which can be sup- 
plied out of Norfolk,’ according to 
information obtained by W. A, Par- 
ker, executive secretary, North Caro- 
lina Jobbers Assn. (see Oct. 26 NPN, 
p. 9). 


Eventually California Oil hopes to 
complete arrangements in Wilmington 
and Charleston, S. C., for terminal 
facilities so it can solicit jobber ac- 
counts in those areas, Mr. Parker 
said he was told. Company “claims 
that it will not build or purchase any 
bulk plants or service stations of its 
own and will not compete with those 
to whom it sells,” he added. 

Mr. Parker said Calso representa- 
tive has asked permission to “drop 
in” and see him within next two 
weeks to get picture of territory 
company plans to develop in Norfolk 
area. 

California Oil Co, said it has under- 
taken arrangements at Norfolk with 
a view to supply prospective jobber 
accounts in the Virginia-North Caro- 
lina area, but has not yet completed 
those arrangements. 

Also, it said, it still is “just looking 
around” among distributors in the 
area. 


ICC Rules Out Curbs 
On Type of Oil Trucked 


WASHINGTON Interstate Com- 
merce Commission has reaffirmed 
previous decisions that motor car- 
riers transporting petroleum products 
in tank vehicles in bulk should not 
be restricted as to type of product 
handled, except when special circum- 
stances occur. 


In authorizing R. A. Corbett of 
Lufkin, Tex., to transport oil products 

from Greggton, Tex., to Texarkana, 
Ark., and Bossier City, La., and from 
Waskom, Tex., and points in Panola 
County, Tex., to Texarkana —- ICC 
ruled out interveners’ contention that 
commodity authority should be re- 
stricted to “petroleum products, ex- 
cept butane, propane and casing-head 
gases.” 
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Trend to Automatic Transmissions 
Growing, SAE Fuels-Lube Men Told 


Report 1.5 Million Units Now in Use; Lincoln 
OK’s Station Servicing of Its Hydra-Matics 


Special to NPN 

ST. LOUIS—Reports of 5W motor 

oil and automatic transmission fluid 

highlighted Fuels and _ Lubricants 

meeting of Society of Automotive En- 
gineers here last week (Nov. 3-4). 


Of special interest to lubricating 
men in the oil industry was the re- 
port on “Light Engine Oils (5W) for 
Improved Sub-Zero Operation” by the 
CLR Group on Engine Oils Lighter 
Than SAE 10, Coordinating Research 
Council. The partial text of this re- 
port (given by V. G. Raviolo of Ford 
Motor Co.) and of three papers pre- 
pared for presentation on a similar 
subject before API this week in Chi- 
cago appears in this issue of NPN, 
starting on p.26. 


SAE fuels and lube men also heard 
H. R. Wolf, General Motors, and J. L. 
McCloud, Ford Motor Co., report that 
at present more than 1,500,000 auto- 
matic transmissions are now in serv- 
ice. They predicted the trend toward 
automatic devices would continue, 
with additional car manufacturers 
marketing some type of automatic 
transmission or torque converters 
(see Oct. 26 NPN, p.19). This trend 
opens the way “for retail gasoline fill- 
ing stations to be in a position to 
service these units at the same time 
other lubrication work is performed,” 
they said. 

Pointing out that GM already has 
authorized distribution of a _ stand- 
ardized fiuid for use in Hydra-Matic 
or Dynaflow units (see NPN May 25, 
p.13), SAE was told that Ford’s Lin- 
coln-Mercury Division has recom- 
mended a similar procedure for serv- 
icing Lincoln Hydra-Matic transmis- 
sions at service stations. 

L. J. Test, Atlantic Refining Co., 
and C. A. Hall, Ethyl Corp., present- 
ed a report on ring plugging and its 
relation to excessive motor oil con- 
sumption in some automobiles, They 
pointed out that engine design, lubri- 
cating oil and operating conditions 
are as important as motor fuel char- 
acteristics in causing the varnish and 
sludge deposits which lead to dirty 
engines and to plugging of oil rings. 
Describing oil-ring plugging as the 
“missing link in present standardized 
laboratory tests,” they said they have 
developed three test methods of dis- 
covering ring-plugging tendencies in 
fuels. 

Plugging of oil rings by varnish 
and sludge is not the only cause for 
excessive oil consumption, it was 
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pointed out, but it has been found to 
be a highly important factor. Fur- 
thermore, it was reported that “stop- 
and-go” driving, such as is experi- 
enced by local delivery trucks and, to 
a degree, by passenger cars, is likely 
to lead to extensive idling at overly- 
rich mixtures and to accelerate ring 
plugging. The authors added that 
the type of fuel and make of vehicle 
both are important factors, since the 
engines of some vehicles develop 
worse cases than others when using 
the same fuel and oil. 

Presenting a report of the Engine 
Varnish and Sludge Group of CRC, 
H. J. Gibson, Ethyl Corp., reiterated 
the causes for the formation of sludge 
and varnish, adding that different en- 
gine makes appear to vary signifi- 
cantly in level of requirement with 
respect to quality and in sensitivity 
to change in quality of both fuels 
and lubricants. 


Other Fuels and Lube Papers 


Other papers presented at the 
Fuels and Lubricants session in- 
cluded: 

“Future Problems of the Internal 
Combustion Engine,” C. F. Ketter- 
ing, General Motors. 

“Lubrication of Railroad Diesel En- 
gines,” E. F. H. Pennekamp and L. 
E. Moody, Standard Oil Development 
Co., and H. L. Baker, Esso Standard 
Oil Co. 

“Small Single Cylinder Engine Test 
for Evaluation of Compounded Mo- 
tor Oils,” M. R. Clapp and J. L. 
Palmer, Lubrizol Corp. 

“Evaluating Lubricating Oil 
Through Fleet Testing,’”’ W. S. Hoock, 
Sinclair Refining Co. 

“Performance Testing of Gear Lu- 
bricants,” W. J. Backoff. N. D. Wil- 
liams and K. Boldt, Pure Oil Co. 


“Moisture Corrosion Test for 2- 
105B Gear Lubricants,” T. P. Sands, 
Monsanto Chemical Co. 


“Laboratory Wear Tests with Au- 
tomotive Gear Lubricants,” S. A. Mc- 
Kee, J. F. Swindells, H. S. White and 
W. Mountjoy, National Bureau of 
Standards. 


Uniform Specs Recommended 


At an SAE Diesel engine meeting 
(Nov. 1-2), R. W. Seniff, Baltimore 
& Ohio Railroad, recommended uni- 
form and broadened specifications for 
fuel oils and lubricants used in rail- 
road Diesel locomotives, The recom- 
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mendation was accompanied by a 
proposal for a co-operative approach, 
with engine builders, oil refiners and 
railroad engineers undertaking re- 
search and service tests. 


Declaring that railroads are forced 
to service locomotives at different 
places and cannot stock a wide vari- 
ety of fuels and lubricants. A co- 
operative approach to the problem 
would, Mr. Seniff said, result in ar- 
riving at mutually acceptable uni- 
form’ specifications, increase the 
available supply of fuels and lubri- 
cants by broadening the specifica- 
tions, and develop the proper eco- 
nomical balance between quality, in- 
itial cost and maintenance cost. 


Effective Starting Means 


The Diesel.men also heard a report 
that tests made in America, Britain, 
Germany and elsewhere have demon- 
strated that diethyl ether is the most 
effective and potentially the most 
convenient means of starting Diesel 
engines in cold weather. 


F. L. Nelson and C. J. Ulzheimer, 
Socony-Vacuum Oil, reported that 
Diesel engine cold starting does not 
respond significantly to improve- 
ments in fuel cetane numbers, re- 
gardless of natural increases or the 
use of ignition accelerators. They 
said starting accessories, such as 
glow plugs and jacket heaters, may 
be satisfactory for some applica- 
tions, but may be found unreliable, 
inconvenient and unduly expensive. 

Diethyl ether was said to have op- 
erated satisfactorily in numerous 
tests and was recommended as 
generally the most effective prim- 
ing agent. The authors warned, 
however, that hazards attend its use 
and proposed that each engine manu- 
facturer should recommend safe and 
proper priming procedure for his en- 
gines. 


Dixie Distributors Urge 
Tax Relief Bill Passage 


NPN News Bureau 

CHICAGO—Passage of H. R. 4431, 
which provides for exemption of fed- 
eral income tax on the first $25,000 
of net corporate income and elimin- 
ates the so-called “notch” tax, was 
urged in resolution adopted by Na- 
tional Dixie Distributors at semi-an- 
nual meeting here. 

Resolution asserted that present 
federal income tax structure dis- 
criminates against small business, 
that Congress “is fully aware as 
evidenced by its repeated expression 
that small business is entitled to re- 
lief from the burden or discriminating 
taxes” and added: 

“If small business is to survive, the 
time has come at which this emerg- 
ency must be met by appropriate con- 
gressional action.” 


ee 
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AAA Tells Motorists to Use Car Makers’ Rules 
On Oil Change; Qualifies Self-Serve Approval 


The American Automobile Assn. 
has decided to tell motorists to fol- 
low the automotive manufacturers’ 
recommendations on changing motor 
oil and has given qualified approval 
to self-serve gasoline stations. The 
two actions were approved unani- 
mously at the AAA’s 47th annual 
meeting in Cleveland Nov. 1-3. 

Elaborating on oil change policy 
the association advised motorists to 
consider car manufacturers’ recom- 
mendations in the matter of oil 
change until more data are available, 
stating: 

‘Because of widely divergent pro- 
posals as to oil change practices, the 
motorists are in a state of confusion. 
For example, the federal govern- 
ment’s Bureau of Central Supply, last 
December, issued a report indicating 
that under normal driving conditions 
and controlled preventive mainte- 
nance, oil changes at periods of less 
than 4,000 miles are unnecessary. 
Meanwhile, the oil industry continues 
to insist that a complete oil change 
is necessary every 1,000 miles.” 

In adopting a ‘‘wait-and-see” atti- 
tude on self-serve stations, the AAA 
recommended that “this development, 
still in its experimental stages, be 
given the opportunity to demonstrate 
whether or not it is beneficial to the 
motoring public.” 

The association adopted a _ policy 
statement urging its affiliated clubs 
to oppose the adoption of state laws 
or municipal ordinances which would 


prohibit the operation of self-service 
stations. 


Other Recommendations 


Among 40 other policy statements 
accepted by convention were recom- 
mendations that: 

1. Government repeal taxes on mo- 
tor fuel, lubricating oils, motor ve- 
hicles, parts and accessories, tires and 
tubes. 

2. Federal government aid develop- 
ment of synthetic liquid fuel industry 
with control in hands of private in- 
dustry. 

3. States in which antifreeze is sold 
adopt legislation prohibiting sale of 
harmful types. 

4. Government continue aids to and 
controls over synthetic rubber indus- 
try to the extent necessary to safe- 
guard future of the industry, easing 
and eventually removing aids and 
controls when American-made rubber 
is able to compete in world markets. 

5. The 15% federal transportation 
tax be repealed. 

6. States correct ‘‘abuses of high- 
ways and highway use by elements 
of the trucking industry.” 

7. Tolls be abolished on public high- 
ways and streets. 


Army ‘Gas’ Use Controlled 


The convention heard Defense Sec- 
retary Louis Johnson reveal sweep- 
ing economy changes in armed forces 
transportation, including a system of 
control over gasoline consumption 





Oil industry lubrication men 

ight take encouragement in 
their ‘“1,000-Mile-Oil-Change” 
educational campaign from a 
few paragraphs published in 
the current issue of The Job- 
Rater, Dodge truck house or- 
gan published for truck dealers 


and users. 


Heading on _ article’ reads, 
“Change Oil and Keep the 
Change.” Truck users are 
told: 


“Mileage and hours of oper- 
ation should not be depended 
upon as indicators of the oil’s 
condition. . .Any money saved 
by extending the time between 
oil changes belongs under the 
head of ‘précarious profits.’ It 
belongs there because it can be 
wiped out many times over by 





Truck Publication Warns of Extended Oil Drains 


engine damage for which it 
may be to blame. 

“Engine lubricant costs very 
little compared to other oper- 
ating costs. Average figures 
for a large number of fleet op- 
erations show that the cost of 
engine oil is a mere fraction of 
a cent per mile. Its cost is lit- 
tle, but the damage it can do 
when dirty is great. It is, in it- 
self, a minor item of expense, 
but it can have a great influ- 
ence upon the major items of 
expense, .. 

“Summing up, the longer the 
crankcase lubricant is used, the 
more heavily loaded with con- 
taminants it becomes. In this 
condition, it cannot, and does 
not do the job of lubricating 
that is required to keep the en- 
gine in good condition.” 
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and removal of over-age vehicles in 
a convention speech Nov. 2. Mr. 
Johnson did not elaborate on motor 
fuel control, but noted a directive to 
the Army, Navy and Air Force “to 
take off the roads approximately 35,- 
000 over-age commercial type ve- 
hicles”’ as a means of saving “ap- 
proximately $32 million a year.” 

William A. Stinchcomb, chairman 
of AAA Highway Committee, spoke 
to the convention Nov. 1 urging re- 
peal by Congress of automotive ex- 
cise taxes and stating the spread of 
toll roads throughout the country 
should be checked. He called main 
urban highways “inadequate and con- 
gested” and recommended total of 
$750 million be spent by states and 
federal government for improvement 
of national system of interstate high- 
ways (for effect on oil industry of 
taxes and highway conditions see ar- 
ticle by Alexander Fraser, NPN Sept. 
28, p.25). Mr. Stinchcomb noted that 
25 states have increased gasoline 
taxes since the war. 

Citing the fact that total travel 
volume for this year will exceed 1948 
by about 12%, William G. Bryant, 
chairman of AAA National Touring 
Board, told convention Nov. 2 that 
gasoline consumption is running sub- 
stantially ahead of last year and that 
vehicle mileage is continuing to top 
1948 peaks. However, the intimation 
that many American tourists will 
soon be buying their gasoline abroad 
is contained in a statement by J. J. 
Cavanagh, chairman of AAA Inter- 
national Travel Committee, who told 
the convention Nov. 2 that, “The day 
is fast approaching when American 
tourists in their own cars will be al- 
most as thick on Europe’s highways 
as they are on U. S. roads today.” 

Lou E. Holland, of Kansas City, 
was elected AAA president by dele- 
gates Nov. 2. 


Sohio to Convert Cracker 
From Fixed to Moving Bed 


CLEVELAND—Standard Oil Co. 
(Ohio) said Nov. 4 it will spend 
$4,500,000 to increase catalytic crack- 
ing facilities at its Cleveland No. 1 
refinery as part of its $100,000,000 
three-year expansion program, 

Present Houdry fixed-bed catalytic 
cracking unit at refinery, constructed 
in 1944 to produce avgas then essen- 
tial to war needs, has a capacity of 
approximately 12,000 b/d of feed 
stock, Expanded facilities, expected 
to be in operation within 15 months, 
will provide capacity within the range 
of 18,000 to 22,000 b/d of feed stock, 
according to E. B. McConnell, vice 
president in charge of manufacturing. 

Construction plans now being pre- 
pared by Sohio’s engineering depart- 
ment are based on conversion of the 
Houdry fixed-bed unit to a moving- 
bed type. 
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Bero Well Qualitied to Continue Competitive Spirit 


In Jobber Council Actions as Gwaltney’s Successor 


J. Parks Gwaltney is retiring as chairman of the Na- 
tional Oil Jobbers Council after two years of splendid 
service on behalf of the nation’s Independent distributors. 


The time he has spent—and it has been considerable 
has been time taken from his own business without any 
compensation. As a group of autonomous state asso- 
ciations, the jobbers council operates on a very limited 
budget which allows only bare expenses to its officers. 
This means that the chairman and the secretary, upon 
whom the greater share of the time-consuming activity 
falls, make a substantial financial sacrifice. 


Kenneth C. King, executive secretary of the Wisconsin 


Petroleum Assn., has been the council’s secretary for 


four years. He, too, is retiring from council office and, 
like Mr. Gwaltney, is due the thanks of the jobbers. 


Replacing Mr. Gwaltney as chairman is John L. Bero, 
a jobber from Duluth, Minn., and president of the North- 
west Petroleum Assn., (Minnesota and North Dakota). 
To make easier the co-ordination of the chairman and 
the secretary, H. F. Horning, secretary of the Northwest 
association with headquarters at Minneapolis, has been 
asked to become secretary of the council during Mr. 
3ero’s term as chairman. 


At the request of NATIONAL PETROLEUM NEWS, Mr. 
3ero has written a statement containing some of his 
views on the future of the Independent jobber. The 
statement appears at the end of this editorial. It is 
supplemented by a report of his remarks to the council 
in accepting the chairmanship which is included in a news 


story on page 16 


Mr. Bero is the kind of jobber who advertises as 
broadly as he can the fact that his is an Independent 
company. Each of his service stations in Duluth carries 
at least one large sign proclaiming that it is owned by 
the John L. Bero Oil Co. His trucks also assert loudly 
this Independent ownership, as does his newspaper ad- 


of an Independent competitor in the oil business under 
his supplier’s brand name. 

His operation, in general, is one to which other In- 
dependents would be glad to point as an example of 
how a jobber can build a business. 3efore NPN knew 
that Mr. Bero was to be the new chairman of the job- 
ber council, it sent a staff writer to Duluth for a story 
on how he built and how he runs his business, which 
story will appear later this month. 

There is every reason to believe that Mr. Bero’s term 
as chairman will see a further extension of the National 
Council as a forceful advocate of the jobber viewpoint 
in Washington and to the top executives of the major 
oil companies. 

The whole industry has much at stake in the develop- 
ment of this council and in its success in directing the 
way to such understanding by supplying companies of 
jobbers’ needs as to make any appeal for government 
intervention unnecessary. 

With very, very few exceptions, jobbers want to keep 
the government out of the oil business They want 
to work out inside the industry whatever industry prob- 
lems arise. 

If the supplying companies, particularly the large ones, 
understand the deep basic distrust that jobbers have of 
government control and if they conduct their jobber 
relationship accordingly, and with appreciation of the 
steadily improving jobber operating standards, they will 
have a particularly powerful ally in the fight against 
those who would like to put the whole oil industry under 
a federal thumb. 

The continued success of the jobber council can mean 
not only more jobbers, but also jobbers whose existence 
as competitive units in the oil industry is more evident to 
Congress and the public. It means, too, that there will 
be a vehicle for the settlement of many industry prob 
lems before they are taken to Congress and the courts 
where they would be decided by those who know little 
about oil business and who too often in the past have 


vertising. In the case of John Bero, there is no hiding 


Jobber Must Keep in 


By JOHN BERO 


John Bero Oil Co. 
Duluth, Minn. 


Modernization is a very necessary 
thing for progressive jobbers to do if 
they want to keep pace with the 
times. The major companies all have 
programs embracing expanding fa- 
cilities and a jobber, in his limited 
way, if he wants to hold his gallon- 
age, must expand comparatively. 
There is a bright future for the In- 
dependent jobber, all things being 
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Step with the Times, 


equal, but there must be a method 
and system to his operation. 

One occasionally hears the com- 
plaint from an Independent jobber 
that the going is rough, that the pull 
seems to be mostly up hill, that op- 
portunities are very limited and be- 
coming more so as time goes on. 
Ability to survive is on the minds of 
some jobbers. 

My first impulse is to recite the 
Biblical admonition, “Let him who 
is without sin, cast the first stone.” 

The jobber’s attitude toward, an- 


“solved” industry problems by making them more acute 


Bero Says 


alysis of, and approach to this sur- 
vival subject will have a _ definite 
bearing on what may be the jobber’s 
destiny. I believe that too often a 
jobber has the money, the talent, and 
the location to start a business and 
keep operating it, but he fails to 
realize when he seeks and secures a 
franchise, or a franchise seeks him, 
what his obligations are to a supplier 
who grants the jobber a franchised 
territory. In other words, how quali- 
fied is the jobber? 

Independent jobbing is not now, nor 
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has it ever been, a one-horse, one- 
rabbit deal. 


Both parties to a franchise terri- 
tory agreement, have the right to 
expect a mutually happy relationship, 
one in which the jobber can make 
enough money to expand his business 
conservatively and progressively each 
year. The jobber, when permitted to 
do this can provide a degree of dis- 
tribution and profitable supplier rep- 
resentation that will forever make it 
unnecessary for the supplier to seek 
a direct marketing setup in any qual- 
ified jobber’s territory. 

A good supplier is entitled to and 
should receive a jobber’s complete 
loyalty, all things being equal, 

If the jobber and his supplier work 
together for each other’s mutual ben- 
efit—the jobber giving his loyal sup- 
port to his supplier’s line, getting 
distribution and increasing gallonage 
and in return receiving all that is in 
his supplier’s book in the way of 
profitable margins, sales help, adver- 
tising support and quality products 
in ample quantity—this supplier-job- 
ber survival problem would cease to 
be a problem. 


The jobber and supplier working 
shoulder to shoulder, could buck these 
strange tides which seem to roll in 
on the oil industry with every full 
moon. I believe that a sincere appli- 
cation of certain basic ideas, by all 
concerned, will assure the Indepen- 
dent jobber a future, and give his 
supplier a great friend who can be 
depended upon to help protect the 
best interests of our great industry, 
particularly in areas where the sup- 
plier is known only by brand name, 
but the jobber is known as a friend. 


An Independent jobber with a 
franchise must make every reason- 
able effort to promote his supplier’s 
interests in a territory, even at the 
cost of some new equipment, mod- 
ernization, good delivery facilities and 
a painting program, and last, but 
not least — loyalty. If the jobber’s 
margins are reasonable, his opera- 
tions clean, credit policies sane and 
the ability to work hard not for- 
gotten, then the Independent jobber 
can, without question, give his sup- 
plier what is wanted and thereby 
make it unnecessary for the supplier 
to function in a territory on a direct 
basis. 

A properly managed jobber setup 
can distribute his supplier’s merchan- 
dise just as cheaply—if not more so 

than the supplier can ordinarily 
accomplish by long distance manage- 
ment. 

In times gone by, and at the pres- 
ent moment, forces beyond the con- 
trol of the supplier, have brought 
about a state of unbalance in crude 
production and refining activity and 
we have witnessed surpluses that 
have been thrown on the market. We 
have observed these same surpluses, 
bought at a bargain by some oper- 
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ators and being sold at a bargain by 
some operators. 


Assertion of Independence 


This assertion of independence is 
perfect and those who create and pur- 
chase and peddle the bargains have 
a thorough right to do so. Opportun- 
ists will always be with us. However, 
what is good for the goose, is by the 
same token, good for the gander, and 
sooner or later this on-again, off- 
again Finnegan method is bound to 
resolve itself into a stable, economic- 
ally sound marketing plan. In other 
words, most suppliers and Indepen- 
dent jobbers are not opportunists 
who cash in on the momentary ad- 
vantage. They believe in sound, 
stable, long-pull methods, Their right 
to survive is dominant in their minds 
and any disruptive force is bound 
to meet resistance from them. 

What this plan will be, nobody 
knows, That it must come is inevit- 
able, because in the oil business, as 
in life, you cannot blow hot and cold 
with the same breath. 

We do know that a large major, 
effective Sept. 12, abandoned its tra- 





ditional marketing method of Group 
3 pricing and created individual bulk 
plant units, with prices governed en- 
tirely by what this major finds is 
the prevailing competitive condition 
within the individual bulk plant ter- 
ritory. 

Perhaps the suppliers are thinking 
of survival too. Don’t we all have to? 
Perhaps they would like to maintain 
position. Common sense tells us no- 
body can maintain position in the 
face of a marketing method that 
tolerates a double standard, and most 
certainly our observations today 
would lead us to believe that two very 
separate and distinct types of mar- 
keters are vying for the motorist’s 
dollar. 

One or the other is right. Which 
one is it? 

For my part I should like to ad- 
here to the tried and proven methods 
of marketing, the old school in which 
I was raised, which with a supplier’s 
help, will probably survive and be 
much in evidence when today’s smoke 
of uncertainty clears away. 

Yes, I definitely believe there is 
a future for the Independent jobber. 


BLS Reports Heating Oil Prices Increased 
In Aug. 15-Sept. 15 Period in Most Cities 


WASHINGTON Retail selling 
prices for No. 2 or No. 3 fuel oil in- 
creased during period, Aug. 15-Sept. 
15, in 16 of 18 ‘cities surveyed, Bu- 
reau of Labor Statistics said in pre- 
liminary report on prices of resi- 
dential heating fuels. 

During same period, BLS survey 
showed kerosine, range oil, or No. 1 
fuel oil prices increased in 13 of 21 
cities reporting in this 
study. Bureau attributed elimination 
of summer discount rates as respon- 
sible for ‘“‘many of the increases.” 

Survey showed following retail 
cents per gal. prices, figured on 100- 
gal. lots, as of Sept. 15 (taxes af- 
fecting prices are noted at end of 
price tabulation): 

Kerosine—Baltimore, 12.04; Jack- 
sonville, 12.95; Norfolk, 11.98; Rich- 


mond, 13.25; Savannah, 14.03; Chi- 
cago, 15.53; Detroit, 14.87; New 
Orleans, 13.44. 

Range Oil—Boston, 12.93; Man- 


chester, N. H., 13.80; Portland, Me., 
12.78; Buffalo, N. Y., 13.94; Chicago, 
12.88; Minneapolis, 13.17. 

Fuel Oil No. 1 — Boston, 12.75; 
Manchester, 13.30; Portland, Me., 
12.78; Baltimore, 12.04; Washington, 
D. C., 12.51; Jacksonville, 13.03; Nor- 
folk, 11.98; Richmond, 12.50; Savan- 
nah, 13.70; Philadelphia, 11.75; Chi- 
cago, 12.45; Detroit, 13.90; Milwau- 
kee, 13.40; Kansas Cjty, 12.24; Minne- 
apolis, 12.93; New Orleans, 13.68; 
Portland, Ore., 13.94; San Francisco, 
13.77; Seattle, 14.77. 

Fuel Oil No. 2—Roston, 11.50; 
Manchester, 12.40; Portland, Me., 
11.64; Baltimore, 11.45; Washington, 


phase of’ 


D. C., 12.04; Jacksonville, 12.45; Nor- 
folk, 10.80; Richmond, 11.22; Savan- 
nah, 12.60; Buffalo, 12.93; New York, 
11.57; Philadelphia, 11.22; Chicago, 
11.66; Detroit, 12.88; Milwaukee, 
12.40; Kansas City, 11.19; Minneap- 
olis, 11.62; New Orleans, 12.05; Port- 
land, Ore., 11.64; San _ Francisco, 
11.44; Seattle, 12.65. 

Fuel Oil No. 3—WNorfolk, 11.00; 
Buffalo, 12.93; Chicago, 11.61; Mil- 
waukee, 12.42; Kansas City, 11.32; 
Minneapolis, 11.93; New Orleans, 
12.05; Portland, 6.55; San Francisco, 
6.48; Seattle, 6.74. 

Fuel Oil No, 4—Minneapolis, 9.50; 
Portland, Ore., 5.40; Seattle, 5.40. 

Fuel Oil No. 5—Boston, 6.89; Jack- 
sonville, 9.70; Philadelphia. 7.05; Chi- 
cago, 7.80; Milwaukee, 8.90; Kansas 
Citv, 6.22; Minneapolis, 7.25. 

Fuel Oil No. 6—Boston, 5.14; Balti- 
more, 5.41; Washington, 5.57; New 
York, 4.89; New Orleans, 5.61. 

BLS noted that its prices listed 
in its survey were conditioned by fol- 
lowing factors: 

Baltimore, Washington, New York 
City, Chicago, Kansas City—prices 
include 2% tax. 

Savannah—Kerosine prices include 
inspection tax of 1c per gal. No in- 
spection tax on other items. 

Buffalo—Prices include 1% tax. 

Detroit and Seattle—Prices include 
3% tax. 

New Orleans—Prices include 3% 
tax on all petroleum fuels; prices for 
kerosine and No. 1 fuel oil also in- 
clude ic per gal. state health tax 
and 1/32 of 1c per gal. state inspec- 
tion tax, 

San F'rancisco—Prices include 3.5% 
tax. 
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Arow Electrontes 


Help Trailmobile Tank Trailers 





Make Possible This GUARANTEE: 


You get $50 a day for 
every day your Trail- 
mobile Tank Trailer 
might be out of service 


because of leakage! 


@ Every day your Trailmobile Tank Trailer is finest tank trailers in the world. So with this 


in Operation means maximum profits at mini- 
mum cost for your company. And your Trail- 
mobile Tank Trailer stays in leakproof operation 
every day! 

The miracle of electronics enables Trailmo- 
bile to design, construct, and test tank trailers 
of guaranteed dependability. Yes, science’s 
newest discoveries make possible this war- 
ranty that backs up Trailmobile’s claim of the 


$50-a-day, one-year guarantee you are assured 
far more rigid hauling schedules, great new 
economy and efficiency in your operation. 

Remember... the backbone of reliable haul- 
ing activity is a fleet of dependable tank trail- 
ers. Discover the remarkable advantages of 
Trailmobile ... builder of tank trailers of 
guaranteed money-saving, time-saving depend- 
ability. Write for complete facts. 















WRITE TODAY... 


for Complete 
Descriptive Information on 
Trailmobile Tank Trailers! 





MAIL THIS COUPON NOW! 


THE TRAILMOBILE COMPANY, 
31st & Robertson Ave., Cincinnati 9, Ohio 


I am interested in Trailmobile Guaranteed Tank Trailers. Please send me 
complete descriptive information. 





Name 





COMPANY 


Business Address 





City State. 





Cincinnati 9, Ohio «+ Berkeley 2, California My Position 





Bes ee es es oe 
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Lubricating and Automotive Men Report 


On Use and Merits of 5W Motor Oil 


Since 1947, when 5W motor oil was first proposed to 
the oil and automotive industry, there have been differ- 
ences .of opinion regarding the use of light engine oils 
for improved sub-zero operation and the possible ad- 
vantages and disadvantages of 5W motor oil. 

In 1948 the Fuels and Lubricants Technical Committee 
of Society of Automotive Engineers decided that a classi- 
fication of oil lighter than SAE 10 was worth consider- 
ing in order to improve cold weather starting of auto- 
motive vehicles. In April of last year the newly formed 
Group on Engine Oils Lighter Than SAE 10 of the Co- 
ordinating Research Council discussed the problem and, 
after various meetings, decided on a program of tests 
to be conducted during the winter of-1948-49. 


started distribution and sale of this 5W-grade oil in 
areas of the United States and Canada where winter 
temperatures consistently below —10° F are encountered. 


On Nov. 3 at the SAE National Fuels and Lubricants 
Meeting in St. Louis, the CRC presented a report of its 
findings on 5W motor oil. 

This week (Nov. 9) a Canadian oil company lube 
man presented to the API at Chicago a report of the 
field experience of his company with 5W motor oil. There 
followed a discussion of this paper. Because of the keen 
interest in this subject, and because the papers and sub- 
sequent discussion of them serve to give a more clear 
picture of the situation as it now stands, NPN presents 
herewith the partial text of the two papers and portions 


In the fall of last year a number Of oil’ companies 


SAE Meeting Gets Coordinating Research Council 
Report; API Lube Session Hears Oil Company Data 


*By V. G. RAVIOLO 


Enginering Research Department 
Ford Motor Co. 


Instruction books issued by the 
automobile manufacturers have con- 
sistently recommended 10W oil tem- 
peratures down to —10° F. Below 
this temperature 10W plus 10% kero- 
sine is usually recommended ... 


The Fuels and Lubricants Tech- 
nical Committee of SAE decided .. 
that a classification of oil lighter 
than SAE 10 was worth considering 
in order to improve cold weather 
starting. It was felt that test data 
were required on this oil, tentatively 
called 5W, in order to evaluate the im- 
provement in cold starting to see if it 
was enough to justify a new grade... 
Accordingly, the Coordinating Re- 
search Council was asked to carry 
on the required research work . 


As a result of the available data 
and experience, it was generally de- 
cided that: 


1—10W plus kerosine or other 
diluent had been unsatisfactory as 
a cold temperature oil because of 
its viscosity instability. 

2—-A cold starting problem does 
exist with the present oil grades. 

3—A new grade of undiluted 
oil, which has generally been re- 
ferred to as 5W, with a viscosity 
range of 1800/3200 SUS at 0° F 
showed some promise of aiding in 
cold starting. 

4—The viscosity stability of such 
an oil should be investigated fur- 
ther to see if it is satisfactory. 

5—The improvement in cold 


* Partial text of paper delivered Nov. 3 at 
SAE National Fuels and Lubricants Meeting, 
Chase Hotel, St. Louis. 
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The term ‘“5W” designates 
a-motor oil meeting cold wea- 
ther operating specifications of 
automotive manufacturers but 
one which has not yet been ap- 
proved by SAE. Once approved 
by SAE, motor oils usually are 
given a number with the SAE 
prefix. 











starting to be obtained from such 


an oil should be established, to see. 


if it is enough to justify a new 
grade. 


6—The oil consumption, particu- 
larly under warm temperature con- 
ditions, should be measured to see 
if it is excessive. 


7—Engine tolerance for the oil 
as indicated by excessive wear or 
other signs of unsatisfactory en- 
gine operation should be defined. 


8—For test purposes the com- 
parison on all points should be 
made between 10W and the pro- 
posed 5W, since it had been shown 
that 10W and diluent was too un- 
stable for good test work ... 


Laboratory Data 


The bulk of the 1948-49 laboratory 
test data have been on the subject 
of wear, inasmuch as it had been 
pointed out that the previous data 
were particularly meager on this sub- 
ject. Although in many cases the 
special oils recommended for these 
tests were not used, and the precise 
type of information desired was not 
always available, the great majority 
of the questions that have been 


of the API group discussion on the topic. 


raised can be answered. Data were 
received from 11 automobile compan- 
ies and from 23 oil companies, cov- 
ering specifically 93 dynamometer 
engine tests, 26 trucks, 197 passen- 
ger cars, 19 cold room tests and 
other various observations 


The majority of the 5W oils tested 
showed satisfactory viscosity stabil- 
ity . .. The viscosity stability of 5W 
is comparable to that of 10W, but 
the change in viscosity of the two 
grades is appreciably less than the 
actual difference between the 
grades... 


The data used in this analysis of 
oil consumption represented either a 
controlled test in which 5W and 10W 
were run alternately in the same 
vehicle, or one where 5W and 10W 
were run in vehicles under similar 
conditions during the test . . . The op- 
erational data from 123 vehicles 
tested by the co-operating companies 
were selected... 


Cold starting tests were run by 
four of the co-operating laboratories. 
The bulk of the data was obtained 
using the research oils, but the meth- 
ods of test and the temperatures used 
varied among the four laboratories... 


The conclusions to be drawn re- 
garding wear have been considered 
of primary importance since the be- 
ginning of this project. The fear has 
often been expressed that excessive 
wear would result from the low vis- 
cosity of 5W oil . . . Three classes 
of data were used in arriving at the 
conclusions: 


1—Road test and dynamometer 
data which included engine meas- 
urements. 


2—Observations of road test cars 
and dynamometer engines which 
did not include measurements. 


3—Field experience reported by 
the Canadian and U. S. companies 
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that marketed 5W during the past 

winter... 

Most of the significant differences 
in wear occurred as a result of heavy 
duty operation either in trucks or 
on the dynamometer, While it is felt 
that the data on this type of opera- 
tion is insufficient to reach any con- 
clusion, heavy duty operation might 
increase the minor difference in wear 
encountered under normal load and 
temperature conditions. It “is sug- 
gested that operators of heavy duty 
equipment should be careful in the 
use of 5W oil. 


No Complaints on Wear 


When the program for the winter 
of 1948-49 was planned it was agreed 
that it would be highly advisable to 
encourage the distribution of 5W oil 
in Canada and to observe the field 
results closely. Seven Canadian oil 
companies reported a total sale of 
140,806 Imperial gals. Assuming a 
usage of as much as two U. S. 
gallons per 1,000 miles, this indicates 
upward of 100,000,000 miles of ve- 
hicle operation. All of the marketing 
companies reported an absence of 
complaints of excessive wear from 
the use of 5W... 


Although no general figures for 
sales in the U.S. were obtained, one 
company reported a sale of 110,000 
U.S. gals., with no customer com- 
plaints of excessive wear, These data 
confirm the results of the controlled 
laboratory and field tests. 

As a result .. . the following con- 
clusions are reached: 


Oil Consumption 


1—A moderate increase in oil con- 
sumption is to be expected where 10W 
is replaced by 5W. A variety of road 
test data contributed show an aver- 
age increase in consumption in the 
order of 30%. Considerable variation 
from this figure is encountered, de- 
pending on: 


(a) The condition of the vehicle. 
(b) The viscosity index of the oil. 
(c) The type of operation. 
2—The data on heavy duty, high 
temperature engine operations, are 
insufficient to predict oil consump- 


tion characteristics in this type of 
service 


Viscosity Stability 


1—Suitable viscosity stability can 
be obtained in commercial 5W oils. 

2—-Heavier oils pre-diluted to a vis- 
cosity equivalent to that of 5W are 
unsatisfactory due to viscosity in- 
stability. 


Cold Starting 


1—Starting ability at low tempera- 
tures is improved with 5W oils as 
compared to 10W. The average in- 
crease reported in cranking speed 
is 33% in comparable engines under 
Similar conditions. This cranking 
speed improvement generally corres- 
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ponds to a temperature advantage of 
approximately 15° F. 

2—The improved ability to con- 
tinue to run after first starting has 
been widely noted in the field, mini- 
mizing the tendency to stall observed 
with heavier oils. 


Wear 


1—Most of the data show no sig- 
nificant .difference in wear between 


5W Motor Oil 





5W and 10W. There are isolated re- 
ports of an appreciable difference 
under severe conditions. 


2—Marketers of 5W oil in Canada 
and the United States have reported 
that they have not encountered a 
wear problem to date. 


3—Data on heavy duty high tem- 
perature operation are insufficient 
to be conclusive. 


Canadian Tells of His Company's 
Field Experience with 5W Motor Oil 


*By A. B. ANGLIN 
British-American Oil Co., Ltd. 


Since 5W motor oil was first pro- 
posed to the oil and automotive in- 
dustries in 1947, much progress has 
been made. Laboratory development, 
engine tests, field tests, and a full 
winter’s experience of marketing ex- 
tensively in cold-weather areas have 
taken place. Many of the questions 
that were asked in the early stages 
of development have now been an- 
swered, and at this date little doubt 
remains of the usefulness of this 
product. 

The most important factors which 
apparently still require to be worked 
out are an evaluation of the extent 
to which this oil may be used in 
heavy-duty operations, and whether 
it can be satisfactorily defined by vis- 
cosity only, or whether it will be 
necessary to write quality require- 
ments into the grade classification. 

This paper outlines how our com- 
pany, which manufactured and mar- 
keted more than half of the 5W oil 
sold in Canada last winter, ap- 
proached the problems of developing 
and marketing this new product. . 

When 5W oil first was proposed, 
there was considerable opposition 
from our western technical staffs. It 
was contended that the present 10W 
oil was quite adequate. Certainly 
there were some operating troubles 
in cold weather; but, having grown 
up with them, these were taken for 
granted, and there were no com- 
plaints. .. 

So why go to a lighter oil and risk 
serious engine damage from the use 
of a light-viscosity unknown product 
when they were able to operate on 
10W! Then, again, another grade of 
product meant more inventory, which 
is always a great objection. 

Such was the situation as it existed 
in the fall of 1947. 

To get some action, test programs, 
both laboratory and field, were or- 
ganized. 

Although our original field-test pro- 
gram—which was conducted entirely 


* Partial text of paper prepared for pre- 
sentation at API Lubrication Committee ses- 
sion in Chicago Nov. 9. 


in company-owned and _  -operated 
equipment—was late in getting 
started, sufficient cold weather was 
encountered, with temperatures down 
to —43° F, to show the marked 
superiority of the 5W oil in providing 
satisfactory starting at much lower 
temperatures than was possible with 
10W. Consequently, our own tech- 
nical staff, formerly strongly oppos- 
ing 5W, became ardent boosters, and 
there was a great demand from our 
sales organization to make the oil 
generally available the following win- 
ter of 1948-49. 

As a result of the various suc- 
cessful field-test programs in 1947-48, 
there was a request from the auto- 
mobile industry to make the oil avail- 
able in Canada in the winter of 1948- 
49; and, inasmuch as our field tests 
had shown excellent results, we de- 
cided to market a 5W grade of our 
housebrand oil in our colder-weather 
marketing areas. It should be ex- 
plained that our company markets in 
all areas across Canada, from the 
Atlantic to the Pacific; and the 
prairie provinces (Manitoba, Sas- 
katchewan, and Alberta), where an 
average of the lowest winter tem- 
peratures over the past many years 
is approximately -—30° F, were 
selected as the best areas for exten- 
sive distribution. To keep field in- 
ventories to a minimum, the product 
was distributed in sealed quart cans 
only. 

As the industry in general wished 
to proceed cautiously at first, the oil 
was promoted only in the aforemen- 
tioned areas—where temperatures 
consistently below —10°F were en- 
countered; and it was to be used in- 
stead of 10W or 10W oil plus kero- 
sine. Users were warned to watch 
oil level carefully, as higher than 
normal consumption might result. Its 
use in heavy-duty operations was 
either not recommended, or with 
reservations respecting consumption 
and wear. 


Development 


Initial development of our oil was 
the result of many discussions be- 
tween the manufacturing, research, 
and marketing departments. When 
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Summary of Test Data, Cars, Controlled Field Tests—5SW Motor Oil 


Unit 9655 9648 
Date test commenced 


March 1 February February February 
27 9 


9547 9635 9426 9420 9531 


February February February February March 17 February 


9605 9822 9814 9801 9379 


March 15 March 16 


2 28 25 20 20 29 s 29 

Date test finished June 5 June19 Mayi14 Junei19 May 22 June 27 March 27 March 20 April 18 May 7 May 16 April9 
Total test mileage 5,340 4,434 3,332 6,645 5,862 6,852 610 1,213 1,964 4,791 1,713 1,344 
Type of driving Cee weadie Mixed Mixed Mixed Mixed Mixed Mixed Mixed Mixed Mixed Mixed Mixed Mixed 
Oil-change period, miles..... 1,068 1,478 833 1,329 977 1,142 610 1,700 1,964 1,597 1,713 1,344 
Oil consumption, miles per 

quart (Imperial) ....... 483 944 508 751 549 1,115 305 1,700 982 1,063 856 1,344 
Engine mileage 

(at start of test).. 20,000 22,000 15,000 629 28,000 New 17,000 New 5,900 12,601 12,196 33,196 


agreement finally was reached by 
these departments, an experimental 
quantity of base stock was produced; 
and blends of this were tried out with 
various additive combinations to pro- 
duce desired results in physical speci- 
fications and laboratory engine per- 
formance 


Laboratory Engine Testing 


After blends with the required 
physical characteristics had been se- 
cured, they were subjected to full- 
scale engine tests, using Chevrolet 
L-4 procedure modified to a crank- 
case temperature of 250° F. In these 
tests, oil stability—in terms of sludge, 
varnish, bearing corrosion, viscosity, 
and neutralization-number increase- 
was evaluated. Also checked was the 
stability of the VI improver, and oil 
consumption was noted. 


Results of laboratory engine tests 
confirmed our original thoughts re- 
garding the required characteristics. 
The light-viscosity base stock needed 
considerable inhibiting to hold bear- 
ing corrosion within acceptable limits 

more so than heavier stocks of the 
same general type. In the L-4 test, 
pearing corrosion was the first indi- 
cation of oil breakdown. This had 
appeared even before there was any 
appreciable indication from increase 
in neutralization number or viscosity. 
Excellent sludge- and varnish-clean- 
liness ratings were secured, even 
where high bearing corrosion was en- 
countered because of insufficient in- 
hibitor. Tests were made with various 
inhibitor contents in order to estab- 
lish the correct amounts. High bear- 
ing-weight losses, when insufficient 
inhibitor was used, forcibly indicated 
the need for proper inhibition of 
these light-viscosity stocks. 


Wear data, aside from  bearing- 
weight loss, were not determined in 
laboratory engines. It was simply 
observed that there was no indication 
of abnormal wear in any engine parts 
during the course of the test. 


Controlled Field Testing 


Results in controlled field tests 
were highly satisfactory; 16 vehicles, 
both cars and trucks, in company 
service were operated a total of 75,000 
miles. Starts were made at tempera- 
tures below 10° F, after standing 
overnight. The percentage of suc- 
cessful starts at temperatures below 
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20° F is considered excellent. Un- 
fortunately, comparative data are 
not available for 10W, but the unani- 
mous agreement of the drivers of the 
test vehicles, all of whom were accus- 
tomed to winter driving, that 5W oil 
is a great improvement over 10W oil 
in starting characteristics, is suf- 
ficient. 

Consumption figures were most 
gratifying, because in many cases 
consumption was no higher than with 


10W. In no instances was it ex- 
cessive. 
Attention is drawn to the con- 


sumption figures for one unit, a 
tractor-trailer, 270-cu-in. engine, in 
gasoline service, running 400 miles 
daily. This vehicle averaged 810 
miles per Imperial quart (972 miles 
per U. S. quart). 


Viscosity stability was excellent; 
in no cases did the viscosity increase, 
but was always less than the original 
viscosity—dependent upon the degree 
of dilution. 

Wear data were secured on two pas- 
senger cars, both equipped with new 
engines at the start of the test. These 
vehicles were run 10,000 miles, and 
then inspected—which meant that 5W 
oil was in use in these vehicles under 
summer operating temperatures for 
a considerable period. Examination 
of the data shows no indication of 
any abnormal wear whatever. Both 
of these cars have since continued 
to use 5W oil, summer and winter. 
Mileage of one vehicle to date is 
34,285 miles, and oil consumption has 
never exceeded 1.5 Imperial quarts 
per 1,000 miles. The driver of this 
car states that since he has used 5W 
oil he has never had a starting fail- 
ure, although the car is not garaged, 
but is kept outside at night. This car 
is located in Winnipeg, Manitoba, and 
temperatures as low as —43° F have 
been encountered. No auxiliary start- 
ing equipment has been used. The 
other car has now run 40,000 miles 
on 5W oil, and the operator states 
oil pressure is still normal, and it is 
not necessary to add oil between 
change periods of approximately 
1,200 miles. 


General Marketing Results 


It is difficult accurately to evaluate 
performance in customer equipment, 
other than to assume—-when no com- 
plaints are received and when sales 


hold up or increase—that the claims 
made for the product are borne out 
in service. 


Actually, consumer demand was 
astonishing. The product quickly 
caught on with the public, and dealers 
whose companies had not embarked 
on the sale of 5W were forced to pur- 
chase competitive brand oils to satis- 
fy their customers. 

It was thought that addition of the 
5W grade to our line of household 
oil would simply cut into our sales of 
10W, but such did not appear to be 
the case, as shown by comparative 
sales figures: 


Percentage of Total Sales 


5W Ol 10W Oil 


(Per Cent) (Per Cent) 
Winter 1946-47 sae Nil 33.1 
(October 1 to March 31) 
Winter 1947-48 ... . Ni 33.2 


Winter 1948-49 13.2 36.0 

Apparently the promotion of the 
5W grade was effective in increasing 
total sales of both 5W and 10W. 

Car owners reported that starts 
were possible at temperatures 10 to 
20° F lower than with 10W oil. Most 
significant was the indication that, in 
the temperature range from 0 to 

20° F, in which formerly a con- 
siderable number of unsuccessful 
starts could be expected with 10W, 
the number of these was reduced to 
a negligible quantity. This also meant 
that the skill required successfully to 
start an engine at low temperatures 
was reduced to a minimum. Countless 
hours of time were saved by cus- 
tomers through virtual elimination 
of starting difficulties. 

Warmup time for smooth operation 
was also considerably reduced when 
5W instead of 10W oil was used. 

It should be explained that, al- 
though 10W oil plus kerosine was the 
general recommendation for the areas 
concerned, nevertheless—partly be- 
cause kerosine was not too generally 
available at service stations, and part- 
ly because of the inconvenience or 
bother about making the addition 
such blends were not in very general 
use. Hence, most of our comparisons 
have been made against straight 10W 
motor oil. 

No customer complaints whatever 
were received regarding consumption; 
likewise there were none on mechan- 
ical difficulties which could be at- 
tributed to the oil. In view of the 
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fact that the product was in use for 
approximately 50,000,000 miles of 
vehicle operation, this is considered 
remarkable. Customers reported lit- 
tle noticeable difference in consump- 
tion between 5W and 10W oil, except 
in isolated instances. However, it 
has been observed that, in stop-and- 
go service, frequent oil changes are 
advisable to overcome excessive dilu- 
tion and accumulation of moisture. 


At one location it was stated that, 
because of moisture, a few vehicles 
experienced oil-pump freeze-ups. This 
is not regarded as being too serious, 
because there were no reports of this 
from other points. Condensation of 
moisture in engine crankcases is al- 
ways a problem in winter operation, 
regardless of the oil grade. The 
solution is: more frequent oil change, 
or installation of positive crankcase 
ventilation. 


Conclusion 


In conclusion, it has been demon- 
strated, in the short time we have 
marketed 5W, that this motor oil 
provides a definite improvement over 
the 10W grade from the standpoint 
of startability. It has helped to ex- 
tend the range of startability down 
to temperatures where the limiting 
factors are not so much oil viscosity 
as battery output and fuel volatility. 
Also, consumption and wear charac- 
teristics have been satisfactory in 
the service for which the oil has been 
recommended, viz., passenger-car and 
light-truck service. 

It should be borne in mind, how- 
ever, that these conclusions are ap- 
plicable only to the particular product 
as tested and marketed by our com- 
pany. At present 5W grade is defined 
only by the viscosity of 1,800 sec to 
3,200 sec at 0° F; and it is possible 
to produce within this specification 
oils of widely varying characteristics, 
some of which might not be suitable 
lubricants even for light passenger- 
car service. Until more data are 
available on the performance of low 
VI and straight mineral types of 5W 
oils, it is the author's suggestion that 
the 5W designation be restricted to 
premium or heavy-duty oils of medi- 
um to high viscosity index. 

Although this may be objected to, 
on the grounds that it is introducing 
a quality requirement into a classi- 
fication system which is intended to 
indicate viscosity only, the fact should 
be recognized that, in order to secure 
an oil with the desired low-tempera- 
ture characteristics, certain proper- 
ties—-such as the vircosity at engine 
operating temperature and _load- 
carrying ability—-are approaching, or 
going below, the minimum require- 
ment for safe operation. This situ- 
ation does not exist with the heavier 
grades. It has been demonstrated 
that 5W premium oils of high VI are 
satisfactory. This has not yet been 
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proved for low VI or straight min- 
eral oils, as far as is known. If 5W 
oil is to be adopted, either by the 
automobile manufacturers or by the 
Society of Automotive Engineers, as 


an industry standard, it would appear 
that this should be with a quality 
requirement included, or at least un- 
til such time as it is shown to be 
unnecessary. 


Advantages, Disadvantages of Light 
Engine Oil Discussed During Session 


*By CARL W. GEORGI 
Quaker State Oil Refining Co. 


Few individuals, other than those 
directly concerned with motor oils 
and engine lubrication, know of or 
appreciate the tremendous amount of 
research, development and _ testing 
which preceded the introduction of 
this new type of oil to the general 
public. Mr. Anglin’s historical re- 
view of the development and testing 
of the 5W motor oil now being mar- 
keted by his company serves excel- 
lently to illustrate the large amount 
of work and study which is always 
the first phase of every such new 
type of petroleum lubricant. 

With such a foundation, the fact 
that 5W grade oils are now readily 
available to every motorist in the 


*Partial text of paper prepared for dis- 
cussion of 5W motor oils at API Lubrication 
session Nov. 9 at Chicago. 


colder areas of North America, serves 
as fine testimony to the aggressive- 
ness of the petroleum industry. 


Some Limitations 
1—_However, the new 5W grade of 
motor oil seems to have received 
such widespread, and in some cases 
such overly enthusiastic, publicity 
that a few words of caution seem to 
be in order, if for no other reason 
than to prevent misuse and disap- 

pointments in performance. 


As a first item, it can be stated 
that 5W oils, by their very nature 
and intent, are designed primarily to 
assist in easy engine starting in ex- 
tremely cold weather, and they are, 
accordingly, not so efficient or effec- 
tive lubricants for running’ engines 
as are heavier grades of motor oils. 

In recognition of this fact, tne 
automotive manufacturers have spe- 
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cifically recommended that the 5W 
grade be used only when tempera- 
tures below -—10° F are likely to 
prevail, or where the 10W grade has 
been found by experience to be too 
heavy. Oil marketers can well lend 
added publicity to this fact, and it 
might also be a wise precaution to 
emphasize that 5W oil is not needed 
where 10W oils have heretofore given 
satisfactory winter service and per- 
formance. 

2—As a second item, it seems nec- 
essary to emphasize that 5W oils 
are not a “cure-all” for cold-engine 
starting problems in very cold weath- 
er; 5W oil can only assist in cold- 
engine starting, and cannot guaran- 
tee easy cold starts under adverse 
conditions. 


Oil viscosity in cold engines at 
low temperatures is only one of the 
factors in starting, and an even more 
important limitation is the battery... 
A limitation of batteries is that they 
drop off in terminal voltage with low 
temperatures. Thus, a fully charged 
battery at 70° F will have a termi- 
nal voltage of 6 volts, but at 0° F. 
this voltage drops to 4, and at —20° 
F. to only 3% volts. Thus, at tem- 
peratures below ~-—20° F., battery 


voltage may readily drop below 3 
volts, and engine starting becomes 
impossible unless the battery is pre- 
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heated—regardless of the kind or 


type of motor oil in the engine 
crankcase... 

3—A third item is the matter of 
oil viscosity at the temperature of 
cold-engine starting. It is signifi- 
cant that gasoline dilution, in 
amounts commonly and normally ex- 
isting, effects a material reduction 
in the low-temperature starting lim- 
its of 10W and 20W oils, but effects 
little or no reduction in the case of 
5W grade. This is again due to the 
fact that, at temperatures below 

20° F., the battery becomes a ma- 
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jor limitation, and oil viscosity alone 
can do very little to compensate for 
Soe, « 

4__A fourth item is the matter of 
oil pour point. A very common im- 
pression exists that a very low pour 
point is all that is necessary to make 
a good low-temperature easy-starting 
motor oil. . . It may be stated, first, 
that a low pour point alone does 
not mean that an oil will have good 
low-temperature engine-starting 
properties. Accordingly, viscosity 
is the paramount property in low- 
temperature starting, as confirmed 
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by the fact that the classification cf 
the “W” grade oils is based upon 
viscosity, and not on pour point. 

General experience to date indi- 
cates that the 5W oils may permit 
engine starting in many instances 
at temperatures from 10 to as much 
as 20° F. lower than can be secured 
with 10 W oils. It has also been indi- 
cated that engine operation is 
smoother during the warm-up period 
at very low atmospheric tempera- 
tures. These two advantages seem 
well worth the extra grade... 

Mr. Anglin suggests that any 
proposed classification for the 5W 
grade include not only viscosity lim- 
its, but also that it include speci- 
fications as to quality. 

To this part of Mr. Anglin’s paper 
I must register vigorous disagree- 
ment. 

Suggestions that rigid specifica- 
tions be set up for motor oils or 
other lubricants, whether these orig- 
inate from within or without our in- 
dustry, always imply (to me at least) 
that petroleum refiners and market- 
ers are so ignorant or so careless of 
their responsibility to the consuming 
public, as well as of their own wel- 
fare, that they need fixed and rigid 
guides for making their products. 
Certainly, the industry’s record of 
supplying quality products, and of 
constant quality improvement, does 
not justify such thinking, suggestions 
or implications. . . 

I am confident that the 5W oils 
now being marketed, or to be mar- 
keted in the future, will fully meet 
or exceed the quality requirements 
of service performance—without re- 
sort to formalized and rigidized qual- 
ity specifications. 


Mougeys Views 


*By H. C. MOUGEY 
Research Laboratories Division 
General Motors Corp. 


When the Canadian oil and auto- 
motive representatives made _ their 
plans for distributing 5W in Canada 
during the winter of 1948-49, they 
agreed upon certain basic policies 
which they would follow, A year 
later, at the meeting in July, 1949, 
when they planned for their program 
for this coming winter of 1949-50, 
they again agreed upon these same 
policies. These policies for the winter 
of 1949-50 are: 

1.—That the oil shall be called 
“BW” oil. 

2.—That the viscosity at zero shall 
be kept within the limits of 1,800 sec. 
Saybolt Universal. 

3—That it shall be in the recom- 
mendation for “premium” grade. 

{In recommending ‘“premium,”’ 
that the oil supplied by the oil com- 


Discussion prepared for de ery at Nov 9 
Lubrication Committee session of API n 
Chicago This is a partial text 
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panies will have such viscosity char- 
acteristics as to be conducive to 
good oil consumption and to im- 
proved protection in the higher tem- 
perature ranges, and that the oil 
will be suitably inhibited against 
oxidation. 

5—That the oil will be recommended 
as a replacement for 10W plus kero- 
sine, and that it will not be recom- 
mended as an all-around winter lu- 
bricant replacing 10W. 

6—That 5W should not be diluted 
with kerosine or other diluents. 

By following these policies, it ap- 
pears that the problem of 5W oil 
in Canada will be handled in a very 
satisfactory manner, but there are 
certain territories in the northern 
part of the United States where the 
temperature may get lower than 10 
below zero, and where oils having 
the properties of 5W are desirable. 

Although SAE has not taken for- 
mal action in regard to 5W and, con- 
sequently, at this time it is not an 
official SAE classification, a num- 
ber of the automobile manufacturers 
are recommending 5W in the car 
owner’s manuals, and a number of 
oil companies are marketing 5W.. . 

When and if SAE takes official 
action in regard to 5W, it would be 
possible, according to SAE _ rules, 
to. specify a number of “quality” 
requirements, but I do not think that 
either the oil or the automotive in- 
dustry feels that this should be done 
at this time. 

The oil companies manufacture 
and market lubricating oil, and it 
is their responsibility to see that 
the lubricating oil which they market 
is satisfactory in quality. However, 
the automotive industry recommends 
the types of lubricants for the ve- 
hicles and equipment which they 
make and market and, consequently, 
they also have a certain very definite 
responsibility in this matter. The 
words used in their recommendations 
should have a very clear meaning, 
and the car owner should have some 
assurance that, in following’ the 
recommendation, he is getting the 
kind of material which the automo- 
bile manufacturer intended to recom- 
mend. 

As Mr. Anglin has pointed out, if 
5W is defined only by the viscosity 
at 0° F, “it is possible to produce 
within this specification oils of wide- 
ly varying characteristics, some of 
which might not be suitable lubri- 
cants, even for light passenger-car 
service 

I believe that, if American Petro- 
leum Institute, through its Lubrica- 
tion Committee, or by some other 
suitable means, could establish the 
same policies which have _ already 
been established in Canada, it would 
be of great value to the oil and 
automotive industries and to the gen- 
eral public which these two great in- 
dustries serve. 
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Growth of Natural Gas Use—How It 
May Affect Oil Refining, Marketing 


API Speaker Warns Against Any Effort to Price 
Natural Gas Out of Competition by Regulation 


*By E. HOLLEY POE 
E. Holley Poe and Associates 


In general, as I study the whole 
broad problem of the impact of nat- 
ural gas on the sale of certain of your 
products, I come to two conclusions: 
One is something that you already 
know; i.e., that, so far as the market- 
ing division of the oil industry is con- 
cerned, this is no bad dream which 
will just pass over, come tomorrow’s 
dawn. It is real competition; it will 
grow instead of diminish; and it will 
certainly have a profound effect on 
your own business—not only on your 
marketing, but clear back to your re- 
finery practices. 

The other conclusion—and a more 
cheering one as far as you gentlemen 
are concerned—is that this is not a 
picture of unrelieved distress and 
gloom, with no foreseeable end in 
sight except the gradual extinction 
of your business... . 


Changing conditions bring about 
new demands for products. And I 
think it is good to inject here this 
idea: To the extent that natural gas 
brings about a proportionate decrease 
in demand for some of your lighter 
oils, the readjustment of refinery and 
production precedures will become a 
matter for top management of the 
petroleum industry to recognize and 
prepare for. It can’t be done—and it 
won't be done—by the marketing 
branch of the industry worrying it- 
self into a mass case of stomach 
ulcers. 

The use of natural gas in the fuel 
markets of the country is no longer 
a matter of mathematical calculation 
and engineering speculation. It is an 
accomplished fact, brought about by 
a combination of convenience value to 
the user and of economics to the gas 
transporter and supplier. 

You are well aware of 


the extent 
of, and 


reason for, its impact on 
those fuel markets where that im- 
pact has already been felt. The ap- 
peal of stability of service, as well 
as flexibility and efficiency in its utili- 
zation—often at less cost to the con- 
sumer—has proved that the accep- 
tance of natural gas in any area, once 
it has been introduced, is not even 
open to question. 

From the standpoint of the indus- 
try, natural gas is essentially a single 


Partial text of paper presented Nov. 7 at 
Marketing Division session of API convention 
Chicago 
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one-way operation from well head to 
burner tip. It is a profitable opera- 
tion for the*gas producer, for the 
transporter,‘and for the distributing 
gas utility. 


Detractors of the natural gas in- 
dustry were once wont to say that its 
profit possibilities lay largely in the 
fact that field prices were so low as 
to put the gas into the gathering 
lines at practically no cost at all. 
That was when gas was being sold in 
Texas for 3, 4, and 5c per 1,000 cu. ft. 
But now that the going price has 
been “deubled—and may very well go 
still higher—the growth of natural 
gas has accelerated rather than di- 
minished, either because of it or in 
spite of it—and I leave the explana- 
tion up to you.... 


Miracles Won’t Do 


I know that the hope has some- 
times been entertained by a few in 
the oil industry that regulation may 
one day step in and perform some 
magic feat of pricing natural gas out 
of the competitive range in the con- 
sumer market by a mandatory floor 
under field prices. We, all of us, are 
prone to wish at times that our com- 
petitive problems could be solved by 
legislation. The old NRA at the be- 
ginning of the Roosevelt depression 
was a gigantic laboratory demonstra- 


tion of the fallacy of that theory.. 


And it is my opinion that, in the long 
run, any new regulation imposed on 
field prices of natural gas must, and 
will, be accompanied by further reg- 
ulation of the oil industry. Calling 
in the politicians to replace free en- 
terprise strikes me as a last des- 
perate measure which any business 
as fundamentally sound as oil should 
avoid like the plague. 


Natural gas has been a competitor 
of oil and coal for many years, in 
most of the United States. All of 
the fuels have found adequate mar- 
kets which they could supply at a 
profit. It is true, however, that John 
L. Lewis seems almost to have suc- 
ceeded in pricing coal out of the best 
markets. 


Energy Requirements 


In order to get some perspective of 
the relative position of the great fuel 
and energy industries of the country, 
let us look at the figures in Table 1. 

As the figures indicate, over the 
past 10 years there has been a phe- 
nomenal increase in all energy re- 
quirements of the country. The per- 


centages of this increase enjoyed by 
various categories are unequal, but 
even coal has showed a gain in spite 
of its labor troubles, and in spite of 
the fact that it is the most vulner- 
ahle fuel for replacement by either oil 
or gas when prices are in any way 
comparable on a delivered Btu basis. 


Table 1 
United States Energy Require- 
ments, in Trillions of Btu's 


Per Cent 

1939 1948 Increase 
Anthracite coal ..... 1,400 1,552 11 
Bituminous coal . 10,345 15,563 50 
Petroleum .......... 7,%89 12,874 66 
Natural gas ... .. 2,663 5,235 97 
Water power ...... S38 1,479 77 
Pe Acwehienn .. 23,035 36,703 60 


This period has also witnessed the 
greatest expansion of natural gas 
pipe lines since the industry became 
truly national in character in the 
late 1920’s. The next question which 
naturally arises in your minds is 
whether the 97% increase in natural 
gas utilization has been at the ex- 
pense of the petroleum industry and, 
if it has, how badly have you been 
hurt. 

The answer to that question is 
found in Table 2. 


Table 2 
Distribution of Energy Supply 
in the United States 


1939 1948 

(Per Cent) (Per Cent) 
Anthracite coal 6.1 t.2 
Bituminous coal 144.9 12.4 
Petroleum 33.8 35.1 
Natural gas ; 11.6 14.3 
Water power 3.6 1.0 


100.0 100.0 


Again, as Table 2 indicates, both 
oil and natural gas not only have in- 
creased their energy output, but they 
also have increased their proportion 
of the whole. In fact, when you add 
35.1% and 14.3%, you get a total of 
49.4%, or practically half of the total 
energy requirements of the nation is 
being supplied by these two compan- 
ion industries. 

The gains, of course, were made at 
the expense of both anthracite and bi- 
tuminous coal. Many of you are well 
aware of the vigorous and extremely 
well conducted campaign of obstruc- 
tion which the coal industry—making 
common cause with the railroads and 
certain labor unions—waged against 
all natural gas extension. 

Of course, it is obvious to even the 
most casual] observer that natural gas 
transmission is one of Ameica’s fast- 
est growing industries. It has thrived 
and grown during this postwar period 
in spite of the high construction costs 
which have almost stalemated many 
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ORDINARY HOSE 


NEW B.F.GOODRICH HOSE 





How many men needed fo carry your 
barge-loading oil hose? 


New B.F. Goodrich hose cuts labor costs, speeds loading 


¥ Ir takes more than 2 men to carry 
a 20-ft. section of oil hose you are 
wasting man-power, running up un- 
necessary labor costs. 

A new hose designed by B. F.Goodrich 
can be easily carried by two men, 
coupled by one. It averages 40% lighter 
than ordinary hose, saves up to half a 
ton in an entire hose hook-up. It uses 
B.F.Goodrich patented Flexseal ends 
to make coupling easier, speed loading 
time, save weight and eliminate gaskets. 
Saves up to 149 lbs. per length — 
Ordinary six-inch hose, twenty feet 
long, with built-in nipples and flanges 
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weighs 342 lbs. This new hose, same 
size and length, weighs 193 lbs., includ- 
ing the split flanges. Weight saving for 
one length — 149 Ibs:! 

Nearly flange-to-flange flexibility — 
This new hose is flexible up to 6 to 10 
inches from the end. Ordinary hose 
with built-in nipple and flanges is in- 
flexible for about 3 ft. at each end. 
This new BFG hose adds about 5 ft. of 
flexible end to every length of hose 
Handles easier, couples easier. 

Seals without gaskets —The flared 
Flexseal ends on this hose are covered 
with soft, compressible rubber. Coupled 


together with split flanges, they form 
a perfect gasketless seal. 


This new hose (type 725) is recom- 
mended for full vacuum and 100 Ib 
discharge service. Now available in 
lengths up to 50 ft. Ask your local 
distributor about the savings it makes 
possible. Or write: The B.F.Goodrich 
Company, Industrial and General Prod- 
ucts Division, Akron, Ohio. 


Bang boob Gos By 


B.E Goodrich 
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another industry’s expansion. Pipe 
line operators at one time used a 
sort of rule-of-thumb estimate that 
it cost a penny per thousand cubic 
feet per hundred miles to move gas 
from the source to the market. That 
cost has advanced now until it is 
roughly 1142c; yet the expansion still 
goes on. 


Growth of Natural-Gas Lines 


Almost daily another few miles are 
added to the natural gas lines which 
cover the country like a_ gigantic 
spider web. It is hard to believe, but 
it is a fact, that at the end of 1948 
there were 251,330 miles of natural 
gas transmission lines in the United 
States. That’s about 26,000 more 
miles than there are point-to-point 
railroad lines; and it exceeds the total 
oil pipe lines by more than 100,000 
miles. A major portion of the gas 
industry's $3% billion expansion pro- 
gram has been earmarked for trans- 
mission lines. 

The Federal Power Commission re- 
cently announced that natural gas 
pipe-line authorizations during the 12 
months ending June 30, 1949 totaled 
7.045 miles of line. This will in- 
crease the daily gas-transmission ca- 
pacity by 2,600,000,000 cu. ft. This 
construction, when completed, will 
cost about $600 million, and will have 
a daily Btu throughput equal to 446,- 
000 bbls. of oil. To look at it an- 
other way, the lines authorized just 
during this one year can transport 
annually energy equal to 163,000,000 
bbls. of oil. This is equivalent to 
50° of all the distillate fuel oil sold 
in 1948. 


Where Does It Go? 


Now where is this tremendous vol- 
ume of gas going, and what is it go- 
ing to be used for? Well, it is go- 
ing all over the country—to the Mid- 
dle West, the Pacific Coast, the deep 
South and, most important so far as 
vour interests are concerned, into the 
densely populated and highly indus- 
trialized Atlantic Seaboard states. 
There, for the most. part, it will be 
sold to existing gas-distributing com- 
panies for resale to millions of do- 
mestic, commercial, and_ industrial 
customers. I believe this to be the 
greatest invasion of any fuel market 
that has ever been conducted at one 
time in all history. A recent study 
conducted by the American Gas Jour- 
nal shows that the gas companies 
within reasonable distance of the 
pending and proposed pipe lines have 
a total of more than 6,800,000 cus- 
tomers, most of whom are at present 
receiving low Btu manufactured gas. 


A Word About Supply 


I should like to deviate here for 
just a moment to mention natural gas 
reserves. Professional alarmists, most- 
ly of a political stamp, have been 
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shedding crocodile tears for many 
years over what they call the alarm- 
ing depletion of our natural gas re- 
serves. As you well know, their 
hearts have also bled frequently and 
profusely over the plight of the pe- 
troleum industry — which has been 
just on the verge of running out of 
production for the past 30 years! 


Although natural gas production 
has been doubling every 10 years, new 
reserve discoveries have been increas- 
ing even faster. For example, the 
net production in 1920 was about 800 
billion cubic feet, and the estimated 
recoverable reserves stood at 15 tril- 
lion. In 1948 our net production was 
in excess of 6 trillion cubic feet, and 
the reserves had been “depleted” from 
15 trillion to 174 trillion cubic feet. 


New Markets 


But to get back to your own mar- 
keting problems: As I mentioned pre- 
viously, natural gas will soon be avail- 
able in quantity in New Jersey, east- 
ern Pennsylvania, New York, and 
most of New England. Much of this 
territory has long been considered the 
top oil market of the nation. Here 
the local gas utilities, each depending 
on its own situation so far as the 
manner and extent of usage are con- 
cerned, will use natural gas as a sub- 
stitute for gas oil in reforming and 
enriching, or they will convert their 
customers’ appliances and go to the 
distribution of straight natural gas. 

Even though the fuel requirements 
of these eastern areas are growing by 
leaps and bounds, it only stands to 
reason that the annual absorption of 
hundreds of trillions of Btu’s in the 
form of natural gas cannot be ac- 
complished without some fuels suf- 


fering losses. One indication is this, 


fact: In natural gas areas the annual 
average domestic and commercial con- 
sumption per customer is 75,000 cu ft 
of thousand-Btu gas. The average 
consumption in New England and 
metropolitan New York has been only 
25,000 cu. ft. of manufactured gas 
which contains only half the heating 
value of natural gas. Reducing this 
to its natural gas equivalent, it would 
indicate that that area is now con- 
suming in Btu’s considerably less than 
one-fifth of the national average. 


An Interesting Shift 


How much increased consumption 
will be enjoyed under natural gas 
and how soon—nobody knows, al- 
though the companies are diligently 
researching the matter you may 
be sure of that! Historically, it is 
known that coal—which has the least 
desirable utilization features and 
which now has almost the highest 
price—is likely to suffer most. Nor 
can the exact amount of the losses 
which will be borne by existing fuels 
be accurately determined in advance. 

As most of you realize, the central 


Atlantic and New England states 
comprise the cream of your kerosine 
and range-oil market. In 1947, for 
example, more than 60% of the en- 
tire sales for the country was concen- 
trated in this small section. As you 
also know, in most instances this 
range oil is delivered by a small fuel 
oil dealer from his combination oil 
and ice truck. In this respect, the 
marketing of Btu’s for household use 
hasn’t advanced over the horse-and- 
buggy days; literally hundreds of 
thousands of housewives daily or 
weekly purchase range oil for cook- 
ing, for water heating, and for space 
heating. Prior to the early 1930's 
coal and coke dominated this market; 
but the convenience and efficiency of 
oil-burning equipment, and the ag- 
gressive and intelligent promotion by 
you gentlemen, have practically elim- 
inated solid fuels for these uses in 
that area. 


Corollary Shifts 


The great majority of these dwel- 
ings have gas connections already, 
and many more are within easy reach 
of distribution lines; so it is obvious 
that lower-priced gas, whether it be 
mixed or straight natural, will be a 
serious competitor. 

The change will not come over- 
night; put, if the rapid shift from 
coal to range oil is any criterion, it 
will behoove the oil industry to pre- 
pare for a very pronounced declin 
in its kerosine market. 

Another oil market which may be 
threatened by natural gas is that of 
home and commercial heating. Like 
kerosine, heating oils find their best 
market in New Jersey, New York, 
and New England—more than 45% 
of all the oil-burner installations are 
in these eight states. And better 
than 55% of all the centrally heated 
dwellings in New England are heated 
by oil! 

According to a recent study pub- 
lished by the University of Illinois, 
8c-per-therm gas is equal to No. 2 
fuel oil at 11.2c per gallon, or to 
anthracite coal or coke at $20 per 
ton. The study takes into considera- 
tion burner efficiencies, so that the 
costs to a user are comparable, 
and 8c-per-therm gas would be con- 
sidered a reasonable natural gas heat- 
ing price. Both oil and solid fucls 
are selling at prices higher than that 
in most of these sections today. 


I hesitate to predict the amount 
of house heating which will go to 
natural or mixed gas when it becomes 
available at competitive prices. Look- 
ing at it nationally, about 6,600,000 
of the 20,000,000 gas-using homes in 
the United States are already heated 
by gas. and an additional 693,000 new 
space-heating customers are expected 
by this coming winter. Needless to 
say, the great majority—something 
like 6,450,000 —. of the gas - heated 
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Look at refineries and terminals 
wherever you go and you will see 
Graver conservation equipment at 
work, positively preventing vapor 
losses for producers, refiners, and 
marketers. The proven perform- 
ance of the Graver Expansion 
Roof makes it the choice of the 
world’s leading oil and pipe line 
companies ...and the record of 
savings with the Graver Floating 
Roof and Graversphere is equally 
convincing. For complete details 
and case histories, call a Graver 
representative—today. 





Graverspheres for pressure storage 


GRAVER FABRICATED PLATE DIVISION 


Ss 2 EP GRAVER TANK & MFG.(O..NC. 
EAST CHICAGO, INDIANA 
NEW YORK «¢ PHILADELPHIA ¢ CHICAGO «+ CATASAUQUA, PA. « HOUSTON «+ SAND SPRINGS, OKLA. 
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Serving the 


Petroleum and 


Process Industries 


OIL AND GAS TANKS 
PRESSURE VESSELS 
WELDED STEEL PLATE 
CONSTRUCTION 


BUFFALO TANK 
CORPORATION 


General Sales Office 
744 Broad St., Newark 2, N. J. 


PLANTS 
Buffalo, N. Y. 
Baltimore, Md. 
Dunellen, N. J. 

















Stop Skinning Knuckles 


SAF-T-PLUG WRENCH 
OPENS-SEALS-ALL DRUMS 





Does THE WORK of 5 WRENCHES 
SAVES MONEY! 


Order one or more of 
these SAF-T-PLUG 
Wrenches They cut time cost 
opening or sealing any 
domestic Steel 


by quickly 
drum—services all 
Drum Plugs, large filler or 
small drain Plugs, compound or double type 
Plugs, and ideal where seal cap rings are 
employed 


SAF-T-PLUG Wrench ts 

SAVES TIME! one plece construction—Na 

Moving Parts—No Adjustments to make! 

Sockets provide positive grip without slipping. 

The angles f - 

SAVES KNUCKLES! ootiicn rive “liberal 
hand clearance from either side or end 


SAF-T-PLUG Wrench is heat treated and 


cadmium plated, weighs only 3 Ibs., has 18 
inch leverage 


SATISFACTION GUARANTEED. 
10 DAYS TRIAL OFFER 
Money Back GUARANTEED! 


Try a SAF-T-PLUG Wrench at our risk for 10 
DAYS 


If you can do without it then—send it 
ack and we will gladly 
refund your money. Order ONLY $5.00 


one or » NOW! TODAY! 
or more D Plus Postage 


WE PAY POSTAGE ON 3 or MORE WRENCHES 
SPARKPROOF WRENCHES Now Available. 


WM.C.RICHARDS COMPANY 
3106 W. Vermont St. Blue Island, Ill. 
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homes are on natural gas lines. In 
the main, manufactured gas has not 
been able to compete successfully 
with oil. 

In California, gas enjoys about a 
96% saturation of heating; in Ohio, 
almost 50%; and in states like Kan- 
sas and Oklahoma, it is practically 
100%. However, you don’t have to 
worry about such saturations in the 
East. In the first place, under pres- 
ent conditions, it would be economic- 
ally impracticable to build the gas 
lines which would handle the load if 
all homes now using oil were to con- 
vert to natural gas. For instance, 
to do this in New England alone 
would require two lines, each capable 
of carrying the combined capacity of 
both of our Texas Eastern Transmis- 
sion Corporation lines. If New Jer- 
sey and New York were included, it 
would take five pipe lines of similar 
carrying capacity. Without going 
into the technical details of load-bal- 
ancing problems, I can assure you 
that the billion-dollar investment 
which would be required to handle 
such an unbalanced load would not 
be economically feasible. 

Then, too, so long as we are al- 
lowing the sunshine of hope to gleam 
through our observations, there are 
thousands of homes which have rel- 
atively sizable investments in oil- 
heating equipment. So long as the 
price of heating oi] remains within a 
reasonable range, compared to gas, 
it is not likely that these household- 
ers will rush to throw out their oil 
burners, even for a slight operating 
or convenience advantage. 


Residual Oil 


The last market in which oil can 


expect competition from natural gas 


is in the residual oil market. This is 
the market in which oil has been re- 
placing coal steadily and irresistibly 
over the years. A New York financial 
paper stated recently that ‘coal pro- 
duced only 44% of the output of elec- 
tric utilities during July—the low- 
est figure on record.’ True, natural 
gas contributed somewhat to this new 
low of the coal industry, but it is 
hardly a drop in the bucket compared 
to the coal replaced by low-priced 
heavy oil. Some utilities in the East 
are planning to use, and will use, a 
certain amount of natural gas as boil- 
er fuel, but I do not believe that the 
total will ever be very sizable. 
Natural gas is too superior a fuel 
to be used extensively in this manner 
in the eastern areas, where both oil 
and coal are plentiful. Primarily, its 
use for this purpose will only be where 
load balancing requires it. The Fed- 
eral Power Commission, without any 
authority actually to regulate end 
uses of gas, has adopted the attitude 
that its use for boiler fuel should be 
discouraged, and new certificates is- 
sued quite generally contain service 


provisions which keep it to a min- 
imum. 

Not to be overlooked on the plus 
side of the oil-industry outlook are 
the almost spectacular developments 
which have been made in recent years 
in the manufacture of bigh Btu oil 
gas. The initial cost of the equip- 
ment to manufacture such gas is low, 
compared to other methods, and there 
are many advantages to both the gas 
utilities and their customers. So far 
as the gas companies are concerned, 
the wide range of interchangeability 
between high Btu oil and natural gas 
makes the former most attractive as 
standby and peak shaving equipment. 
There are, to the best of my knowl- 
edge, about 70 of these installations 
in the United States, and the list is 
growing every day. 

It is perfectly conceivable that, un- 
der certain conditions, high Btu oil 
gas can be made and sold in many 
sections of the country at a cost less 
than that of natural gas delivered at 
the city gate. 

I am sure that all of the foregoing 
indicates at least one thing: that we 
are in the midst of a fuel revolution. 
But there are factors which are aside 
from and above the cold statistics of 
any industry’s prospects. They are 
such intangibles as intelligent re- 
search, adaptation to change, and 
plain old-fashioned salesmanship. 

To the alert and the aggressive, 
change is never devastating — even 
though it may be momentarily dis- 
turbing. “You, gentlemen, belong to 
an industry which has long since 
gained the reputation of being a fast 
and shifty fighter in any ring. Your 
whole history has been one of antici- 
pation of, and adjustment to, new 
conditions. Whether those adjust- 
ments had to start in the field, at the 
refinery, or in the marketing of your 
product, they have always been made. 
And I am thoroughly confident that 
they will be made now! 


Gasoline Consumption 


(Figures are from state tax bureaus; total for 
comparative 1948 month is in parenthesis) 


AUGUST, 1949 


Colorado — 7.1% increase — $2,665,724 col- 
lected ($2,488,613) 

Connecticut—5.8% increase—43,200,522 gal 
(40,827,527). 

Maryland—12.4% increase—44,141,677 gals 
(39,286,005). 

Minnesota—9.6% increase—S89,724,234 gals 
(81,854,586). 

Missouri 8.1% increase 86,297,123 gals 
(79,840,861) 

Montana 26.5° increase $1,596,313 col 
lected ($1,261,503) 

New Hampshire 7.9% increase — $563,695 
collected ($522,441) 

New Jersey — 11.6% increase — 115,337,991 
gals. (103,323,168) 

New York—10.1% increase—226,996,693 gals 
(206,153,244). 

North Dakota — 11.4% increase—37,810,04( 
gals. (33.043,535). 

Ohio — 6.0% increase 175,903,462 gals 
(165,884,481). 

Pennsylvania 7.1% increase — 191,425,077 
gals. (178,786,359) 


South Carolina 10.9% 
collected ($1,975,567) 


increase—$2,190,312 


Utah—2.3% increase—17,747,315 gals. (17 
345,396). 

Wisconsin—12.3° —92,048,413 gals. (81,961,- 
535). 
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Service Stations Had Largest Number of Oil 
Fires in ‘48 But Frequency Rate Was Low 


Fire losses reported for the pe- 
troleum industry were the lowest in 
1948 that they have been since 1945, 
according to a study just completed 
by API's Department of Safety. API 


also said that the fire loss ratio per- 


$100 of insurable value is the lowest 
it has been since 1942. 


Breakdown of report reveals that 
service stations experienced the larg- 
est number of fires among oil prop- 
erties last year (337), but insofar as 
fire frequency was concerned, sta- 
tions came up with a good rating 
(see Table 1). 


of 33.2% of insurable value,” study 
points out. 


Total fire loss reported for 1948 
by 194 companies was $4,252,312 on 
properties having total insurable val- 
ue of $5,916,051,341. Over-all fire-loss 
ratio was 7.2c per $100 of insurable 
value in 1948 as against 25.4c for 
1947. 

Figures which now cover a 15-year 
period show that frequency of oil 
fires spreading into oil property is 
seven times that of fire spreading 
out of oil properties; also, that only 
one out of every 142 oil property fires 


“Fire-Loss Report of 1948 Completes 
15-Year Record on Properties, Oil 
Stocks, and Fires,’’ copies may be ob- 
tained at 5c each by writing to Amer- 
ican Petroleum Institute, Department 
of Safety, 1625 K St., N.W., Wash- 
ington, D. C. 
Table 1 

(Table shows how various classes of prop- 
erty are rated on number of fires and fire 


frequency, with position ‘‘1’’ indicating the 
high in each category) 
Fire Frequency (Fires 


Number of Fires Position Per 100 Properties) 


Service Stations . l Refineries 

Refineries 2 Natural Gasoline 
Plants 

Oil Leases 3 Bulk Plants (shore) 

Bulk Plants (inland) 4 Pipe Line Stations 


Tankers & Barges 
Tank Farms 

Oil Leases 

Service Stations 
Bulk Plants 


Other Properties 5 
Tank Trucks 6 
Pipe Line Stations 7 
Bulk Plants (shore) 8 


Tankers & Barges i) 


(inland) 





Refineries ranked second in num- 
ber of fires but first in fires per 
100 properties. Tank trucks, on the 
other hand, ranked sixth in num- 
ber of fires but ended the year with 
the lowest fire frequency rate. 

Total number of fires affecting oil 
properties last year was 1,216 (see 
Table 2), of which 1,190 originated 
on oil company property and 26 orig- 
inated outside oil property but spread 
to company facilities. 

Commenting on low fire loss ra- 
tio, API Safety Department said: 

“This information is of even great- 
er significance because of an increase 
over 1947 of 11% in the number of 
companies reporting with an increase Total 


Class of Property 


Oil Leases 
Tank Farms 


Refineries 


Service Stations 
Tank Trucks 
Tankers & Barges 
Other Properties 


spreads outside of the property. 
Study includes 15 tables. Entitled 


Pipe Line Stations . 
Natural Gasoline Plants 


Bulk Plants (shore) 
Bulk Plants (inland) 








Slashing the cost of cold 
weather— excessive engine wear 

and repairs, worn out batteries, lost warm-up time, fuel 
is easy when you install KIM Hotstart engine 
pre-heaters on your equipment. With these fool-proof 
heaters plugged into the electrical circuit, the engine is 
warm at starting time, and you cut the cost of cold in 
these five important ways: 





waste 


Reduce engine wear and depreciation 
Prolong life of batteries 

Eliminate warm-up time 

Cut fuel consumption 

Avoid necessity of heated terminals 
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S” Made in four sizes, there is a model for any gasoline or 


Natural Gasoline 


Plants as Other Properties 
Tank Farms 11 Tank Trucks 
. 
Table 2 
Oil Property Fires, Fire Losses Reported for 1948 
Total No. Total Originated Originated Fires Per 
of Fires Fire Loss on Oi Outside But 100 Prop- 
Company Spread to erties 
Property Oil Company 
Property 
195 458,365 194 l 0.832 
5 86,333 a) 1.029 
41 77,591 é ) 2.164 
13 34,566 13 5.055 
298 2,047,839 294 i 196.053 
28 237,665 28 3.636 
125 476.046 11¢ ) 0.46 
337 157,437 36 1 0.715 
54 152,613 2 2 0.324 
15 1,718 15 1.419 
105 471,839 101 4 0.424 
1,216 4,252,312 1,190 26 0.849 


KIM 
i 
Hotstart 


*n0 v6. Fat ore 


diesel engine—on trucks, tractors, automobiles or station- 
ary engines. Sold and installed by International Harvester 
and Mack Truck dealers, and by leading automotive 
suppliers. See them for detailed information, or fill in 
and mail the coupon. 


KIM Hotstart- ENGINE PRE-HEATER 


KIM Hotstart Manufacturing Co. 
l West 917 Broadway, Spokane 11, Washington 


l Please send literature, prices and name of local dealer 
I Nome — —_ 

| Address__ 

l a ES lhl State 


| Make and model of equipment— 








Tire Dealer Group Favors Some Kind 
Of FTC Limit on Quantity Discounts 


By FRANK C. STURTEVANT 
NPN Staff Writer 


CINCINNATI—National Assn. of 
Independent Tire Dealers decided 
Nov. 2 to support some kind of FTC 
regulation of quantity discounts on 
tires, but not necessarily FTC’s tenta- 
tive proposal for a single carload 
limit. At closed business session on 
last day of annual convention mem- 
bers voted resolution reaffirming 
legal program aimed at elimination 
of “price discriminations and prac- 
tices promotive of monopoly through 
mass distribution” and declaring an 
intention to carry out program by 
antitrust suits, FTC limits on quan- 
tity discounts, and any other legiti- 
mate means. 

At press interview following meet- 
ing, L. S. Sanders, Dempsey & San- 
ders, Oakland, Calif., new president 
of the association said that there 
was no desire to be “unfair” to the 
many different interests which would 
be involved in any FTC ruling on 
tire discounts. He said association 
counsel would go ahead with pre- 
paration of complete brief setting 
forth tire dealers’ stand on tire dis- 
counts, for filing with FTC, and for 
that purpose would continue to col- 
lect data from members. 

Mr. Sanders conceded that most 
association members would fall with- 
in tire buying brackets of $100,000 
annually and up, or _ considerably 
more than a carload, but he de- 
clined to comment on what quantity 
discount brackets would be accept- 
able to his membership. 

When asked if tire dealers took 
stand that oil companies selling pri- 
vate brand tires had price advantage 
due to unfair quantity discounts 
which they used to cut tire prices 
at service stations, Mr. Sanders gave 
a qualified answer. He said he didn’t 
think service station prices varied so 
much from retail prices asked by 
tire dealers; rather, he said, ‘senti- 
ment among our members is that oil 
companies use their private brand 
price advantage to outbid us as re- 
sellers to the service station trade.” 

On this point NPN obtained 
opinions from members at random of 
which following are typical: New 
Orleans delegate-—can sell plenty of 
tires without help of FTC 
Nebraska 


rules; 
major oil company private 
brand tires constantly offered by ser- 
vice stations at cut prices; San Fran- 
cisco—-service stations are worst 
price cutters; Pennsylvania—-oil com- 
panies won't let their service stations 
handle any but their private brand 
tires. 

The last answer is revealing. <A 
number of dealers questioned as- 
serted that oil companies undercut 
tire dealers in prices quoted to ser- 
vice stations for tires of 


40 


similar 


size and quality. But their further 
remarks indicated that they were not 
sure if it was price or “pressure” 
that caused so many service sta- 
tions to handle private brand tires. 
They were sure they were losing the 
business, however, and favored any 
legal move which might regain their 
lost advantage. Although practical- 
ly all tire outlets appear to be called 
“dealers,” most of them carry good 
stocks of tires from which they can 
sell to service stations and others. 
These they speak of as “associate 
dealers.” 

It should be noted that oil com- 
panies are not singled out as special 
objects of FTC and other regulation. 
Dealer members of the tire associa- 
tion are equally certain that chain 
auto supply stores, mail order houses, 
and all big stores operated by rub- 
ber companies enjoy preferential tire 
discounts which they use to undersell 
the Independent tire dealer. 

In a well received talk by John 
W. Anderson, president, The Ander- 
son Co., dealers were told that fair 
trade laws now in effect in all but 
four states were a means of assuring 
the customer top quality for his dol- 
lar. Price cutting, he said, inevi- 
tably forces manufacturers of any 
product into degrading quality to 
meet price, and often a 5% reduc- 





tion in manufacturing cost can mean 
a 50% reduction in real value to the 
purchaser. 

Mr. Anderson devoted part of his 
talk to a denunciation of co-ops. He 
called Congress inconsistent for for- 
bidding preferential discounts on the 
one hand, while extending tax privi- 
leges to co-ops which had the same 
effect as an unfair discount. 


Total convention registration was 
estimated at 900, including guests. 
Officers observed marked enthusiasm 
and interest in convention sessions 
and reported a 10% increase in mem- 
bership. At the business session it 
was decided to reinstate $12 a year 
memberships for smaller’ bracket 
dealers doing an annual volume not 
over $10,000, thus opening the door to 
even the smallest tire dealer. 

In other resolutions association: 
criticized tax favortism enjoyed by 
co-ops; favored divorcement legisla- 
tion; endorsed fair trade laws; and 
opposed the O’Mahoney bill to legal- 
ize basing point pricing when adopted 
in good faith to meet competition. 

Carl McFarland, counsel for Na- 
tional Assn of Independent Tire 
Dealers, answering questions at press 
conference regarding possible settle- 
ment out of court of triple damage 
suits brought by 35 members jointly 
against group of large rubber manu- 
facturers (see NPN Jan. 19, p. 44) 
said matter had been discussed with 
opposing attorneys as recently as 
week ago, but that no appropriate 
comment could be made at this time 


Pipe Arrives for Western Leg of TAPline 


Zs 





— ae 


First shipment of 30 in. and 31 in. pipe for the Trans-Arabian pipe line is shown 


stacked at Beirut, Lebanon. 


The 30 in. pipe is nested inside the 31 in. sections. 


After unloading from the ship, the pipe is hauled by truck to Sidon, south of 
Beirut where it will be used in construction of the western end of TAPline. The 
1067-mile line is scheduled for completion early in 1951 and will carry 300,000 b/d 


of Saudi Arab 


crude oil 


from the Persian Gulf fields of Aramco to the 


Mediterranean 
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Arkansas Marketers Warned Against 
Efforts to Nationalize Industry 


Special to NPN 
LITTLE ROCK, Ark. — Arkansas 
Independent Oil Marketers. Assn., 
Inc., meeting in LaFayette Hotel here 
Nov. 3, re-elected R. H. Green, Green 
Oil Co., Little Rock, president, and 
B. Bruce Cook, Ozark Oil Co., North 
Little Rock, secretary-treasurer. 


Principal speakers at one-day ses- 
sion were: association president, Mr. 
Green; Dean R. Morley, commissioner 
of revenues for Arkansas; L. E. UlI- 
rope, vice president and director of 
Esso Standard Oil Co.; R. M. Ward, 
merchandising manager, Skelly Oil 
Co.; and J. F. Cummins, president 
Cumberland Oil Co., Nashville, Tenn. 


Mr. Cummins told the association 
the many advantages to be gained 
from jobber associations and urged 
that unity be considered a requisite 
for a successful organization. He 
also told how associations of this 
type can combat socialism and so- 
called “political management” of in- 
dividuals and business (see NPN Oct. 
5, p.17). 


Mr. Ulrope reviewed the _ recent 
public opinion survey made for Oil 
Industry Information Committee by 
Opinion Research Corp. (see NPN 
Oct. 19, p.46). He then warned that 
despite the progress made so far by 
the industry in its battle for good 
will, “we are at the crossroads with 
socialism, both in the oil industry and 
the total economy of the nation.” He 
declared that the 1946 surveys showed 
“that the great majority of people 
would not vote for socialism, but 
that millions were asking for ‘gim- 
mes’ of various sorts,” 


“This business of socializing a 
country begins with industry, the 
biggest and most vulnerable,” he de- 
clared. He described the oil industry 
as highly vulnerable to governmental 
control, and reviewed its “national- 
ization” and “socialization” in sev- 
eral foreign countries. 

Touching on the mater of “price 
fixing,’ Mr. Ulrope said, “There are 
certain laws against it, and I for one 
—and I’m sure you, too—don’t want 
to run any risk of violating them.” 


Mr. Morley told jobbers that “you 
never lose Americanism and democ- 
racy by positive action. You lose it 
by default.” He urged marketers to 
“take an active interest” in govern- 
ment, but warned them against “put- 
ting a man in just because he is a 
personal friend.” 


Although a despotism with its di- 
rect, prompt action is the most ef- 
ficient government, he stated, “we 
don’t always get a benevolent des- 
potism. We must put up with the 
inefficiencies of democracy.” 


Mr. Ward spoke on “The Need for 
Modern Merchandising, Aggressive 
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Service and Selling by “Trained Men’ 
at Service Stations Today.’ 
Officers elected at the meeting in- 
clude: 
Senior vice president—E. L. Dick- 
son, Dickson Oil, Pocahontas, Ark. 


Vice presidents — George Christo- 
pher, Christopher Oil Co., Prescott; 
Paul McCartney, McCartney Oil Co., 
Fort Smith; C. C. Woods, Arkansas 


Petroleum, Inc., DeWitt; R. G. John- 
son, Johnson Oil Co., El Dorado. 

Board of director members include: 

Cc. K. Elliott, Jr., Elliott Oil Co., 
Pine Bluff, chairman; A. M. Her- 
inger, Jr., Lone Star Oil, Jonesboro; 
Clint Rushing, Rushing Oil, El Do- 
rado; George Haering, Haering Oil, 
Hot Springs; J. E. Cox, Cox Oil, Hot 
Springs; S. O. Richardson, Belford 
& Roe, Reyno; Ed V. Sheeks, Ben- 
nett-Sheeks Oil, Corning; Claude 
Blevins, Blevins Oil, Arkadelphia; 
W. I. Swink, Belford & Roe Oil, Im- 
boden; M. L. Price, Price Oil, Fay- 
etteville. 


Bureau of Mines Sees Ample Oil for Winter: 
Refiners Step Up Crude Runs To Stills 


The U. S. Bureau of Mines, in a 
revised forecast of 1949 supply and 
demand, says the current situation 
“seems to assure ample oil supplies 
to meet all requirements during the 
coming winter months’ (see NPN 
Nov. 2, p. 17). 


Also, looking farther down the road, 
it found that because of substantial 
additions to refinery capacity during 
1949, the industry is now in position 
where greater flexibility in seasonal 
operations is possible with result 
“there seems to be no problem in 
taking care of any expected require- 
ments in 1950.” 


Revised forecast (see table below) 
estimates that total 1949 demand will 
be about same as 1948, with exports 
down about 11% and domestic de- 
mand increasing less than 1.0%. In 
its original 1949 forecast, issued last 
December, bureau estimated demand 
would be 5.8% greater than in 1948, 


then later trimmed figure to only 
1.6%. ° 

Meanwhile, the nation’s refiners 
stepped up runs to stills 134,000 b/d 
during week ended Oct. 29, API 
statistics show. Gain was from 
5.375.000 b/d, including 469000 b/d 
of foreign crude, to 5,509,000 b/d. 

A new record was set in the pro- 
duction of gasoline when output in- 
creased 556,000 bbls. over previous 
week to a total of 19,002,000 bbls. 
Expanded refinery operations also 
accounted for increases in output of 
kerosine, gas oil and distillate fuel 
and residual fuel oil. 

A record inventory of gas oil and 
distillate fuel was recorded for week 
ended Oct. 29. Total distillate stocks 
were 90,358,000 bbls. on Oct. 29. Gas- 
oline stocks increased while kerosine 
and residual fuel oil inventories de- 
clined during the week. 

Detailed statistical figures and 
charts will be found on p. 54-55. 


Revised Bureau of Mines Demand Forecast 


First Second 

Quarter Quarter 

Actual Actual 
Production. 517.4 488.4 
Crude 479.5 451.6 
Other Oils 37.9 36.8 
Imports 52.5 53.5 
Crude . 37.7 36.6 
Refined 14.8 16.9 
New Supply . 569.9 41.9 
Change Stocks 19.1 +.19.9 
Crude . +-12.7 5.4 
Other Oils 3.6 1.14.5 
Total Demand 560.8 522.0 
Motor Fuel ‘ 206.0 251.8 
Residual. 138.6 111.6 
Distillate . > 113.5 59.1 
Kerosine. rer 34.4 16.4 
All Other . oe 68.3 83.1 
Exports jaaane dan 31.4 33.2 
Crude . i 5.9 9.6 
Refined .. iw 25.5 23.6 
Domestic Demand . 529.4 488.8 
Motor Fuel 194.1 240.2 
Residual. 135.4 108.4 
Distillate . 109.0 56.2 
Kerosine 33.4 15.7 
All Other s 57.5 68.3 


Daily Averages (Thousands of bbls.) 


Total Production 5,749 5,367 
Imports , 583 587 
Change in Stocks. +101 +218 
Total Demand 6,231 5,736 
Exports .. 349 365 
Domestic Demand . 5,882 5,371 
Runs to Stills , 5,496 5,166 
Demand Domestic 

Crude Oil . oe . 5,191 4,905 


Third Fourth 1948 1949 

Quarter Quarter Year Year 
Estimated Forecast Actual Forecast 
4180.2 514.0 2,162.1 2,000.1 
441.58 473.1 2,016.3 1,846.0 
38.4 10.9 145.8 154.0 
58.0 65.0 187.7 229.0 
38.7 10.0 129.1 153.0 
19.3 25.0 58.6 76.0 
538.2 579.0 2,349.8 2,229.0 
14.0 26.0 106.5 11.0 
19.6 5.5 }+.25.6 7.0 
5.6 20.5 1.80.9 4.0 
552.2 605.0 2,243.3 2,240.0 
255.2 237.0 908 6 950.0 
115.3 135.5 513.3 501.0 
66.4 110.0 361.8 349.0 
19.4 34.5 115.7 105.0 
95.9 87.7 343.9 335.0 
29.4 26.0 134.9 120.0 
9.3 8.2 39.8 33.0 
20.1 17.8 95.1 87.0 
522.8 579.0 2,108.4 2,120.0 
246.2 230.0 871.2 910.5 
112.3 132.9 500.8 189.0 
63.8 107.5 340.0 336.5 
18.9 34.0 112.2 102.0 
81.6 74.6 284.2 282.0 
5,220 5,587 5,907 5,480 
630 707 513 627 
142 2°3 4.291 30 

6 002 6.577 6.12% 6.137 
320 283 36S 329 
5,682 6,294 5,761 5,808 
5,255 5,464 5,548 5,345 
5,012 5,199 5,450 5,077 
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‘Voluntary Discounts on No. 2 Fuel Oil at New York 
Offered by Esso Standard, Other Majors; ‘Gas’ Eases 


Voluntary discounts of 0.6¢c per gal. for No. 2 fuel 
sales in the general area of New York Harbor spread 
to major company terminals the past week following 
moves by Esso Standard Oil Co. and other large east- 
ern marketers. In most other areas of the nation, 
gasoline prices tended downward. Heavy fuel prices 
also softened in some terminal districts in the East. 

Crude oil markets generally were unchanged, but a 
decided easing in supply developed in the Southwest. 
Some major buyers found they had sufficient crude 
for the month of November, and one was reported 
offering Southwest Texas oil for sale, another West 
Texas and Gulf Coastal. Easing in the over-all crude 
supply was attributed to recently expanded allow- 
ables in Texas combined with reduced refinery demand 
for distillate and residual manufacturing. 

Esso Standard Oil Co. said that it was offering a 
“voluntary discount” of 0.6c per gal. off its posted 
prices for No. 2 fuel to tank car and barge buyers 
at New York Harbor and New Haven, effective Nov. 
t. Late in October, some New York Independents 
adopted the 0.6c temporary allowance in order to 
stimulate demand for top-heavy No. 2 fuel supplies. 

Esso’s move was followed by virtually all major 
suppliers in the general area of New York. Atlantic 
Refining Co. said that effective Nov. 5 it was allow- 
ing 0.6c off its posted prices at its terminals at 
Newark, N. J., and New Haven. Another major sup- 
plier said he was offering the 0.6c allowance in north- 
ern New Jersey, New York Harbor and Connecticut 
for all levels of No. 2 fuel delivery including cargoes, 
but excepting retail. 


The generally quoted No. 2 fuel prices at New York 


Harbor were 8.6c tank cars and 8.5c barges, which 
after discount netted 8c tank cars and 7.9c barges. 
At New Haven, most suppliers’ prices were quoted on 
basis of 8.1c after allowing 0.6c from 8.7c. 


New York Harbor continued the nation’s most acute 
storage problem for both heating oils and heavy fuel. 
On a cumulative degree-day basis, New York was 
more than 50% off same period year ago. 


There was a seasonal easing in gasoline prices in 
most areas. At the Gulf, cargo prices for minimum 
83 oct. Research regular-grade gasoline were off 0.125c 
to 9.75c per gal. 


In the Mid-Continent, gasoline prices declined in 
amounts ranging from 0.125 to 0.175c on the lows in 
Oklahoma and Arkansas, with tank car quotations in 
Oklahoma ranging upward from 10.85c for 86 oct. 
Research premium and from 9.85c for 80 oct. 
grade. 
per gal. 

At New York Harbor, tank prices for 83 oct. 
research regular-grade gasoline were reported from 
10.75¢ and upwards, down 0.85c on the low. Gasoline 
appeared plentiful in all areas at wholesale levels 
with only slight spot buying support. Meanwhile, re- 
tail sales continued relatively high. 


regular- 
Kansas gasoline prices also were down 0.1c 


While the temporary problem of No. 2 fuel dis- 
counts and softening gasoline prices was pressing, 
some sources said they were less concerned with these 
products than with No. 6 fuel along the East Coast. 
These sources, including some major suppliers, said 
that the East Coast, and particularly New York Har- 
bor, rapidly was becoming a “dumping ground’ for 





RALSTON TRANSPORT CO. 





Petroleum Transporters, Contract Carriers Serving Refiners 
and Marketers in Ohio and West Virginia 





The only pipeline on wheels. 8,100 gene capacity. 


Phone 3502 


Cambridge, Ohio 
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Summary of Daily Gasoline Prices (Nov. 1 through Nov. 7) 


Monday Friday Thursday Wednesday Tuesday 
Motor Gasoline 82 Oct, R (Premium): Nov. 7 Nov. 4 Nov. 3 Nov. 2 Nov. 1 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) 11(2) 11(2) 11(2) 11(2) 11(2) _. 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-11.75(1) (1)11-11.75(1) 1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) 
Cent. W. Tex. (Truck Tnsp.)........  (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) 
Motor Gasoline 86 Oct. R (Premium): 
Oklahoma (Group 3) .........sssse0. x(1)10.5-11.625(1) (1)10.625-11.625(1) (1) 10.625-11.625(1) © (1)10.625-11.625(1 ¥(1)10.625-11.620(1) 
Midwestern (Group 3 basis) ......... x(1)10.5-11.625(1) (1)10.625-11.625(1) (1)10.625-11.625¢1) (1)10.625-11 62511 x(1)10.625-11 625(1) 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-11.5(1) (1)11-11.5(1) (1)11-11.5(1) (1)11-11,6(1) (1)11-11.5(1) 
, We Cee TUR)  cccicesvcncsecs (1)11-12.5(1) (1)11-12.5(1) (1)11-12.5(1) (1)11-12.5(1) (1)11-12 9(1) 
Cent. W. Tex. (Truck Tnsp.) ........ (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) 
Motor Gasoline 76 Oct. R (Regular): 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.25(1) (1)10-10.25(1) (1)160-10.25(1) (1)10-10.25(1) (1)10-10.25(1) 
W.Tex. (For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1) (1)10-10 15(1) 
Cent. W. Tex. (Truck Tnsp.)........ (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.26-10.5(1) 
Motor Gasoline 80 Oct. R (Regular): 
eer x(1)9.75-10.375(1) (3)9.875-10.375(1) (2)9.875-10.375(1) (2)9.875-10.375(1) x(1)9.875-10.375(1) 
Midwestern (Group 3 basis). x(2)9.75-10.375(1) (3)9.875-10.375(1) (3)9.875-10.375(1) (3)9.875-10.37541) x (2)9.875-10.375(1) 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.5(1) (1)10-10.5(1) (1)10-10.5(1) (1)10-10.5(1) 1)10-10.5(1) 
B. Tex, (Truck TSP.) 6. .0cccccsee. (1)10-11(1) (1)10-11(1) (1)10-11(1) (1)10-11(1) (1)10-11(1) 
Cent. W. Tex. (Truck Tnsp.).........  (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 
Motor Gasoline 60 Oct, M & below: 
Cetemes Coens Bb oo ins ese cesses (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) 
Midwestern (Group 3 basis). (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9. 542) 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10.3(1 
W.Tex.(For shpt. to Tex.&N.M. dest’ ns) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2) 
E. Tex. (Truck Tnsp.) .. ana (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9.25-10.5(1) 
Cent. W. Tex. (Truck Tnsp.)_ (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) 
Motor Gasoline 86 Oct. R (Premium): 
SD» 0 ot a acter wie el awe (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) 
New York harbor, barges. . coccccee (2)12-13.75(1) (2)12-13.75(1) (2)12-13.75(1) (2)12-13.75(1) (2)12-13.75(1) 
Philadelphia ... oe secscecscese GRIER? (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75¢2) (1)13.7-13.75(2) 
Philadelphia, barges : (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) 
Baltimore .. (Sen vennsneneseesaes, SE (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) 
Baltimore, barges .................., (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) 
Motor Gasoline 90 Oct, R (Premium): 
New York harbor. . ebseneneaee ere Te sees °° 0° 
New York harbor, barges............. 13.75(1) 13.75(1) 13.75(1) 13.75(1) _° 13.75(1) . 
CE”  -cine iene ba ci-wa nade adnew (1)13.75-14.7(1) (1)13. weres. SCE) (1)13.75-14.7(1) (1)13.75-14.7(1) (1)13.75-14.7(1) 
Philadelphia, carpe evececceceos aauri + = 08 “a 
Baltimore e coccsccccsccccccccese (1)13.75-14.1(1) (1)13.7 5-14.1(1) (1)13.75-14.1(1) (1)13.75-14.1(1) (1)13.75-14.1(1) 
Baltimore, barges | (1tibetesseobineans cene , cece seee seee 
Motor Gasoline 83 Oct. R (Regular): o 
gf eae eee (1)10.75-12.9(1) (1)10.75-12.9(1) (1)10.75-12.9(1) (1)10.75-12.9(1) (1)10.75-12.9(1) 
New York harbor, barges. eeeeees (2)10.625-12(2) (2)10.625-12(2) (2)10.625-12(2) (2)10.625-12(2) (2)10.625-12(2) 
I Dee rae od Sad ee (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) 
Philadelphia, WMO: Naciwésossecavoce (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) 
Baltimore ist chee tsb be whede had ed scene (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3) 
SE, GO cen csGandeusheckens (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
oe ee Pee err 13.25(1) 13.25(1) 13.25(1) 13.25(1) 13.25(1) 
4-76 Oct. M (Regular) ..........00. 12(2) 12(2) 12(2) 12(2) 12(2) 
Western Penna., Other Districts: 
eee Ge, TE OS cckcococecaesee (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) 
74-76 Oct. M (Regular) .........cee0. (3)11.75-12.8(1)- (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) 


the lett gs Research octane ratings, indicated by the letter ‘‘R’’, are minimum ratings. Motor method octane ratings, where used, are indicated by 
etter ‘‘ , 





West Coast heavy fuel. Approximately a dozen more WESTERN PENNA. 
cargo bookings were scheduled from California sup- L . 4 
eR iat ube Demand Off Slightly: Wax Up 0.45c 
pliers for New York Harbor delivery. 
New York Harbor sources generally said bunker Steel and coal industry strikes have depressed demand 


for lubricating oils, according to reports of some Western 
Penna. refiners the first week of November. Gasoline 
shipments were described as “good’’ by some refiners, 
“seasonal” by others. Kerosine and fuel oil continued fair. 


“C” prices were “extremely soft.”” Some majors stated 
they found their large barge accounts increasingly 
attracted by cargo offerings which would net in their 


terminals at prices lower than generally quoted for Scale wax was quoted 0.45¢c higher, with strong demand 
barge lots. reported by most refiners. 

Other developments included further easing in Quotations for crude scale wax ranged from 4.5 to 
prices for Mid-Continent solvent refined lubricating 1.75c per Ib. Sale of 100 tons of 124-6 AMP at 4.5c was 
oils and a continuation of the recent rise in scale wax lisclosed by a refiner. Wax was not available in the 


field for earlier than late November shipment, most 
sources said. 

Some refiners reported jobber inquiry for lubricating oils 
was good despite indications of some slowing. Most sources 


prices in the Western Penna. district. 
In the Penna. district, crude scale wax was quoted 
0.45¢c higher. Prices for 122-4 and 124-6 crude scale 


ranged from 4.5 to 4.75c per lb. One New York Har- said 25 p.t. 200 vis. neutral oil was firm at 17c, but 
bor marketer said demand for wax “out-performed” freely available at that price in some areas. Purchase of 
that for all other products. one car of 25 pour 200 vis. neutral at 17c, for resale, 
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was reported by broker. A broker was offered 25 pour 
bright stock at 16.25c, for resale. Several refiners said 
they were moving bright stocks and neutrals to jobbers 
at 17c. Offers to brokers of 650 s.r. cylinder stock at 
11.5c, and of 630 flash at 15c also were reported. 





Foreign inquiry for approximately 6,500 bbls. of 15 
p.t. bright stock, and 3,500 bbls. of 630 flash cylinder 
stock was in the market. 

Gasoline sales generally have not been retarded by 
industry strikes, except in some areas, and most refiners 
reported shipments “satisfactory for the season.” Some 
sellers declared demand was strong, and one refiner 
was a buyer. 

Sales of kerosine and fuel oil continued fair. Ship- 
ments were for the most part to industrial consumers, 
refiners said, commenting that demand for home heat- 
ing was slow. A refiner disclosed sale of approximately 
10 cars of No. 2 to a broker at 8.75c for resale. 


GULF COAST 
83 Octane Gasoline Declines 0.125c 


Principal price development at the Gulf during the first 
week in November was a decline to 9.75c in the low re- 
ported quotation for minimum 83 oct. Research regular- 
grade gasoline. Most sources said easier prices for gas- 
oline were seasonal, although one major stated he was 
still selling his full manufacturing capacity for all grades. 

Trading was extremely light. There was one inquiry 
for a spot cargo of kerosine, but suppliers generally said 
calls for other products were “scattered.’’ Demand for 
No. 2 fuel and bunker “C”’ fuel continued relatively weak 


because of the top-heavy storage position generally along 


the Eastern Seaboard. 

The few gasoline inquiries in the market were termed 
“bargain hunting” by some suppliers, for they said most 
up-river buyers seeking barge lots were asking for sub- 
stantial “‘discounts.” 

Heating oil prices generally were described as “firm”’ 
at 7c for No. 2 fuel and 7.5c for kerosine despite the lack 
of demand from East Coast buyers. 

Export sales continued a negligible factor in over-all 
business at the Gulf. Several majors said they knew of 





Explanations of Price Tables 


The reader’s attention is directed to the follow- 
ing explanations which apply to the Summary of 
Daily Gasoline Prices appearing on page 43 and 
the price tables appearing on pages 47-52 of this 
issue : 

The letter “X”’ indicates a change in price; if 
the change is on the low of the price range, the 
“X” is adjacent to the low; if the change is on 
the high of the price range, the “X’”’ is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “xX” 
to the left of the new price; elimination of the 
high of a price range, is indicated with an “xX” 
to the right of the new price. 

In the Gulf Coast Cargo price table on page 
50, the parenthetical figure after each price in- 
dicates the number of companies quoting that 
price. 

In all other price tables, the parenthetical fig- 
ures before and after prices indicate the num- 
ber of companies quoting the lows and the highs 
of the price ranges; no attempt is made to in- 
dicate the number of companies whose prices 
are within the lows and the highs, and therefore 
no attempt is made to indicate the number of 
companies contacted for prices for each prod- 
uct. Nearly 200 primary suppliers (refiners and 
tanker terminal operators), plus an even larger 
number of other sources (jobbers, compounders, 
consumers, distributors, brokers, tank car mar- 
keters, etc.) are contacted for prices at regular 
intervals. 








MARKETERS OF PETROLEUM PRODUCTS 
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no active inquiries that could be backed up with dollars 
for either low octane gasoline or gas oil. Some of the 
“old” inquiries for overseas shipment continued to be 
held up because of currency difficulties. 

From a supply standpoint, probably the only trend in- 
dicated was that increasing quantities of ‘“quality’’ gaso- 
line were becoming available for open market sale. Most 
suppliers reported they had no plans for early purchase 
of gasoline, for they were in balance. On the other 
hand, several suppliers said they anticipated a change 
from “balance” to a “seller’’ position on gasoline in the 
near future. 

Heavy fuel offerings at $1.65 per bbl. for the most part 
proved unattractive to East Coast buyers because of 
competition of 95c per bbl. offerings from the West 
Coast. It was said that about a dozen cargoes have been 
sold, FOB Los Angeles, on a basis which nets in the 
neighborhood of $1.75 per bbl. at New York Harbor 


MIDWESTERN (Chicago-E. St. Louis Area) 


Gasoline Prices Down; Fuels Improve 


Four Midwest refiners reported reduced Group 3 prices 
for premium and regular-grade gasolines during the 
first week of November. While gasoline felt a normal 
seasonal weakness, demand for light fuels was “slower 
than normal’ for the season, although cooler weather 
improved demand “somewhat,” traders said. While re- 
finers generally said residual fuels were ‘firm,’ Chi- 
cago marketers offered low sulfur No. 6 fuel at lower 
prices. 

Premium-grade gasoline prices ranged from 10.625 to 
11.625c; regular grade from 9.85 to 10.375c, Group 3, 
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down 0.125c and 0.15c, respectively. Open market trad- 
ers said gasoline was ‘‘weak,” and marketers offerings 
of refined regular-grade were at prices ranging upward 
from 9.25c; premium from 10c, Group 3. 

With cooler weather a slight improvement was felt 
in open market demand for light fuels. Refiners and tank 
car marketers reported sales of range oil at 7.375c and 
7.5c; No. 2 fuel from 6.5 to 6.625c. However, demand 
still was “draggy,” it was said. 

Sales of max. 1% sulfur No. 6 fuel were disclosed by 
a marketer at $0.75 per bbl., Group 3; $0.80 by a re- 
finer. Among refiners who said residual fuel was “firm” 
one stated he was putting his customers on allocation 
as a direct result of the coal strike. Another said he was 
“sold up” for November at $0.90 per bbl. A refiner in 
the Chicago refining district said refinery stocks were 
rising sharply because of the steel strike, but added that 
he still had ample tankage for his residual yields. 


CHICAGO TERMINAL 


‘Gas’ Prices Narrow in Slow Trading 


Gasoline price ranges narrowed in the first week of 
November in a trading slump that was felt also in dis- 
tillate fuels at Chicago waterway terminals. Prices for 
light fuels were unchanged while high sulfur No. 6 fuel 
advanced slightly. 

Terminal operators and Chicago tank car marketers 
reported sales of range oil and No. 2 fuel at varying 
prices with ranges of 9.75 to 10.125c and 8.75 to 9.125c, 
FOB terminals, for the two products, respectively. 

Spot trading in residuals was slow. An advance of 0.1c 
in prices by a marketer increased prices for high sulfur 
No. 6 fuel on both the low and the high. Two sellers 
offered material from 5.24 to 5.3c, FOB terminals. 

Trading in gasoline was slack and prices were show- 
ing ‘“‘seasonal weakness,” according to most traders. 
Range highs for premium and regular were off 0.5c and 
0.25c, respectively with premium grade ranging from 
12.65 to 13c; regular from 11.9 to 12.25c, FOB terminals. 


MID-CONTINENT 


Gasoline Prices Lower; Trading Slow 


Gasoline prices slipped in Oklahoma, Kansas, and 
Arkansas and material was being offered more freely 
in most Mid-Continent districts, according to trade re- 
ports last week. Although there were a few inquiries 
for Nos. 5 and 6 fuels, open market trading generally 
was still slow, refiners and marketers agreed. Regular 
customers’ takings of gasoline and burning oils showed 
little change, most refiners said. 

Highs of price ranges for several grades of solvent 
lubes dropped when a refiner reported reducing his FOB 
Tulsa basis prices to the following: 20.5c for 150-160 vis., 
95 v.i. bright stock, down 2.5c; 13.5c for 170-180 vis., 


OIL MARKETS 








NPN Gasoline Index 


Cents Per Gal. 


Dealer T.W. Tank Car 

Nov. 7. : 15.14 11.11 
Month Ago . ‘ 15.13 11.20 
Year Ago . 14.59 11.25 

Dealer index is an average of undivided dealer prices 
ex tax, in 50 cities 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline FOB refineries or 
terminals: Okla., Midwestern W. Penna Calif N. Y 
Harbor, Philadelphia, Jacksonville, Boston and Gulf Coast 











98 v.i. neutral, down 2c; and 14.5c for 200-210 vis., 90-95 
v.i. neutral, down 2c. 

Four Oklahoma refiners and an Arkansas refiner re- 
duced their premium and regular-grade gasoline quota- 
tions 0.125 to 0.15c, and a Kansas refiner reported reduc- 
ing his prices 0.1c. At week's end, new lows of price 
ranges for the two grades, respectively, were as follows: 
in Oklahoma, 10.625 and 9.85c; in Arkansas, 11.25 and 
10.25c; and in Kansas, 11.1 and 10.1c. 


Sales reported during the week included two cars of 
No. 2 fuel at 6.625c, FOB Oklahoma, to a Nebraska job- 
ber by a marketer; two cars of No. 5 fuel at $1.20 per 
bbl., FOB Oklahoma, by a marketer to another marketer; 
and an undisclosed amount of No. 6 fuel to a broker 
for export to Mexico at “Group 3 low, FOB plant,” by 
a Central West Texas refiner 


ATLANTIC COAST 
Prices Ease for Most Products 


Offering of “voluntary discounts” of 0.6c per gal. on 
wholesale sales of No. 2 fuel at New York Harbor, north- 
ern Jersey and Connecticut by major companies pointed 
up the weakened price position for heating oils in early 
November because of continued mild weather. How- 
ever, all principal products were freely offered, and in- 
stances of “concessions” off posted prices at New York 
Harbor were reported for gasoline, and Nos. 5 and 6 fuels 
as well as light fuel. 

Esso Standard Oil Co, said it was offering a “voluntary 
discount” of 0.6c per gal. off its posted prices for No. 2 
fuel to tank car and barge buyers at New York Harbor 
and New Haven, effective Nov. 4. The move was fol- 
lowed generally by other major suppliers marketing in 
the New York Harbor area. Top-heavy supply of heat- 
ing oils had caused some Independent harbor terminal op- 
erators to start offering discounts late in October. 

Esso’s No. 2 tank car posting at New Haven was 8.7c, 
which after “voluntary” netted 8.1c. At New York Har- 
bor, the generally quoted net prices by Esso and other 
suppliers were 8c tank cars and 7.9c barges. 

Tank car prices for both No. 2 fuel and 83 oct. Research 
regular-grade gasoline were sharply lower, down 0.6c and 
0.85c per gal., respectively, New York Harbor. No. 2 
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Crude Oil Prices 
No changes in crude oil prices reported in 
week ended Nov. 5. For complete crude price 
schedules, see Oct. 26 NPN, p. 58-59. 











was offered in tank cars at 8c and regular-grade gaso- 
line at 10.75c. Most harbor sources said these prices 
represented net quotations, after discounts, that have 
been available in the trade for some time. 

At the same time that marked easing was noted in 
prices for gasoline and heating vils, some sources, includ- 
ing major suppliers, said heavy fuels appeared the ‘“weak- 
est products” in the list. Some majors said their large 
No. 6 barge accounts were showing more and more in- 
terest in cargo offerings at the Gulf, the Caribbean and 
the West Coast. They added that frequently it had been 
necessary to “shade” their $2.05 barge No. 6 quotations 
at New York Harbor. One apparent reason for the 
softening tendency in No. 6 barge prices was that yard 
prices in Brooklyn generally were quoted at $2.05 per 
bbl., same as barges. 

While no discounts were reported for No. 5 fuel, some 
suppliers pointed out they were meeting conditions where 
other marketers were absorbing trucking charges in or- 
der to gain competitive advantage. 

Most of the price developments in early November oc- 
curred in the vicinity of New York Harbor. At other 
points, quotations generally were unchanged, 


CENTRAL MICHIGAN 
Fuel Oil Use Rises as Temperatures Dip 


Generally cooler weather continued to spur demand for 
both light and heavy fuels in Central Michigan the first 
week of November. Demand for gasoline also was good. 
Tank car marketers, however, said open market demand 
for all products was slack. 

Prices for 82 Research premium gasoline ranged from 
12.75 to 13c, Central Michigan, down-0.75c on the high 
side, when one refiner said he was no longer making 
that grade. Several refiners reported “low” to ‘‘mod- 
erate’ inventories of gasoline; one added that he had 
been able to build up his supply only to a “bare work- 
ing stock” since peak summer demand began to subside. 

Demand for light fuels was gaining steadily, refiners 
said, and “uncomfortably” high stocks of range oil and 
No. 1 at one or two of the plants were diminishing. 

No. 6 fuel showed evidence of tightness in Central 
Michigan with: most refiners holding this material for 
regular accounts. One refiner said he was in market to 
buy a substantial quantity to meet his November re- 
quirements. 

No open market trading was disclosed during the 
week. 


Foreign Dollar Bunker Quotations Lowered 


NEW YORK—Dollar reductions ranging from $0.49 to 
$3.81 per long ton in its bunker “C” fuel contract prices 
have been announced by Esso Export Corp., at points in 
Africa and the Far East, effective Nov, 1. At the same 
time, Esso posted an advance of about 31/- per ton in 
the United Kingdom, with similar sterling increases at 
points on the European continent, effective Oct. 19. 


Competition Cuts Chattanooga ‘Gas’ Price 


CHATTANOOGA, Tenn.—Competition among both ma- 
jor and Independent gasoline marketers in the Chatta- 
nooga area has resulted in marked reduction in both tank 
wagon and retail prices since the middle of October. 


Reports obtained by NPN showed: 


Shell reduced regular gasoline tank wagon price 2.5c to 
11.8c per gal. (ex taxes) about middle of last month 
when some of its dealers reduced service station price 
5.2c to 17.0c (ex taxes) “to meet competition.” 


On Oct. 17 Shell restored 1.2c of initial tank wagon 
price reduction, making new price 13.0c per gal. (ex 
taxes). By last week tank wagon prices of most other 
majors were around 13.0c. 


Prices (all ex taxes) at Shell stations currently are 
17.0c for regular and 19.0c for premium, while averages 
at other stations in area are 19.4c for regular and 21.4c 
for premium, Prices posted at Gulf company-operated 
stations are 18.8c for regular and 20.8c for premium. 


Low Prices Force Lube Plant to Close 


HOUSTON —President Sylvester Dayson said Nov. 4 
that Premier Oil & Refining Co.’s 8,000 b/d lube plant at 
Fort Worth will be shut down “temporarily” because 
“there is no money in the lube business with market 
prices as low as they are.” Mr. Dayson said plant would 
be reopened when making of lubes once more proved to 
be a paying proposition. “It costs 23c to make a gallon 
of bright stock, yet the selling prices is only about 15c. 
We can’t keep that up,” Mr. Dayson said. 


Pemex Boosts Gulf Bunker Prices 15c 


MEXICO CITY—Petroleos Mexicanos, government oil 
agency, Nov. 8 reported a 15c increase in its ships’ bunk- 
ers price for bunker “C” fuel oil at Mexican Gulf ports, 
effective Nov. 5. 

New price at Tampico, Veracruz and Minatitlan is $1.75 
per bbl. Last previous change in price at these ports 
was 5c increase to $1.60 per bbl. on Oct. 6. 
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Prices at Refineries and Terminals and by Tank Wagon 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil Price 
Service, associated with National Petroleum News, whose representa- 
tives in all NPN-OILGRAM offices devote their time exclusively to re- 


porting oil industry prices everywhere. 


Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by ings, indicated by letter R, are 
tanker terminal operators; for current sales and shipments; for the bus- 
iness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 


PRICES IN EFFECT NOV. 7 


lar customers only. 


for crude oi] and its products lawfully produced and transported; re- Price Service, Inc., 


ported as received by OILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only 


GASOLINE 


Oklahoma (Group 3) 
S6 Oct. R Prem 

SO Oct. R Reg 

60 Oct. M & below 


x (1)10.5-11.625(1) 
x(1)9.75-10.375(1) 
(2)8.875-9.75(1) 


MIDWESTERN (Group 3 basis) 
86 Oct. R Prem 
SO Oct R Reg 
60 Oct. M & Below 


x(1)10.5—11.625(1) 
x (2)9.75-10.375(1) 
(2)8.875—-9.75(1) 


N. TEX. (For shpt. to Tex. & N.M. dest’ns.) 


82 Oct. R Prem, . oeeme 11(2) 

86 Oct. R Prem (1)11-12.75(1) 
76 Oct. R Reg (1)10-10.25(1) 
80 Oct. R Reg . (1)10-10.75(2) 
60 Oct. M & Below (2)9.375-10.3(1) 


W. TEX. (For shpt. to Tex. & N.M, dest’ns.) 


82 Oct. R Prem. (1)11-11.75(1) 
86 Oct. R Prem (1)11-11.5(1) 
76 Oct. R Reg (1)10—10.75(1) 
sO Oct. R Reg (1)10-10.5(1) 
60 Oct. M & Below (1)9.375-10(2) 


E. TEX. (Truck tnspt.) 
86 Oct. R Prem. 

80 Oct. R Reg tiga 
60 Oct. M & Below .. 


(1)11-12.5(1) 
(1)10-11(1) 
(1)9.25-10.5(1) 


CENT. W. TEX, (Truck Transpt.) 


82 Oct. R Prem 
86 Oct. R Prem. 
76 Oct. R Reg 

80 Oct. R Reg 

60 Oct. M & Below 


(1)11.25-11.5(1) 

owe (1)11.25-11.5(1) 
aire alt (1)10.25-10.5(1) 
(1)10.25-10.5(1) 
(1)9.5-10.4(1) 


ARK. (For shipment to Ark, & La.) 
86 Oct. R Prem 

SO Oct. R Reg 

60 Oct. M & Below 


x11.125(1) 
x10,125(1) 
9.25(1) 


KANSAS (For Kansas destinations only) 


S2 Oct. R Prem x(1)11.1-12(1) 
86 Oct. R Prem x(1)11.1—12(1) 
76 Oct. R Reg x(1)10.1-11(1) 
sO Oct. R Reg x(1)10.1-11(1) 


60 Oct. M & Below (1)9.125—-10.25(1) 


WESTERN PENNA. 

Bradford-Warren: 

78-80 Oct. M Prem ‘ 13.25(1) 
74-76 Oct. M Reg. ....... 12(2) 


Other districts: 


78-80 Oct. M Prem 
74-76 Oct. M Reg. 


(1)12.75-13.8(1) 
(3)11.75-12.8(1) 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 


82 Oct. R Prem 

86 Oct. R Prem. 

76 Oct. R Reg. 

80 Oct. R Reg 

Str. run gasoline, exc! 
Detroit shpt. ; 


(1)12.75-13(1)x 
.««-€1)13.625—14.25(1) 
(2)11.75-12.5(1) 
(1)12-13.25(1) 


(1)9.75—-11.625(1) 
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subscription rate in 


and not for resale or 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


#3-75 Oct BS eosses coos ® 14.0 


CALIFORNIA 

Los Angeles dist.: 
80-82 Oct. M Prem 
74-76 Oct. M Reg 

San Fran. dist 
80-82 Oct. M Prem. 
74-76 Oct. M Reg 

San Joaquin Valley: 
80-82 Oct. M Prem, 
74-76 Oct. M Reg. 


(1)12.75-16.1(1) 
(1)11.6-13.6(2) 


(1)15.85-16.6(1) 
(1)13.85—14.1(1) 


. (1)15.85-16.6(1) 
crece (1)13.85—14.1(1) 


LUBRICATING OILS 


WESTERN PENNA, 
Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 


VISCOUS NEUTRALS—No. 3 col. Vis. at 70° F 
200 Vis. (180 at 100°) 420-425 fl. 


0 p.t. (1)20.5—21.5(1) 
10 p.t (1)19.5—20.5(1) 
15 p.t. (1)18.5-19.5(1) 
25 t (3)17-18(1) 


) ° ° ° ee . 
150 Vis. (143 at 100°) 400-405 fi. 


0 p.t. (1)18.5-19.5(1) 
10 p.t. (1)17.5—-18.5(1) 
15 p.t (1)16.5—-17.5(1) 
25 p.t. (1)15-16(1) 


my READY NOW- 






A brand New Edition ke 


a 
& of the Famous 


ME waverty wANpsook 
in two bindings— 


Regular ... .$2.00 copy 


.. .$3.00 copy 


Mm WAVERLY @ 


Mi onworsco. 


DeLuxe 







distribution or publication. 
and at times all sellers, 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their regu- 

Octane ratings are ASTM; Research Method rat- 


ings are indicated by letter M. 
prices indicate number of companies quoting the lows and highs of the 
ranges. For further details of price conditions apply to any NPN—OIL- 
GRAM office or see back of any OILGRAM Price Service invoice 

For complete price service delivered daily from nearest OILGRAM 
York, Cleveland and Houston, address Platt’s 
1213 West 3rd St., 


publishing office, New 


During periods of short supply, some sellers, 
withhold quotations to new customers or the 


minimum ratings; Motor Method rat- 
Parenthetical firgures before and after 


Cleveland (13), Ohio Annual 
S.: $150 per year, payable in advance 
CYLINDER STOCKS: 
Bright Stock 
145-155 vis. at 210 540-550 fil., No. 8 col 
1O p.t. ccc eeees (1)19.5-20.5(1) 
Be Bile Seoeneses ° oe (1)18.5-19.5(1) 
25 p.t. . : os 17-18 
600 S.R. filterb’l. . ‘ (2)11-12.5(2) 
GaP Gide wesscececes ; (2)12-13.5(2) 
GSO G. cwses vy TT Tre (2)14-—18(1) 
630 fi 1 x 


MIDCONTINENT LUBES 

(FOB Tulsa basis Bright stock, vis. at 210° 
Neutrals are 0-10 p.p. oils, vis. at 100°; 15- 
25 pp. viscous neutrals generally are quoted 
0.5¢ under 0-10 p.p. oils; 15-25 p.p. nonviscous 
oils generally are quoted 0.25c under 0-10 p.p 
oils.) 


Neutral Oils—Conventional 

Pale Oils Col. 

60-85 vis BS « - (1)9.75-11(1) 
86-110 vis. 2 (1)10-11,.25(1) 
150 vis 3 (1)11.5-13(1) 
180 vis 3 (1)11.5-13.25(1) 
200 vis. 3 (1)11.5~-13.5(1) 
250 vis. (1)13-14(1) 
280 vis. 3 (1)13.5-14(2) 
300 vis. 3 (1)14—14.5(1) 


Cylinder Stocks: 


600 s.r., olive green 


(1)12-15(1) 
Black Oil 





Wl PITTSBURGH (1) PENNA. Mi. 


THIS 
IS YOUR 
MARKET PLACE! 


A card advertisement in 
NPN's Market 


every week will bring you 


Section 


quick and _ continuous 
sales at low cost. 


WRITE FOR SPACE RATES 


NATIONAL PETROLEUM NEWS 
1213 West Third St. 
Cleveland 13, Ohio 
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OIL PRICE SECTION 





Mid Continent Lube (Cont.) 
Bright Stock—Conventional 


200 vis. D 

10-25 p.p , 23(1) 
150-160 vis. D: 

0-10 p.p (2)17-19(1) 

10-25 p.p. (1)17-18.5(1) 
120 vis. D 

0-10 p.p (2)16.5-18(1) 


Bright Stock—Solvent 


150-160 vy 0-10 p.p., 95 v.i (2)19-21(1)x 








HOW MUCH FREIGHT 
DO YOU PAY? 


@ If you can save on the freight 


PRICES IN EFFECT NOV. 7 


Neutral Oils—Solvent 


170-180 vis., 98 v.i (2)12.5—13.5(1)x 
200-210 vis., 90-95 v.i (1)13.5-15.5(1)x 
300 vis., 95 v.i., (2)15.5-17(1) 


SOUTH TEXAS (Neutral Oils) 

(Vis. at 100° F. FOB refineries for domestic 
and/or export shipment.) 

PALE OILS: 

VIs. COLOR 


100 1%-2% ..... vee een 9.5(5) 
a) 2 2 takecsean kes 10.5(5) 
we Fae 11.25(5) 
BOS BA BIS. ccccecss 12(5) 
7 2 Be wasiaeedesee 12.75(5) 
1200 No. 3-4 (4)13.5-14(1) 
2000 No. 4 (1)14-14.5(5) 





Refinery & Terminal Prices (Continued) 


RED OILS: 


100 No. 5-6 9.5(4) 
200 No. 5-6 10.5(5) 
300 No. 5-6 11.25(5) 
500 No. 5-6 12(5) 
750 No. 5-6 12.75(5) 
1200 No. 5-6 ...... -- (4)13.5—-14(1) 
2000 No. 5-6 onneeescee (1)14-14.5(5) 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to blend- 
ers on freight Basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
turing district.) 

FOB GROUP 3 

Grade 26-70 ““ 
FOB BRECKENRIDGE 
Grade 26-70 ane 


5.875 (Sales) 


5.375 (Quote) 


KEROSINE, GAS & FUEL OILS 


OKLAHOMA (Group 3) 


Gee WLW, scevccescsesces (2)7.625-8.875(1) 
a, ‘ctae ee chew bode (3)7.75-9(1) 
Range oil pébdGe bkaes bean See 
58 & above D.I. diesel .... (3)7.5-8(1) 
No. 1 p.w Aka Gd hae we eke (5)7.5-8(1) 


No. 1 straw 
No, 2 straw 
14-16 grav. fuel ..... 


(1)7.5-8(1) 
(4)6.625-8.5(1) 
(1)$0.80—-1.00(1) 

$1.20(1) 


MIDWESTERN (Group 3 basis) 
41-43 w.w. (2)7.625-8.5(1) 
42-44 ww. (2)7.75-8.5(1) 


3 are ae (1)7.5-7.6(1) 
58 & above D.I. diesel .... (2)7.5-8(1) 
i en  weeekbe ea ee ane (5)7.5-7.875(1) 
Pe a cwascdaavesas (1)6.6-7(1) 
BO, D 00s 6600 00s0ssevosves (1)$0.80—-0.95(1) 


N. TEX. (For shpt. to Tex. & N.M. dest’ns.) 


rate ... you can make an extra 
profit or sell petroleum products 
at a lower price with the same 


profit! 


Many carload buyers of 100% 
Pure Pennsylvania Bright Stocks, 
Neutrals and Finished Motor Oils 
find that Elk Refining’s central 


58 D.I. 


No. 6 


W. TEX, 

41-43 w.w. 
42-44 w.w. 
No, 1 straw 
No. 2 straw 


41-43 w.w. 
42-44 w.w. 


fuel 


No. 2 straw 


(For shpt. to Tex, 


(2)8.5-9.6(1) 
(1)8.5—9(1) 
(1)7.5-9.8(1) 
(1)8.25-8.75(1) 
$0.90(1) 


& N.M, dest’ns.) 


9.5(1) 
10.5(1) 


9.25(2) 


location saves freight. This is 
especially true in shipments to 
the South and Southwest. 


Elk Refining Company’s unique 
jobber-distributor - compounder 
agreement also guarantees you 
quality and delivery at prices 
that assure excellent profits. You 
can’t afford not to investigate 
this proposition. Get the details 
today, without obligation. 


Write, phone or wire: 


ELK REFINING COMPANY 
KANAWHA VALLEY BLDG. 
CHARLESTON 24, W. VA. 


qatyyyy, 


4 7 
“A wovrunr &y 


a PENNSYLVANIA a 
a 





Refiners of Motor Oils 
Highest Bright Stocks 
Quality Neutrals 
Pennsylvania Grade Cylinder Stocks 
Petroleum Woxes 
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(1)8.5-9.25(1) 
> 


No. 6 fuel (1)$1.25—1.80(1) 


E. TEX. (Truck trnspt.) 
41-43 w.w. 

42-44 w.w. rere Ter eee 
58 & above D.I. diesel . 
No. 2 fuel 

No. 6 fuel 


(1)8.5—9.25(1) 
(1)8.5-9.5(1) 
(2)8-9(1) 
(1)8—-9.25(1) 
(1)$0.95-1.70(1) 


CENT, W. TEX. (Truck trnspt.) 
38S! Perea (1)9-9.5(1) 
58 & above D.I. diesel . (1)8.75—-9.25(1) 
U.G.I. gas oil 8.5(1) 
No. 1 fuel . oeeeee 9.25(1) 
es Serre 9(1) 
No. 5 fuel $1.68(1) 
No. 6 fuel (1)$1.25-2.00(1) 


KANSAS (For Kansas destinations only) 

42-44 W.w. ..... coccoesee €2)G.300-S.GMS) 
58 & above Diesel (1)7.875—10.125(1) 
No, 1 fuei (1)7.7-9.3(1) 
No. 2 fuel (1)6.8—-8.375(1) 
No. 4 fuel $2.42(1) 
No. 5 fuel (1)$1.50—-1.92(1) 
No. 6 fuel (1)$0.95—-1.75(1) 


te) f 


140 CEDAR STREET 


ARK. (For shipment to Ark, and La.) 


Gee: FEW... 2 cvccve< 7.875(1) 
coo ie 9.125(1) 
Diesel fuel 52 & below . 7.25(1) 
Diesel fuel 58 & above 7.625(1) 
No. 2 fuel 6.75(1) 
No. 3 fuel eer : 6.375(1) 
No. 4 fuel Sha eek ee $1.75(1) 
No, 5 fuel vee eke ‘ $1.55(1) 
 -_ | ae _ $1.40(1) 
WESTERN PENNA, 

Bradford-Warren District 

45 w.w — oa an (2)9.5~-9.75(1) 
No. 1 fuel . er - 

i & arr (2)9-9.5(1) 
No. 3 fuel es paneer . (2)9-9.25(1) 
36-40 gravity ... ag : 9(2) 
Other districts: 

45 w.w nae (3)9.5—-10(1) 
No, 1 fuel (1)9.25—9.5(1) 


(2)8.75-9.5(1) 
(2)8.75—-9(1) 
(2)8.75-9(1) 


No. 3 fuel . 
36-40 gravity. . 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 

PE D itetesronnedeete (1)10.5-11.5(1) 
46-49 w.w. kero. (1)10.75-11.5(4) 
P.W. distillate (4)10.75—11.1(1) 
No. 2 light straw 
No. 3 straw 
U.G.I. gas oil 
No. 5 fuel 

No. 6 fuel 


(2)9.75-10.5(2) 

(1)9.75-10.1(1) 
(4)8-8.6(1) 
(5)6—-7.7(1) 
(1)5.5-7.5(1) 


OHTO—Quotations of S.O. Ohio for delivery to 
Ohio points: 


eee ‘ 11.5 
CALIFORNIA 

San Joaquin Valley: 

40-43 w.w. (1)12.6—-15.6(1) 


Heavy fuel (PS 400) ..... $1.55(2) 
Light fuel (PS 300) $2.10(2) 
Diesel fuel (PS 200) (1)10-11 5(1) 
Stove dist. (PS 100) (1)11.5-13.3(1) 
Los Angeles: 

40-43 w.w eer sawe 
Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel Fuel (PS 200) 
Stove dist. (PS 100) 
San Francisco: 

. ff ir 
Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


(1)12.1-15.1(2) 
(1)$1.25—1.50(2) 
(1)$1.65—2.05(3) 

(1)8.1-11(2) 
(1)9—12.5(2) 


(1)12.6—15.6(1) 
$1.55(2) 
$2.10(2) 

(1)10-11.5(1) 

(1)11.5-13.3(1) 


M. HENWOOD ASSOCIATES 


ENGINEERS @ ARCHITECTS 


NEW YORK 6, N. Y. 
Tel. WOrth 4-6485 


ENGINEERING SERVICE TO THE 


PETROLEUM INDUSTRY 





NATIONAL PETROLEUM NEWS 








Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT NOV. 7 


ATLANTIC & GULF COASTS 


CHICAGO TERMINAL 


Prices to jobbers and distributors in tank 


Prices 


OIL PRICE SECTION 





are of refiners, FOB their refineries & tanker terminals, and of tanker terminal operators 





car and/or truck transport lots as reported FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 
by inland waterway terminal operators and 86 Oct. R 90 Oct. RK 79 Oct. R 83 Oct. R Keresine 
tank car marketers. District Prem. Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline No. 1 Fuel 
Meter Gaseline een sien N. Y. Harbor .(1)12.6-14.2(1) (1)10.75-12.9(1) 9(15) 
es Oct. R rem x(1)12.25 oe 75 (1)x do barges (2)12-13.75(1) 13 75(1) (2)10.625-12(2 (1)8.2-8.9(14) 
anne tnd ae atetaeaamrecein Albany .......(2)14.05-14.3(3) (1)14.05-14.3(1) 12.8(7) 9.2(9) 
we (2)9.75~-10.125(2) Baltimore ....(1)12.4-14.1(1) | (1)13.75-14.1(1) (1)11.4-12.6(3) 9(10) 
te 9 (2)8.75-9.125(2) do barges ..(1)12.3-13.65(1) lisa a (1)11.3-12.4(1) (2)8.9-9.4(1) 
Heavy Fuel Oils peeks Baton Rouge..  11,9(1) 10.9(1) i 8.4(1) 
No. 5, 10w sulfur (1)6.2-6.75(1) do barges 11.9(1) snes 10.9(1) ° 8.6(2) 
No. 5, high sulfur (1)6.14-6.2(1) Boston . -(1)12,6-14.4(3) (1)14.15-14.4(1) ee (1)11.6-12.9(9) 9.2(13) 
No. 6. low sulfur 5.6(1) Charleston - (2)12.1-13.475(1) 13.75(1) aed ad pari 8.8(5) 
0 - 2 5. 24-5.: Corpus Christi 12(1)x 13(1) (2) 
No. 6, high sulfur x(1)5.24-5.3(1)x Houston _... .€1)12-13.75(1) 13.15(1) (1)11-11.75(1) (1)9.25-10.25(1) 
do barges . (1)11.5-13.75(1) 12(1) (1)11-11.75(1) (1)8-8.75(1) 
WAX Jacksonville 13.1(6) 13.1(1) 12,1(1) 9.2(12) 
ae 13.1(4) 13.1(1) 12.1(5) (3)9.2-9.5(2) 
WESTERN PENNA. (Bls. C.L.) BEBWEO cccccses 13.1(2) 13.1(1) 12.1(3) 9.2(4) 
White Crude Scale: New Haven ..(1)14-14.5(1) 14.5(1) eves (1)12.5-13(2) 9.1(9) 
122-124 A.m.p. x(2)4.5-4.75(1) New Orleans. .(1)11.5-12.5(1) o0ee (1)10.75-11.1(1) 11.5(1) (1)8.75-8.8(4) 
124-126 A.m.p x(2)4.5-4.75(1) do barges ..(1)11.5-12.5(1) rr (1)10.75-11.1(1) : canes « . ee 
" rrr (2)12.3-12.75(1) 13.9(1) oeee (2)11°3-11.9(2) (6)9-9. ) 
2 ye are AMP, 3° higher than Pensacola : 13.1(1) Pet attra 12.1(1) 9.2(2) 
EMP. Prices are for carload lots; domestic Philadelphia . .(1)13.7-13.75(2) (1)13.75-14.7(1) (2)12.5-13.2(2) 9(10) 
ome FOB fi pm . in “ do barges ..(1)13.6-13.65(1) er (1)12.4-12.6(1) 8.9(8) 
bbis.: fully refined, slabs loose. Export orices Port. Evergiades —_13.1(4) 13.1(1) 12.1(6) 9.2(6) 
are FAS: scale in bags or bbis.: full Bm Portland ..... (1)14.15-14.4(1) (1)14.15-14.4(1) 12.9(4) 9.3(8) 
in bags or cartons -_ J Providence ....(1)14,15-14.4(1) (1)14.15-14.4(1) 12.9(5) 9.2(9) 
: : " — Savannah 13.1(4) 13.1(1) 12,1(7) 9.2(9) 
Crude New Orleans N.Y. N.Y. Tampa .. 13.1(5) 13.1(1) 12.1(7) 9.2(9) 
Scale Export Domestic Export Wilmington, 
124-6 wh. &.75(2) 4.75(2) N. Cc (1)12.45-13.85(1) 13. 85(1) (1)11.45-11.85(3 8.8(7) 
— , Diesel Ot 
23-% 6.35(2) ° 
4 : 6.35(2) (1)7.05-7.2(1)x Gas House No. 5 Fuel No. 5 Fuel Shore Plants 
128-30 6.35(3) (1)7.05-7.2(1)x No, 2 Fuel Gas Oil (0-10 p.t.) (15-60 p.t.) (50 cet., 56 d.1.) 
130-32 6.40(1 7.15(1) N. Y. Harbor. (3)8-8.6(14) (1)8.7-9.2(1) (10)$2.75-2.87(1) $2.43(1) 9(5) 
133-5 6.45(3) (1)7.15-7.3(1)x do barges .x(3)7.75-8.5(14) 9.1(1) (10) 2.72-2.82(1) 2.40(1) 
135-7 6.6(2) x7.45(1) Albany 8.8(8) 9.3(1) 3.37(1) ees 9.213 
138-40 7.05(3) (1)7.75-7.9(1)x 3altimore 8.6(11) 8.7(1) 2.75(1) 2.43(1) 9(4) 
143-5 7.3(2) (1)8-8.15(1)x do barges .. 8.5(4) o° 2.72(1) 2.40(1) 
149-51 10.05(1) x11.5(1) 3aton Rouge 7.9(1) 8.3(1) oe 2.09(1) 8.3(1) 
do barges... 7.901) ioe 2.06(1) 
Boston 8.8(14) 9.3(¢1) ‘ 2.73(5) (4)9.2-9.3¢1) 
NAPHTHAS AND SOLVENTS Charleston... 8.6(3) * 5 2.38(2) 5.712) 
Houston . (2)8.25-8.5(1) ; : (1)7.2-8.5(1) 
(FOB Group 3) do barges . .(1)7-7.25(1) 2.25(1) ‘ 
Stoddard solvent . (2)10.375-10.875(1) Jacksonville 9.1(6) 9.1(6) 
Cleaners naphtha ee 10.875(4) Miami 9.1(4) 9.14: 
V.M.&P. naphtha . «(3)10.875-11.375(1) Mobile 9(2) 9(1) 
Mineral Spirits . -(3)9.875-10.375(1) New Haven 8.7(9) we (2)9.1-9.201) 
Rubber solvent ..(1)10.375-11.375(1) New Orleans .(1)8-8.2(3) ie an (1)8.3-8.6(2) 
Lacquer diluent . (2)11.125-11.375(2) do barges . .(1)7.95-8.2(1) ; pare 
Benzoil diluent 12.125(3) Norfolk (4)8.6-8.8(1) 9(1) nea 2.43(2) 9(3) 
WESTERN PENNA. Pensacola 9(1) : 9(1) 
Other Districts: Philadelphia 8.6(10) 8.7(1) 2.75(2) 2.67(6 9(6) 
Untreated Naphtha ......... 12.75(1) do barges 8.5(8) | 
Stoddard Solvent 5 (3) 12.75-13(2) cs. _Seeegeitins 9.1(4) aces - - 9.1(3) - 
fi anc c 5 ) 5 19.2-9.3(1) 
OHIO—Quotations of S.O. Ohio for delivery to Providence S.8(9) 8.5(1) 2.825(1) 2.725(2 9.2(2) 
Ohio points: Savannah oe 9.1(5) o 9.1(5) 
ED. «6 gin'cd.cs nb denenaeads 16.0 Tampa 9.1(8) 9.1(6) 
Mineral Spirits & Stoddard Solvent 15.5 Wilmington, 
Rubber Solvent reer err ry eT re 15.0 N. Cc 8 6(7) 8.6(1) 8 7(2) 
E. TEXAS (Truck pines ) ; Light Diesel 
Stoddard Solvent ........ 10.75(1) No. 6 Fuel Bunker C Fuel Heavy Diesel Ships’ Bunkers 
No. 6 Fuel Barges Ships’ Bunkers Ships’ Bunkers (45 cet., 45 4.1.) 
KANSAS (For Kan, Dest’n. —m N. Y. Harbor(10)$2.08-2.15(1) (2)$1.95-2,.05(12) 2.05(11) $3.45(3) $3.70(6) 
Stoddard Solvent ere aoe 12.375(1) Albany 2 4011) : 
: as : Baltimore 2.08(5) 2.05(3) 2.05(3) 3.45(1) 3.70(4) 
ATLANZSO COAST M.&P. Mineral Baton Rouge 1.78(1) 1.75(1) 1.75(2) 3.10(1) 3.35(1) 
7 : Boston 2.13(1) 2.1015) 2.1014) 3.74(3) 
New York — a Charleston 2.03(2) 2.00(3) 2.00(3) 3.61(2) 
Harbor 15(4) 14(5) Corpus Christi 1.78(1) 1.75(1) 1.75(3) 3.1501 eee 
Philadelphia 15(4) (4)13-14(1) Houston (2)1.75-1.80(1) 1.75(7) 1.75(10) 31015 (5)3.35-3.36(1) 
Baltimore a ae 13.5(3) Jacksonville 2.03(6) 2.00(6) 2.00(6) 3.822(4) 
Boston 15.5(4) 14.5(5) Miami 1.98(1) 1.95(2) 1.95(3) 3.822(1) 
Providence 14.5(3) Mobile 1.88(1) 1.85(1) 1.85(1) 
New Haven 2.10(2) 2.05(1) 2.05(1) 
— nlenateiamagemntio New Orleans. 1.78(3) 1.75(3) 1.75(4) 3.10(2) 15(3) 
Norfolk 2.08(3) 2.05(4) 2.0514) 3.70(3) 
Pensacola x2.05(1) x2.05(1) x2.05(1) 
Philadelphia 2.08(8) 2.05¢(8) 2.0519) 3.4512 7015) 
Port Everglades 1.98(2) 1.95(2) 1.95(3) $.822(2) 
, Portland 2.1312) 2.10(1) 2.10(1) $.65(1) 
Providence 2.10544) 2.075(2) 2.07513) (1)3.74-3.866(1) 
WORLD S FIRST Savannah 2.0314) 2.00(4) 2.00(5) (1)3.82-3.822(2) 
Tampa 1.92(5) 1.89(5) 1.89(5) 3.82214) 
PETROLEUM INSPECTORS Witmington, 
~ &. 


. ‘ soe oeee }.61(3) 
Research octane ratings, indicated by the letter ‘‘R’’, are minimum ratings. Motor Method 


octane ratings, where used, are indicated by the letter ‘‘M’’. 


Now in Chicago and 33 other 


oil transportation centers 
throughout the world. 
a 


CHAS. MARTIN 
& Company 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Boston 
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OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT NOV. 7 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS PETROLATUMS 


Cargo prices are FOB ship at Gulf, minimum of 20,000 bbis., and are by refiners only to other WESTERN PENNA. 


refiners, export agents, or tanker terminal operators. The figure in parentheses after each price } nna aaa tank car, . ha a oe, 
i now a ex cor wan ble b ‘ 

indicates the number of companies quoting that price. geben (136. 125-6.375(1) 

Aviation Gasoline Cream White ............ (1)5.75-6.125(1) 
Ce BESO CRIIIVERD 5. ccdcdkdcccaccceescées 18(1) Light Amber .........+.+. (1)4-4.5(1) 
GraGe BOG/1SO (ANaPa4B) 2 cccccccccccccccsescs 16.25(2)-17.5(2) EE ace baenteneinbud ate (2). ee 
Ne I RIES, iinwasnacicendandscneeea 14.75(1)-16.5(2) Red 2... cc cee eee ccecscceeee . 
Grade SO (AN-F-48) : , Serer me, 


Motor Gasoline Leaded 


86 Oct. R (Premium) ......ccccccccscccsceecces 10.875(1)—11(2)-11.25(2) LPG PRICES 


90 Oct. R (P SOT ETT Cer me: . 
79 Oct. R Gaendies) ; ae a eee Pee ee ea 9 75(1)-10¢3) (Of refiners, FOB refineries, in cents per gal., 
S3 Oct. R (Regular) ........... pA EI oe x9 .75(1)-10(2)-10. 25(1)-10.5(2)-11(2) tank cars or transport trucks) _ 
70-72 Oct. M sencedcvevececcessccecce OMGe-0.004)-0.0801)-20.200)) Com- In- Com- Indus- 
mercial dustrial mercial trial 
Kerosine & Light Fuels District Propane Propane Butane Butane 
CED 066.6060 c4000h bd se 04sK aN en See 7.5(1)-8(2)-8 .25(1)-8.5(1)-9(1) N.Y. Harbor. x6(1) x6(1) 
a ee rrr ee Philadelphia 6(1) 6(1) 
Baltimore ; 
Diesel & Gas Oils Hastings 
ee DE <b rides wecnwnesbes seucneaaeen 7.125(2)-7.25(1) 
CR BME BION occ ceccevcésestcccccescecsea. Eemeeetaneene-T.008) 


See ND GIG. inns o0cd cc edsadecedarsecars Yow 


teenew Bede MID-CONTINENT LUBES AT GULF 


ee. Be PU, OOP DA. cca ccsusecossccccessiceosse, epee (In packages, FAS, New Orleans, in bulk, 

Bunker C Buel .ncccccccccccccccscccccccccccss 2.65(5)—1.75(1) FOB terminals 

Research octane ratings, indicated by the letter ‘‘R’’, are minimum ratings. Motor Method Bright Stock Steel Drums Bulk 
ctane ratings, where used, are indicated by the letter ‘‘M’’. D color, Vis. at 210° 


150 vis., 0-10 pp.(1)29.5-30(1) (1)18—-19.8(1) 
AVIATION GASOLINE & JET PROPULSION FUELS ee ES kcks 15.3(1) 


(Prices are for tank cars, barge or truck transport lots; aviation gasolines meet Specification AN- 
F-48, unless otherwise noted; jet fuel meets AN-F-32.) 


Aviation Gasoline PACIFIC COAST 








District Grade 115/145 Grade 100/130 Grade 91/98 Grade 80 Jet Fuel(JP-1-2) (In Ships’ Bunkers, Diesel Fuel Bunker C Fuel 
New York, N.Y.  19.85(1) 18.1(3) (2)16.6-16.7(1) (1)15.7-15.85(1) .... or Deep Tank Lots) (P.S. 200) (P.S. 400) 
Boston, Mass. .. winks 18.2(2) 16.7(2) 15.95(1) ees San Pedro, 

Portland, Me. .. ino _— nee 17.8(1) anne Came. ccces $3.35(4) $1.25(4) 
Pee. PA css “nea 18.1(1) 16.6(1) ev sikece San Francisco 3.56(4) $1.30(4) 
Baltimore, Md. . anes 18.1(2) 16.6(2) 15.85(1) nae Portland, Ore. 3.77(4) $1.55(4) 
Norfolk, Va. ... TTT 18.1(2) 16.6(2) 15.85(1) oeee Seattle, Wash. 3.77(4) $1.55(4) 
Charleston, S. C. retest 18(2) 16.5(2) 15.75(1) Jaen 

New Orleans, La, 18.75(1) 17(2) 15.5(2) 14.75(1) 9.6(1) 


(Baton Rouge) 


Houston, Tex. . 18.75(2) 17(3) 15.5(3) 14.75(2) 9.6(1) MEXICAN BUNKER PRICES 


Mexican Gulf Ports 
U.S. Dollars per Bbl. 


LAKE PORT TERMINAL PRICES —— Ga 








. Bunkers) Bunkers) 
Buffalo Cleveland Detroit Toledo ne $1.75 $3.75 
78-80 Oct. M (Prem.).. 3.003) ii eseccs Lents $1.75 
74-76 Oct. M (Reg.)... 13.8(2) ceccce eoccee eccces Minatitlan . $1.75 3.75 
KGPOSING 2 ccccccccccces 10.5(2) vere cieeee 10.5(1) 
DU FO ccscvcceeces 10.4(1) kpeiéaie 9 .85(2) 9.25(1) Pacific Coast 
eS eee renkes Ee 10.6(2) 10.1(2) Guaymas ...... sseeee $3.16 $3.95 
A BS POM ck cvscsvecces. ere (1)9.6-9.85(1) 9.1(2) Manzanillo ..........- 3.16 3.66 
_/ <2 eee epraais Views °C “yamaha Ss Salina Cruz .......... 3.16 3.50 
BOO, | FUG ccccccescess sevcse 6.85(1) 6 .35(2) (1)5.75-6.25(2) 
No, 6 Fuel ccscccccccece 7.2(2) 6.5(1) 6.1(2) (1)5.5-6(2) 
(Ocean Freight Rates) DEPENDABLE BULK LIQUID 
Supplied by Dietze Inc., New York, N. Y., oil & ship brokers and tank steamer chartering MOTOR TRANSPORTATION 
agents. All rates shown are on basis of tons of 2240 pounds, unless otherwise stated are for ves- SERVING 
sels over 14,000 TDW, and unless otherwise stated are in dollars per ton. For purposes of rate 
salculation only, it has been assumed that New York is the port of discharge whenever the range Pa., N.J., Md., Del., D.C., 
USNH appears. Approximate rates in cents per bbl. may be determined by dividing per-ton rate Ohio, Va., W. Va. 


by following conversion factors: gasoline, 8.7; kerosine, 7.9; No. 2 fuel, 7.5; 30 gravity crude, 7.3; 


No. 5 fuel, 6.9; Bunker ‘‘C’’ fuel, 6.5. COASTAL TANK LINES 














LAST PAID OWNERS ASK 
Gulf New York (Clean) $ 1.758 $ 1.85/1.92 YORK, PA. 
‘ (Dirty)... 1.85 1.85 
NWI U.K. Continent cosee 3.28 4.26 
Ras Tanura U.K. Continent —— 6.92 7.09 
Ras Tanura USNH » 27 7.62/8.26 
UNITED STATES FLAG CHARTERS FAMOUS 
VESSEL TDW CARGO TRADE RATE LIFTING 
10/28 0. M. BERNUTH 12,000 Dirty USGulf/Copenhagen $4.13 Early Nov 
10/28 TYDOL BAYONNE 15,500 Dirty USGulf/USNH 1.78 Early Nov SINCE 1882 
10/28 PETERSBURG 15,500 Clean USGulf/Gothenberg 5.43 Mid Nov. 
10/31 PAOLI 15,500 Dirty Port San Luis/lIoco, Vancouver 1.80 Early Nov - - 
10/31 JULESBURG 15,500 Dirty Los Angeles/USNH 4.84 inf Dec ; EN-AR-CO eB 
11/1 MERCURY SUN 15,500 Dirty Los Angeles/USNH 1.84 End Nov PETROLEUM 
11/1 EDISON SKIPPER 9,500 Dirty Houston/Tampa 1.19 Early Nov. STILL GOING 
11/2 O. M. BERNUTH 12,000 Dirty Los Angeles USNH 4.84 ui Jan. vnony is 
11/2 MICHAEL 15,500 Dirty Los Angeles/USNH 5.04 Late Nov STRONG 
(Three consecutives) 
11/2 \MPAC CALIFORNIA 15,500 Dirty Puerto la Cruz/B.A. 4.86* Mid Nov 
11/3 TYDOL BAYONNE 15,500 Dirty Los Angeles/USNH 5.04 Early Dec ° 
11/3 ATLANTIC DEALER 15,500 Dirty USGulf/USNH 1.85 End Nov 
11/4 FOUR LAKES 15,500 Clean USGulf/USNH 1.78 Early Nov WRITE OR WIRE 





Payable Argentine Sterling. 


FOREIGN FLAG CHARTERS NA NAI NG 
l 1 STANVAC BOMBAY 15.500 Clean Aruba/B.A 4.68 Early Nov THE TIO REFINI co. 
11/1 MACOA 12,000 Dirty USGulf/Sydney, N.S. 2 Mid N 
11/4 AURORA 12,000 Dirty Abadan/Fit r at CLEVELAND 15, OHIO 


Fiume 48/lld End Nov 
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Commercial or consumer tank car, tank wagon, dealer and service 
station prices for gasoline do not include taxes; they do, however, in- 


Tank Wagon Prices 


clude inspection fees as shown in next column. Gasoline taxes, shown in 


separate column, include 1.5c federal, and state taxes; also city and 
county taxes as indicated in footnote. Kerosine tank wagon prices also 
do not include taxes; kerosine taxes where levied are indicated in foot- 
Dealer discounts are shown in footnotes. 


notes. 


Nov. 7, 1949, 


ATLANTIC 


Atlantic White Flash 
(Regular Grade) 


REFINING Gaso- Gaso- Kero- 
line line sine 
T.W. Taxes T.W. 
Philadelphia, Pa. ...... 14.2 6.5 12.2 
POE wedccesdisee Seen 6.5 13.35 
aa ee 14.8 6.5 12.8 
DY nb state swdekeenwe:) Ee 6.5 13.35 
SS. . nbne ad 560 en 00 15.1 6.5 13.1 
Sb esraeedecsavce eae 6.5 13.35 
Es cavavoucees 15.1 6.5 13.35 
DD: vatwseesesevase Maen 6.5 13.35 
ol, ee 15.1 6.5 13.35 
ne 6.5 12.8 
WEREREROEE ccc cccece 15.1 6.5 13.1 
DE Sa. ~s.seenseae 13.8 6.5 12.2 
eee 13.8 6.5 12.2 
Pe Se sstecwaenn 14.1 4.5 ° 
PE. s0tcareweuce 14.8 4.5 é 
DE. sctetsaenns on 14.3 4.5 ‘ 
ae ee riectseceee aan 4.5 
Hartford, Conn. ...... 14.4 5.5 
Pee. BOO sctsseeces BO 5.5 
Providence, R. I a 5.5 ver 
Atlantic City, N. J. .... 13.7 4.5 12.0 
Camden ieeatetseoe SE 4.5 12.0 
Trenton pada re ew eeee - 13.7 4.5 12.0 
meeeeeneee, BEG. .cccccce 189.6 6.5 yor 
BEMGORHIOWR nccccccccce 24.4 6.5 oe 
Rilemmpoma, Va. ..2...+-- 13.8 7.5 12.5 
Wilmington, N. C. .... 14.1 7.5 12.1 
Brunswick, Ga. ........ 15.6 8.5 ee 
Jacksonville, Fla. ...... 14.9 8.5 
Mineral Spirits V.M.&P. 
Je -W. 
Philadelphia, Pa, . 14.00 16.5 
Pittsburgh, Pa. .... 17.5 18.5 
Fuel Oils—T.W. 
1 2 5 6 
Phila., Pa ve Tue 11.5 7.46 5.95 
Pittsburgh ia. ebae 12.45 . e 
Allentown ..... 12.8 12.1 
Wilmington, Del. 12.2 11.5 
Dover esses wees 11.5 
Springfield, Mass. 12.7 
Worcester ..... 12.2 
Hartford, Conn.. 11.8 
Notes: 
Kerosine—Thru Penna. & Del., add 2c per 


gal. for t.w. deliveries of less than 25 gals. 


at one time. 


Gasoline T.W. prices are to dealers & con- 


sumers; kerosine T.W. 


prices to consumers. 


Mineral Spirits prices also apply to Stoddard 


Solvent. 


CONT’L 
OIL 


‘“*normal’’ prices, 
ing prices may be 


(N. B. Prices are Continental's 
Current sell- 
lower than 


‘*normal’’ because of local com- 
petition. ) 
Conoco Demand 
N-tane (3rd Gaso- Kero- 
(regular) Grade) line sine 
Tank Wagon Taxes T.W. 
Denver, Colo. 14.8 13.8 7.5 14.7 
Grand Junc 16.9 15.9 7.5 17.1 
Pueblo ..++K15.6 x14.6 7.5 x15.5 
Casper, Wyo. ... 15.7 14.7 6.5 14.9 
Cheyenne cocce 15.7 14.7 6.5 15.6 
Billings, Mont... 17.0 16.0 7.5 16.2 
BMtRe sc cccecccee 18.0 17.0 7.5 17.9 
Great Falls 17.0 16.0 7.5 17.9 
POD. csccesese ROH 16.5 7.5 17.9 
Salt Lake, U. .. 16.4 15.4 5.5 16.5 
Twin Falls, Ida. 19.3 18.3 7.5 19.4 
Albuquer., N. M. 15.7 14.7 9.0 15.1 
Roswell coccece 14.8 13.8 9.0 14.4 
Santa Fe ...... 16.0 sede 9.5 15.4 
Muskogee, Okla.. 14.0 13.0 8.0 12.9 
Oklahoma City.. 14.0 13.0 8.0 12.9 
Tulsa scocee 24.0 13.0 8.0 12.9 
Taxes: 

Gasoline tax column includes. these city 
taxes: Albuquerque & Roswell, 0.5c; Santa Fe, 
lc; Cheyenne, 1c; Casper, lic. 

Notes: 
T.W. prices are to consumers & dealers. 


x Effective Oct. 14 


November 9, 1949 


These prices in effect 
as posted by principal marketing companies at their 
headquarters offices, but subject to later correction. 


HUMBLE Humble 
(Regular) Gaso- 
OIL Tank Re- line 
Wagon tail Taxes 
Dallas, Tex. 13.0 18.0 5.5 
Ft. Worth 13.0 18.0 5.5 
i bbbvceaee 13.0 18.0 5.5 
San Antonio 13.0 18.0 5.5 
Kerosine 
Tank Wagon Retail 
Dalias, Tek. sccces 12.5 17.0 
We. WEBER wscccess 12.5 17.0 
errr 12.5 17.0 
San Antonio ...... 12. 17.0 
Notes: 


T.W. prices are to all classes of dealers and 
consumers. 


Esso Gasoline 


IMPERIAL 


(Regular Grade) Kero- 
OIL Gasoline Gasoline sine 

T.W. Taxes T.W. 
Hamilton, Ont. .... 23.0 11.0 23.7 
BORGO ccccosccccve BaO 11.0 23.7 
Brandon, Man. .... 28.7 9.0 29.4 
i. ee 9.0 27.6 
Regina, Sask. .... 25.8 10.0 26.5 
Saskatoon ere * 10.0 28.2 
Edmonton, Alta os Bee 9.0 22.1 
oo errr | | 9.0 22.4 
Vancouver, B. C. .. 21.0 10.0 24.2 
Montreal, Que. .... 23.0 11.0 23.7 
St. John, N. B. .. 20.5 13.0 22.2 
Halifax, N. 8S. .... 20.5 13.0 22.2 
Taxes: 

Gasoline taxes are provincial taxes. 


Notes: 


which is 1.2 


Prices are per imperial gal. 
3 divided & 


U. 8S. gals T.W. prices are to 
undivided dealers. 


Fire-Chief Gaseline 


TEXAS 


(Regular Grade) Kerosine 
co. Dealer Gasoline Deale’ 

T.W. Taxes T.W. 
Dallas, Tex. .... 13.0 5.5 12.50 
Fort Worth .... 13.0 5.5 12.50 
Wichita Falls .. 13.0 5.5 12.50 
Amarillo ....... 13.0 5.5 12.50 
BEM ssccccessn Eee 5.5 12.50 
HR POSO cccccee 165.9 5.5 13.85 
San Angelo ..... 13.0 5.5 12.50 
Me @eseesess< 13.0 5.5 12.50 
BERR ccccccccs 13.0 5.5 2.50 
Houston ........ 13.0 5.5 12.50 
San Antonio .... 13.0 5.5 12.50 
Port Arthur .... 13.0 5.5 12.50 
Notes: 


Dealer t.w. prices apply also to all classes 
of consumers with minimum delivery of 50 
gals. 


CALIFORNIA ©# Ev ROX pase 
(Reg- Av. Gaso- Kero- 
STANDARD ular) 80/87 line sine 
T.T. T.T. Taxes T.T. 
San Fran., Cal. .. 14.1 17.6 6.0 18.1 
Los Angeles ...... 13.6 17.1 6.0 17.6 
PEED § cecsccesces 15.5 19.0 6.0 19.5 
Phoenix, Ariz 17.1 20.6 6.5 21.1 
Reno, Nev. ...... 16.8 20.3 7.0 20.8 
Portland, Ore. .... 14.7 18.2 7.5 20.2 
Seattle, Wash. .... 14.7 18.2 8.0 20.2 
Spokane .......... 17.6 21.1 8.0 24.1 
SOGGTEE coccvsescee B.F 18.2 8.0 20.2 
Boise, Idaho ...... 19.5 23.0 7.5 28.5 
Salt Lake, U. .... 16.4 19.4 5.5 16.5 
Honolulu, T. H. .. 14.9 18.4 7.5 18.9 
Fairbanks, Alaska. 26.9 30.4 3.5 36.9 
TUMOR ccccsccccee 16.1 19.6 3.5 21.6 
Taxes: 
Boise 7.5c tax applies to motor fuel only; 


avgas taxes are 1.5c federal, 2.5c state. Hono- 
lulu 7.5¢c tax applies to motor fuel only; avgas 
taxes are 1.5c federal, 4c territorial; Honolulu 
TT prices also do not include Hawaiian gross 
income tax of 1% to resellers, 2.5% to con- 
sumers. 


Inspection fees per gal., 
unless otherwise specified, are as follows: 


Kerosine inspection fees only: Ala. 


OIL PRICE SECTION 


included in both gasoline and kerosine prices, 





Ala, 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/25c; 
Kans. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c; Nev. 
1/20c; N. C. 1/4c; N. D. 1/20¢; Okla. 2/25c; 8. C. 1/8c; 8S. D. 1/40c; 
Tenn. 2/5c; and Wisc. 3/100c. 


1/2c; Iowa 1/50c; Mich. 1/5c. 


California Standard (Cont.) 


Notes: 

Prices for Chevron Supreme (Premium) are 
2c higher than Chevron (regular), except Utah 
which is 1.5c higher than Chevron (regular). 
Prices for Chevron Aviation 91/98 are 2c above 
Chevron Aviation 80/87; for Chevron Aviation 
100/130; 5c above Chevron Aviation 80/87; for 
Chevron Aviation 115/145. 8c above Chevron 
Aviation 80/87. 


Base kerosine t.t. prices, except at Salt Lake 


City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., dedyct 3c; 400 gals. & over, 


deduct 4c; tank car-truck trailer, deduct 5.5c. 


Esso Gasoline 
(Regular Grade) Kero- 
Gasoline Gasoline sine 


ESSO 
STANDARD 


T.W. Taxes T.W. 
Atlantic City, N. J. .. 13.7 4.5 12.0 
DOE, 6tosscccveses Bet 4.5 12.0 
Baltimore, Md. ...... 13.6 6.5 11.8 
Cumberland ......... 14.8 6.5 13.1 
Washington, D. C. .. 14.0 5.5 12.2 
Danville, Va. ...... 14.5 7.5 13.1 
PORNO ccccccvces 36.1 7.5 12.7 
Norfolk peewee 13.4 7.5 12.1 
Richmond 13.8 7.5 12.5 
Roanoke .......++++- 15.4 7.5 14.0 
Charleston, W. Va. 15.4 6.5 14.7 
Fairmont pees 15.3 6.5 15.0 
Parkersburg 15.3 6.5 13.3 
Wheeling pocsescene Bee 6.5 15.9 
Charlotte, N. C. 15.0 7.5 12.8 
Hickory . 15.2 7.5 13.0 
SE iG pnGine deems 15.5 7.5 13.3 
| ae 15.2 7.5 13.0 
Salisbury javeeten. Gee 7.5 12.5 
Charleston, 8S. C. 13.9 7.5 TT 
Columbia 15.3 7.5 
Spartanburg 14.5 7.5 view 
New Orleans, La. 13.8 10.5 11.6 
Baton Rouge : 13.5 10.5 11.2 
Alexandria ......+.+. 14.8 10.5 12.7 
Lake Charles 13.6 10.5 12.0 
Shreveport 15.0 10.5 11.7 
BOO BORER sccvcccs 13.8 10.5 11.6 
Knoxville, Tenn. 14.8 8.5 12.5 
Memphis 14.7 8.5 12.4 
Chattanooga 14.7 8.5 12.4 
Nashville ..... . 15.2 8.5 13.0 
Little Rock, Ark 15.1 8.0 13.1 

Mineral Spirits V.M.&P. 
T.W. T.W. 

Newark, N. J 5 


_-_ 
_ oo 
-_ Oo 


oceece 1 
Baltimore, Md. ...... 1 
Washington, D. C 1 


~I-) 


FUEL OILS—T.W. 


No.1 No.2 No.4 No.6 
Atlantic City, N. J. 12.0 11.5 ee Te 
Newark City, N. J. 12.0 11.5 $3.274 $2.606 
Baltimore, Md , oe 11.4 $3.21 $2.54 
Washington, D. C. 12.2 11.8 $3.32 $2.64 
Norfolk, Va. 12.1 11.0 os 
DORVEO ..ccess pee 12.1 
Petersburg ...... 12.7 11.7 
Richmond ....... 12.5 11.4 
Roanoke ...... om. ate 13.0 
Charlotte, N. C... 12.8 11.9 
Hickory ...ee. so 208 12.2 
GE see encsee BOO 12.4 
Charleston, 8. C.. .... 11.2 
Columbia 12.5 
Spartanburg 11.7 
Taxes: Louisiana kerosine prices do not in- 


clude ic state tax. 


Naphtha—Newark t.w. prices are for de- 
liveries of 200 gals. or more; less than 200 
gals., 0.5c over posted t.w. prices; steel barrel 
deliveries, 6c over posted t.w. prices. Balti- 
more & Washington prices are for t.w. de- 
liveries of 25-99 gals., no discounts, 


Notes: 

Gasoline T.W. prices are to consumers & 
dealers. 

Effective 4-6-49, minimum retail resale 
price of 17.7c (ex tax) for Esso Gasoline 


posted throughout New Jersey 








OIL PRICE SECTION 





Tank Wagon Prices (Continued) 
SOCONY 
VACUUM 


Mobilgas Aircraft S/ Vv S/ Vv 
Grade Grade Grade Mobilgas Mobilfuel MOBILHEAT No.4 No.6 


Gasoline 80 91 100 (Regular Grade) Mobil Kerosine Diesel (No. 2 Fuel) Fuel Fuel 
Taxes T.W. T.W. T.W. T.C. T.W. T.C, Yard T.W. T.C, T.W. T.C. Yard T.W. T.W. T.W. 
New York City: : " - 
w Saanh . ad oa 5.5 14.1 12.9 12.1 an 11.9 9.02 5 96 
Bronx 5.5 14.1 10.1 13.1 12.1 : 9.1 12.0 9.02 = 96 
Kings 5.5 14.1 9.1 9.9 12.9 9.2 12.1 6.7 9.0 11.9 9.02 5.96 
Queens 5.5 ee wine eeee 14.1 12.9 12.1 +o . 11.9 9.02 5 96 
Richmond 5.5 - 19.4 sia swe 14.2 ».0 9.8 13.0 A 12.1 8.6 8.9 11.6 9.02 o) 96 
Albany, N. Y. 5.5 21.3 22.3 24.8 12.8 13.8 9.2 9.4 12.5 9.2 12.0 8.8 9.0 11 5 9.02 6.54 
Binghamton 5.5 ae ny - 14.4 15.5 10.6 10.8 13.7 ie 13.1 10.1 10.3 12.6 oa 
Buffalo 5.5 20.5 21.5 24.2 13.8 14.8 10.5 10.7 13.8 10.4 13.3 9.9 10.1 12.8 8.4 
Jamestown 5.5 21.8 ee - 14.3 15.4 10.5 10.7 14.0 13.0 9.9 10.1 12.5 is 
Mt. Vernon 5.5 14.3 ome 10.2 13.3 12.6 oa 9.2 12.1 9.22 
Plattsburg 5.5 ‘ees ome ee ese 15.3 10.4 10.4 jae - 10.0 10.2 12.8 
Rochester 5.5 20.4 21.4 23.4 14.1 15.2 10.3 10.5 13.6 12.9 9.8 10.0 12.4 
Syracuse . : 5.5 22.0 23.0 25.0 13.8 14.8 10.3 10.5 13.6 10.2 12.8 9.7 9.9 12.3 
Bridgeport, Conn. 5.5 14.3 9.1 9.1 Kon 8.7 8.7 11.4 
Danbury 5.5 «nee 14.9 . 11.2 0 oe Kae o- 9.8 12.1 
Hartford 5.5 - 13.1 14.4 9.5 9.5 13.3 9.6 12.3 9.1 9.1 11.8 
New Haven 5.5 20.3 13.0 14.3 9.1 9.1 a« 9.2 11.9 8.7 8.7 11.4 
Bangor, Me. 7.5 24.8 oon 13.4 14.8 10.0 Ree 14.0 10.2 13.3 9.6 12.7 
Portland 7.5 22.4 23.4 ha 12.9 14.1 9.3 e. 13.3 9.3 12.3 8.9 11.9 
Boston, Mass. . 4.5 19.0 20.0 22.0 12.9 14.1 9.2 as 13.3 9.2 12.3 8.8 11.9 
Concord, N. H. 5.5 aeee ‘ seat 15.1 ‘ >. ager 12.9 wes na 12.5 
Lancaster 5.5 16.4 12.2 15.4 wn 14.3 veer 11.6 13.9 
Manchester . &.8 . 2 eae a 14.6 10.6 14.2 siti 13.0 10.3 12.6 
Portsmouth 5.5 21.2 22.2 13.5 14.4 9.7 ° 9.7 12.1 9.3 . 3.7 
Providence, R. I.. 5.5 18.9 19.9 21.9 12.9 14.1 9.2 9.8 13.1 9.2 12.4 8.8 9.2 12.0 
3urlington, Vt , 6.5 —- ae pie 13.9 14.9 10.5 10.5 10.6 13.4 9.8 9.8 12.4 
Rutland . ™ we wee a ae 15.5 ‘ 11.0 eee 7 13.5 10.5 12.9 svee oon 
Tank Wagon Prices Buffalo N. Y. City Rochester Syracuse Boston Hartford Providence 
Mineral Spirits aaloieaal a aed OT ee 16.5 15.0 18.0 19.0 16.0 17.5 16.5 
V.M.&P. Naphtha ss a Snes iba ns ares gen Dui dasa dala 18.5 16.5 19.5 25.5 17.5 19.0 18.5 
Taxes: N.Y.C. prices do not include 2% city sales tax applicable to price of gasoline (ex tax) 
Discounts: 
Mobil Kerosine & Mobilheat—Mt. Vernon, T.W. less 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5c for single delivery of 800 gals. or more 
Mobilheat-—0.6c per gal voluntary discount’’ allowed from Kings tank car price and Bronx & Kings yard prices 
Notes: ° 
Gasoline T.W. prices are to Consumers & Dealers. 
Syracuse V.M.&P. price is in steel barrels, Jamestown t.c. prices are delivered prices; all other t.c. prices are FOB bulk terminals 
OHIO 
STANDARD Aviation Gasoline-Cons,. T.W. Sohio X-70 Gasoline 
Sohio Esso (Regular-Grade) Naphthas & Solvents—Cons. T.W. 
Avia. Avia, Esso Esso Con- Re- S.R. D.C. V.M.&P. Sohio 
Gasoline 62 80 Avia. Avia. sumer sell- Sol- Naph- Naph- Varno- Sol- Kerosine No. 1 No. 2 
Taxes Clear Clear 91 100 7.W. ers 8.8. vent tha tha lene vent T.W. Sohio-Heat Sohio-Heat 
Akron 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Canton 5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Cincinnati ».5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Cleveland ».5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Columbus ».5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Dayton 9.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Lima 9.9 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Mansfield ».5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Marion 5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Portsmouth 5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Toledo ».5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Youngstown >.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Zanesville o-9 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 


Taxes: Hangar operators can purchase 


aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State 
A-10 to supplier 


Tax Exemption Form 


Discounts: Esso Aviation 


on contract to hangar operators and resellers, 2° off consumer t.w. 
Fuel Oils 


Prices shown are for t.w. & drum deliveries of 50 gals, or more; prices for deliveries of less than 50 gals. are 0.5c higher. 


Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gas., le; 
9000 or more gals., 1.5¢. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5¢; 250 to 499 gals., 1c; 500 gals. or 


ver 1.5¢c 
(third-grade) gasoline prices are same as X-70 unless otherwise noted. S.S. prices are at company-operated stations. 


Notes: Renown 


INDIANA STANDARD KENTUCKY 


Crown Gaso- Kero- 


Tank ago es ste 4 omer _—" _ ‘ , Net line sine 
wank =e n prices listed below were obtained by NPN correspondents who visited Standard of STANDARD Dealer Taxes T.W. 
ndiana bulk plants where the company’s prices are publicly posted, 

Red Crown (Reg, Grade) Covington, Ky 13.8 8.5 14.3 

Red Cr’n. Red Cr’n. Stanolex Furnace Oil Lexington 16.3 8.5 14.0 

Cons. Dir. Gasoline Kerosine 100 gals. Louisville 15.5 8.5 13.3 

T.W. T.W. Taxes T.W. 1-99 gals. & over Paducah re 15.4 8.5 13 .{ 

) 

Chicago, III : 17.5 15.5 4.5 14.7 itis on Jackson, Miss 15.4 7.5 12.9 
South Bend, Ind 18.0 16.5 5.5 15.2 13.7 13.7 Vicksburg 14.9 7.5 12.4 

Detroit, Mich 16.9 15 4 45 14.4 13.5 12.5 Birmingham, Ala 15 8.5 13.2 

St. Paul, Minr 17.5 16.0 6.5 14.9 12.7 11,5 Mobile 14.9 9.5 12.9 

ee Mialeae in 16.9 154 5 5 14.1 12.5 11.5 Montgotnery 15 5 9.5 13.3 

St. Louis, Mo 16.7 15.2 4.5 14.1 12.3 11.3 Atlanta, Ga —— 3 Be 

Wichita, Kans 14.4 14.0 6.5 12.7 10.9 9.9 Augusta 16 8.5 13 7 

Omaha, Nebr 17.0 15.5 7.5 14.2 12.6 11.6 eel =. ss ae 
Fargo, N. D 18.3 16.8 5 5 5 : g Savannah 9 8.5 12. 

oe oo ~e s >. 5 ar ie: =. Jacksonville, Fla 4.9 85 12.7 

, hegre “oti ; = - tah Miami 15.2 8.5 13.0 
Milwaukee, Wis 17.¢ g 2 : 

— — 16.1 wa 14.8 13.3 12.3 Pensacola 14.9 9.5 12.6 
Fuel Oils T. W.—Chicago, Hl. ae a2 68S CUS 
Standard Stanolex Stanolex Stanolex 
Heater Oil Furnace Oil Fuel A Fuel C Taxes: 
=a ; ; - : Gasoline tax column includes these city & 
1-99 gals. e oe 44.3 13.2 1-749 gals. ... _ 8.6 i 45 county taxes: Mobile, 2c city; Birmingham, Ic 
100-149 gals 13.2 eee 790 gals. & over... 7.85 6.7 county; Montgomery, Ic city & 1c county; Pen- 
150 Is. & over 12.7 
5 ga s. & ver 2.7 *3 sacola, lc city. Other taxes not included in 
150-399 gals vee 12.2 prices: Georgia, kerosine, 1c; Montgomery, 
400 gals. & over....... 11.7 kerosine 1c; Mississippi, kerosine 0.5c 
Taxes: 
St. Louis, Mo. gasoline tax includes 1c city tax. Des Moines, Ia, kerosine and furnace oil Notes: 


prices do not include 4c state tax. State sales, occupation, consumer & use taxes to be added 
where applicable 
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Consumer t.w. prices are same as net dealer 
prices. 
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DISPLAYED: Advertisements set in special type or with border— 
$10.00 per column inch. 
UNDISPLAYED: “For Sale’, ‘“‘Wanted to Buy’ “Help Wanted’, 
“Business Opportunities’’, Miscellaneous classifica- 
tions set in type this size without border—25 cents a word. Minimum 
charge, $6.25 per insertion. 


CLASSIFIED 





‘Position Wanted’’—10 cents a word. Minimum charge §2 per insertion. 
Box number counts 3 words. Copy must reach us by Wednesday 


preceding date of issue. 


All classified advertisements are payable in advance 
No agency commission or cash discounts on classified advertisements. 





For Sale 


























366— 8,000 & 10,000 


practical and construction sturdy. Com- ; 
STANHO 


pletely equipped with interior plywood 


paneling, ceiling ventilators and 6 roll- 


For Sale For Sale 
FOR SALE STEEL STORAGE TANKS 
Railroad Tank Car Tanks 
STEEL STORAGE TANKS 6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled 
8 — 8000-Gallon, Tank Oar Cleaned—Painted—Tested 
Tanks, Coiled and Non- Heavier—Safer—Cheaper 
coiled Other Tanks Too 
Also—Complete Tank Cars 
10—10,000-Gallon, Tank Car 8,000 and 10,000-Gal. Cap. 
Tanks, Coiled and Non- Your Inquiries Solicited 
Cotled NEWHALL-MARSHALL- 
WOOD, INC. 
OTHER TANKS TOO! 30 Church Street 
mpl : New York 7, N. Y. 
She Cae See See Phone: COrtland 7-8090 
IRON & STEEL PRODUOTS 
INC. 
13456A 8S. Brainard Ave., FOR SALE 
Chicago 33, Illinois One new Butler 10,000 barrel bolted 
steel tank knocked down, complete with 
“ANYTHING containing IRON fittings, —_ gaskets, —- all 
ee cessary parts for settin », P 
or BTBEL” a parts r ing ur rice 
TRI-CENTRAL OIL CO., INC, 
6265 W. 66th PI, Chicago 38, Ill. 

FOR SALE 
New Custom-built Trailer adaptable for STORAGE TANKS—TANK CARS 
sale and display of merchandise and . 

. 2—74,000 BBL. cap. like new 
equipment Could also be readily used 2—10,000 BBL. gov. surplus bolted 
to transport a portable exhibit or items 6—20,000 & 25,000 gal. new welded 
of a demonstrating nature. Design is 50—10,000 gal. R.R. car tanks 


gal. tank cars 


PE 


60 E, 42nd St., N. ¥. 213, HN. 


Y. 


FOR SALE 
1949 2 ton Dodge—9000 miles with 5 
forward gears, 2 speed rear axle and 4 
compartment progress trailer—1275-820- 
430-320 Brodie meter, 4 side racks 


Perfect condition Reason for selling: 
operating only 3 days a week Photo 
furnished 


B. SINGLETON 
Trenton, Tennessee Tel, 222 














up windows on either side Rounded 


frontal extremity paneled in plexi-glass 


Position Wanted 


SALESMANAGER: 20 years experience in 
marketing. 12 years a Manager for Major Oil 
Available February Ist. Excellent sales record 
Desire position as manager, Jobber operation 
or Independent. Beth Sales and Profit minded 
Past record will convince anyone of my ability 


BOX 282. 


25 years experience in marketing operations 
desires contact with any concern contemplating 
representation in Florida Permanent resident 
BOX 280. 


POSITION WANTED: Experienced Chemist— 
Petroleum and chemicals, lubricants, fuels, 
automotive; research, development, design, 
production. BOX 271. 


Position Open 





LUBRICATION ENGINEER 
WANTED 
Lubrication engineer for Indiana wanted 
by major midwestern oil company. 
Salary commensurate with experience 
and ability A good position with a 
fast growing organization. 


Apply BOX 278 
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Length 29 ft width 8 ft.; height FOR SALE 
9'4"—vacuum brakes—4 7.50x20 tires. 5—Model 906 American Beauty (Low An advertisement in NPN’s Classified Seo 
Further particulars together with photo Style) Computing Pumps, Good Con- tion will bring you quick, effective results 
and additional specifications on request 1 pen a _— ah von = . a at low cost. 
s ’ is ive n 7 | ave 
Best Offer WRITE TODAY 
BOX 515 BRIGHT STAR PETROLEUM NATIONAL PETROLEUM NEWS 
CORPORATION P 
Marcus Hook, Pennsylvania 7747 S. State St., Chicago 19, TI. 1213 West Third St. 
- I 3-7500 . 
Sateen 3-38 Cleveland 13, Ohio 
city breakdown on degree dav re- F. by which the mean temperature for any 
October Degree Days Less . a ae 2i-nour period falls below 65 degrees, It is 
Th 1948 N ports from weather offices in each estimated that the average home oil burner 
an or ormal city, as well as average degree days will burn about a gallon of fuel oil for each 
= F , - three degree days 
-CLEVELAND—Octcber accumula- recorded in three geographical re- pibiienicliite 
tion of degree days* ran well below sions: 
normal and the same month last year D : sects 
cools aoe egree Day Summar = 
in all 14 cities checked regularly g Y Y Truck Trailer Association 
by NPN. Decrease was especially 1949 1948 Normat Urges Uniform Load Code 
pronounced in high fuel oil consump- = ‘om — 
( tion points along the East Coast as Oct. Oct. Sept.- Sept.- Sept.- NPN News Bureau 
: - 
well as in the Southeast. on — voy oy a ny CHICAGO — Directors of Truck- 
Baasmgonites J warm October was in New York 23 289 176 309 322 Trailer Manufacturers Assn. has gone 
sharp contras 0c —_ 2 *hiladelphia 118 168 163 289 271 7 0 . , ; ~ 
ae P “s ae t colder than-normal Washington... 16 283 171 310 293 on record recommending that various 
September readings and made season Average .... 147 295 211 331 330 States adopt motor vehicle size and 
to date (Sept. 1 through Oct. 31) fey ae ee weight regulations as nearly uniform 
warmer than both normal and last emer "" 199 413 325 469 481 as possible. In policy statement, di- 
year at all but three midwestern oo aa a oe oe rectors state, “We believe the size 
" / , . : ins Minneapolis e+ 366 2s 587 486 AT : . . 
pare. a vat troit and Minneapolis, Omaha coee 280 342 417 378 405 and weight restrictions should be de- 
a Rarer degree days are om Laue nas 176 243 a7 200 —~ signed to protect the investment of 
ower than normal but = slightly ae Sete San ” . . >i reme 
a i ye eco] 4 — j ouiiniian the people in their pavements and 
, ene * n 1as cet * maha, 3irmingham bridge structures, but we do not be- 
current season is slightly colder than Ala... 39154 59° «158 == 111 lieve th n sstricti ; 
normal althouch warmer th last co a ae 7. a. Bey: Bag Sages sre cage iy 2 Bae 
ug armer! an last Nashville, Tenn. 121 226 164 246 190 applied for the purpose of diverting 
season. Raleigh, N. C. 57 209 &3 223 72 traffic from . Tavs . o 
Following table shows a city-by Average 54 169° «76178 «130 oe ee es 52 eam 
ving ti : s.4 y-by- * Degree days are the number of degrees peting modes of transportation. 
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Statistics 
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Crude Oil Stocks 


(Bureau of Mines figures in thousands 
of barrels) 


Change 


from 
Oct. 22 Oct. 29 Oct. 22 
Pennsylvania Grade 3,307 3,19 114 
Other Appalachiar 1,91¢ 2,295 382 
Lima-Michigan 1,135 Rey 1s 
Illinois-Indiana 10,54 10, 29+ 24% 
Arkansas 2,48 2,545 62 
Kansas 7,772 7,855 S 
Louisiana 12,948 13,044 oF 
North 3,146 130 1¢ 
Gulf 9, S02 1,914 112 
Mississippi 2.469 2,661 192 
New Mexico 7,130 7,440 310 
Oklahoma 29,005 28.896 100 
Texas: 116,112 114,044 2,068 
East Texas 16,941 16,571 370 
West Texas 44.195 44,337 142 
Gulf Texas 28,788 28,165 623 
Other Texas 26.188 24,971 1,217 
Panhandle 4.432 1.136 20¢ 
North 6.Ust 6,694 292 
South 6.511 6,331 179 
Other 8,260 7,810 150) 
Rocky Mountair 14,257 14,20 4 
California, in heavy 36,692 56,841 14% 
Foreign 6.854 7,633 749 
Total crude tocks 
in U. S 252.658 252,06 SO 
Total located ir Bu 
reau of Mines Fast 
Coast District 14.161 14,661 Ot 





Penna. Crude Runs to Stills 


Compiled by National Petroleum Assn., fron 
reports of all companies refining Penna. Grade 


Crude. Figures in b/d 


Week Ended 
Oct. 22, 1949 


58,958 


Week Ended 
Oct. 29, 1949 
54,017 


Week Ended 
Oct. 30, 1948 


19,326 
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(American Petroleum Institute figures in 


REFINERY OPERATIONS 


Crude Runs to Stills 


Gasoline 
Production at 
Refineries Inc. 

Natural Blended 
Week Ended 


Oct. 29 Oct. 22 


% Operated 
Week Ended 


Oct. 29 Oct. 22 


Statistics 





Gas Oi & 
Dist. Fuel OU 
Production 
Week Ended 


Oct. 29 Oct, 22 


Kerosine 
Production 
Week Ended 


Oct. 29 Oct. 22 
71 





86.1 87.0 2,363 2,097 197 1 1,342 1 
75.4 61.0 295 256 30 36 69 66 
86.7 90.7 225 263 19 14 45 i 
88.5 92.1 3,606 3,818 421 417 S82 1,074 
85.8 85.2 1,737 1,759 118 120 631 60 
73.4 70.7 1,059 1,015 83 su 158 137 
87.6 82.4 4,697 4.426 657 74 1,876 1,715 
99.8 97.8 1,606 1,542 430 322 723 749 
77.1 67.7 208 207 44 38 83 6 
86.7 80.0 49 45 13 1 
78.2 72.3 521 501 10 12 20s 244 
78.1 74.2 2,636 2,517 170 207 983 S10 
85.3 83.3 19,002 18,446 2,209 2,030 7,016 6,55¢ 
93.4 17.569 2,109 7.576 
86.58 85.0 16,366 15,929 2,039 1,82 6,033 6,046 
Per Cent 
Total Total Stocks Total Stocks Stocks of Dally 
Stocks Gas Oil and Residual Finished and Un- Refining Ca- 
Kerosine Distillates Fuel Oil finished Gasoline pacity Reported 
Week Ended Week Ended Week Ended Week Ended Week Ended 
Oct. 29 Oct. 22 Oct. 29 Oct. 22 Oct. 29 Oct. 22 Oct©29 Oct. 22 Oct. 29 
12,107 11,928 29,434 29,010 9,871 10,503 22,417 22 100.0 
415 409 948 906 457 445 2,694 90.4 
145 145 260 258 166 139 1,286 97.3 
5,620 5,635 14,406 14,296 4,457 4,401 22,151 90.1 
1,654 1,656 6,457 6,302 1,835 1,831 9,372 $2.1 
928 902 977 1,012 1,532 1,570 3,650 3,688 $2.4 
3,510 3,548 15,099 14,786 8,274 7,571 14,710 14,635 97.2 
2,055 2,162 5,322 5,057 2,915 2,772 5,989 5,620 98.1 
456 694 799 829 350 348 2,411 2,186 72.6 
50 50 98 97 30 29 76 73 25.1 
388 392 2,117 2,112 627 602 2,571 2,497 SS 
897 819 14,441 14,365 38,945 39,459 16,588 16,283 90.7 
28,225 28,340 90,358 89,030 69,459 69,673 4103,915 102,990 92.5 
26,450 77.118 60,845 91,925 
27,328 27,521 75,917 74,665 30,514 30,214 87,327 86,707 2 


) 8,699,000 bbls 








GAS Ol AND DISTILLATE STOCKS (Dist. 5 Not Included) 


(MILLIONS OF BARRELS) 











thousands of barrels of 42 gallons each. 
Figures include reported totals plus esti- 
mate of unreported amounts and are Daily Average 
therefore on a Bureau of Mines basis.) Week Ended 
Districts Oct. 29 Oct. 22 
Bast COREE coco cccccccccccccccececesccccs 788 796 
Appalachian (Dist. 1) 9 72 
Appalachian (Dist. 2) ...ccccccccccccsece 65 68 
BUG. Tse TaOs ec ccccses 974 1,013 
in: Ms MEDS Ons6c0 ss 008 sed 6b¥seea 6% 441 438 
i rrr rr erry rere 218 210 
SE EE. 0 bbb'06.n 00 sense sesecenen 1,385 1,302 
RINE GUE GORE. oc cccvcccscccscce sees 457 448 
eek. Bile Oe ED oon s.o 0 64060004 s0e0e8 74 65 
Rocky Mt. New Mexico (Dist. 3) 13 12 
Other Rocky Mt. (Dist. 4) 72 159 
St Abst thas bnhnkta tebeanee atneere 833 792 
weeee We Bim. OE BE. BOS 6 occ ccccccccs *5,509 5,375 
U. S.—B. of M. Basis, Oct. 30, 1948 5,673 
East of California i oGee he abee 4,676 4,583 
* Includes 433,000 bbls. of foreign crude runs 
Residual 
Fuel Oil 
Production 
Week Ended 
Districts Oct. 29 Oct. 22 
ENE rrr Te ere Te ee 1,268 1,284 
Be Ge, BD occ ctcwescscnedcccs 76 40 
ee Se. 2 cece eecnes nee o0 98 90 
es Mr, 60060600066 b06540beds oa uA Se 921 1,168 
Ss ME, “Sbaksccroesescesdsianes 108 461 
Inland Texas ...... 300 320 
. £  ¢ . aes 1,753 1,605 
ON ee eee 426 429 
ee CD inns ceiegenebssevenea 103 109 
Rocky Mt. New Mexico (Dist. 3) ........ 20 19 
Other Rocky Mt. (Dist. 4) nade aa ie 232 260 
tt Ktittéuudabebniewsesndneeen ave es 2,149 1,824 
Total U. S.—B. of M. Basis ............. 7,754 7,609 
U. S.—B. of M. Basis, Oct. 30, 1948 8,825 
East of California 5,605 5,785 
/ 
Unfinished gasoline stocks included are: (+) 7,210,000 bbls., ( 
Crude and Condensate 
Production 
(Barrels, daily average) 
Week ended Oct. 29) 
Change 
from 
Crude & previous 
State Condens. week 
New York-Pa 41,500 300 
Florida 1,050 +200 
W. Virginia 8,600 600 
Virginia 100 ate 
Ohio—S. E 5,700 700 
Ohio—Other 1,300 +250 
Indiana 28,500 1,200 
Illinois 178,300 2,650 
Kentucky . ; 24,850 +1,950 
Michigan . . 41,750 —2,550 
Nebraska 1,000 “See 
Kansas 276,600 —1,050 
Oklahoma 425,850 +.4,350 
Texas: 
Dist. 27,500 we 
Dist. 2 129,400 50 
Dist. 3 414,150 400 
Dist. 4 199,350 - 50 
Dist. 5 35,750 
East Texas 251,700 ee 
Other Dist 93,500 100 
-Dist. 7-B .. 63,100 
Dist. 7-C . 51,700 -” 
Dist. 8 582,000 — 50 
Dist. 9 . 139,250 
Dist. 10 : : 92,100 m= 100 
Total Texas . 2,079,500 650 
N. La. 125,700 1,450 
Coastal La 426,100 +-250 
Total La, : 951,800 +.1,700 80 
{ \rkansas . 77,100 +1,150 
Mississippi 100,600 12.450 
\labama - 1,300 150 
N. Mex.—S.E. . 125,000 
N. Mex.—Other 350 ‘ 
Wyoming . wh 130,900 -+-2,600 
Montana . 25,450 an 
Colorado , 63,600 —1,550 
Utah ... 2,300 200 
Calif : 879,150 —2, 900 
Total U. S. . 5,075,150 3,050 
Penna. Grade crude 
incl, P . 55,900 -+.1,000 
Breakdown of condensate production which is 
included in above table is as follows: 2 
Arkansas 4,150 Texas . 26,000 
j me. BM sce 5,650 Wyoming 900 
Coastal La. 14,800 California 2,950 
Mississippi 2,900 
* Okla Kansas, Neb. figures are for’ week 
ended 7 a.m. Oct. 27, 1949 
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RESIDUAL FUEL OIL STOCKS (Dist. 5 Not Included) 
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55 


Oe 





Oil Company Promotion, Advertising 


To mark the recent 25th anniver- 
sary open house celebration at its 
Robinson refinery, the Ohio Oil Co. 
published a 12-page booklet describ- 
ing the growth of the company from 
a 750 b/d operation in 1924 to its 
27,500 b/d throughput today. 


x « * 


Gulf Oil Co. has been getting good 
results in raising the motor oil-gaso- 
line ratio with a 25-car motor oil 
solicitation survey. Purpose of the 
survey is to help dealers prove to 
themselves that they can maintain a 
3% ratio or better simply by making 
an effort to get under the hood of 
every car and by asking, “How far 
have you driven on this oil?’’ Dealers 
are asked to use that technique on 
25 consecutive customers and to re- 
cord the results on a special form the 
company has provided. On the 25-car 
test, dealers have gone as high as 
94% on their oil ratios, results that 
leave no doubt as to the value of 
pushing oil. 


* * * 


Tide Water Associated of San Fran- 
cisco is holding a series of regional 
meetings with its consignment distri- 
butors in the West Coast area to dis- 
cuss both operating and selling prob- 
lems. As a part of the program a 
list of suggested questions are pre- 
sented for each distributor to ask 
himself, one of which asks: “Am I 
recognized as an outstanding busi- 
nessman and salesman in my commu- 
nity or am I just the warehouseman 
for petroleum products?” 

President Harry T. Klein, of The 


Texas Co., writing in a company 
house organ, refers to questions which 
have been raised about gasoline price 
increases and, in effect, reminds 
everyone that the service station 
price could be reduced at once if some 
of the tax burden could be removed. 


* * « 


Sun Oil Co. uses a catchy phrase 
to the effect that insufficient station 
lighting shows up on the cash register 

. that’s the best light meter you 
have .. .’—in urging dealers to double 
check the after-dark appearance of 
their stations during the season of 
shorter daylight hours. 


x x * 


Tide Water Associated displayed 
Veedol motor oil in a booth at the 
recent International Motor Show, 
Geneva, Switzerland, through its dis- 
tributor, Huiles Minerales S. A. Visi- 
tors to the exhibit were given blot- 
ters, pencils, screw drivers, leather 
key cases, Veedol signs and small 
flashlights. 


* + ” 


Union Oil Co. will call attention 
to its 60th anniversary next year with 
a promotional campaign to include: 

1. History of the company by Frank 
J. Taylor, Saturday Evening Post 
writer, who is preparing a book for 
distribution to libraries, universities 
and bookstores throughout the 
country. 

2. Stage show review and techni- 
color motion picture depicting Union's 
growth. Beginning in February, two- 
hour show will tour 27 cities in com- 





The above pictured Cities Service display won top honors for over-all 





Hal Roach 
producing the motion 


pany’s marketing area. 
Studios is 
picture. 

3. Special celebration in conjunc- 
tion with the annual Santa Paula 
fiesta and rodeo. Union Oil Museum 
will be formally opened to the public 
at this time. 

* x * 

A quick, over-all picture of Pan- 
Am Southern Corp.’s marketing and 
sales activity is available in the com- 
pany’s new brochure outlining all 
phases of operation—from explora- 
tion to service station. 

Printed in color, with numerous 
photographs and maps, the publica- 
tion spots location of Pan-Am’s 188 
jobber-distributors, eight commission 
agency plants and three salaried 
plants in Alabama, Arkansas, Loui- 
siana, Mississippi and Tennessee. 
Companies and individuals handling 
this distribution are listed. 


Brochure devotes a section to each 
of Pan-Am’s departments. It traces 
company history from its beginning 
in Mexico at the turn of the century 
through corporate changes making 
Pan-Am a 100% subsidiary of Stand- 
ard Oil Co. of Indiana, to the acqui- 
sition of Root Petroleum Co. in 1947 
and establishment of autonomous 
management in 1948. 


Shown are pictures of Pan-Am 
directors, officers and department 
executives, including marketing and 
sales, with final pages given to list 
of employes and employe benefits 


* * * 


A new 35 millimeter sound slide 
film emphasizing the role of retail 
service station dealers in oil distribu- 
tion has been released by Oil Indus- 
try Information Committee for com- 
especially for 


pany use. Designed 








petroleum company exhibits at the Duchess County Fair, Rhinebeck, New York. 
eastern marketing area at distributor and wholesaler meetings and other public gatherings 


56 


appearance, 


interest and content in competitive 


It will be shown throughout the company’s 
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the nation’s 250,000 dealers, the film 
explains facts about exploration, pro- 
duction, refining, transportation and 
research in the oi] industry. Goal is 
to have dealers pass information on 
to public, since dealers are the in- 
dustry’s best public contact. 

Entitled “The Last Ten Feet,” but 
not to be confused with 16 millimeter 
sound movie of the same name, this 
color slide film comes in a package 
with instructions for showing and 
organizing dealer meeting. It is be- 
ing distributed at cost, $20. Pack- 
age may be obtained from OTIC of- 
fices in Atlanta, Boston, Chicago, 
Cincinnati, Dallas, Denver, Kansas 
City, Minneapolis, New Orleans, New 
York, Philadelphia and Tulsa. 


* * * 


Skelly Oil Co. is arranging free 
distribution of nearly one-half mil- 
lion copies of an illustrated 16-page 
booklet, ‘Report from Europe,” 
through 5,000 outlets in the Middle 
West. Two-color booklet, by NBC 
commentator Alex Dreier, is daily re- 
port of trip through key cities of nine 
European countries from Aug. 22 to 
Sept. 28. 

*” * * 

Promotion of industria] oils at the 
31st National Metal Congress & Ex- 
position, in Cleveland Oct. 17-21, in- 
cluded exhibits by Cities Service Oil 
Co.; Gulf Oil Corp.; Shell Oil Co., 
Inc.; Socony-Vacuum Oil Co., Inc.; 
Standard Oil Co. (Ohio); Stuart Oil 
Co., Ltd., D. A.; and Sun Oil Co. Ex- 
hibits, by company, included: 

Cities Service—Small oil well model 
in operation, with display material 
pushing oils and fuels. 

Gulf Oil Corp.—Display advertising 
calling attention to line of more 
than 400 oils and greases. 

Shell Oil—Two moving targets with 
electric eye in center. Guests were 
invited to aim electronic pistol at 
target and “Take Aim with Shell and 
Win,” accuracy points being recorded 
on electric scoreboard. Game prooved 


attention arrester for display adver- 
tising. 
Socony-Vacuum Display pushed 


anti-oxidation, rust preventive and 
wearing qualities of industrial lubri- 
cants, with emphasis on Gargoyle 
line. Dozens of pamphlets offered 
visitors. 

Ohio Standard— Actual operation of 
multi-spindle screw machine using 
company’s duel-purpose Sulkleer 177- 
X lubricating-cutting oil. 

Stuart Oil—Wide assortment of ma- 
chine parts shown to advertise in- 
dustrial lubricants. 

Sun Oil—Working models showed 
use of cutting, rolling, and quenching 
oils. Exhibit also demonstrated anti- 
corrosive qualities of Sun lubricants. 

* * * 

Clinic to discuss new developments 
in road construction and asphalt test- 
ing was held by Leonard Refineries, 
Alma, Mich., at its plant Oct. 13-14. 
Attending were 170 road construction 
engineers. It was the third annual 
company asphalt clinic. 
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FIRE EXTINGUISHERS 
ARE YOUR BEST PROTECTION 


... and most economical, toof Tests conducted by impartial, nation- 
ally recognized approval laboratories have proved the superiority of Ansul 
Dry Chemical Fire Extinguishers on Flammable Liguid Fires. 
Transporting, transferring and storage of petro- 

leum products involve fire hazards which demand 


the best in first-aid fire protection. For years the oe + lbs = 
marketing divisions of the larger oil companies voltages are not conducted 


chemical stream. 
have been protecting their tank trucks, bulk "” Gan be recharged at 
. tc ’ , i "ire Ex. scene re furnishin 
plants, etc. with Ansul Dry Chemical Fire Ex Suing ; 3 


tinguishers, There is a reason... . Anaval recharging Is not 












mecessary. Low mainte- 
Get the facts. Send for mance costs. 
your copy of File No. Longer range stream of 
409. You'll also receive oS end ~ ” 
our latest literature to- Ansul Dry Chemical is 
gether with compara- ra aaa ancsa's 
tive rating charts for Listed and Approved by 
the various types of Underwriters Laboratories 
fire extinguishers, ee eoty en eee 
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ANSUL CHEMICAL COMPANY 
FIRE EXTINGUISHER DIVISION, MARINETTE, WISCONSIN 


DISTRIBUTORS IN PRINCIPAL CITIES IN THE UNITED STATES, CANADA, AND OTHER COUNTRIES 


57 








About Oil People 











Young Jobbers 





Mr. Riitzebeck 


Niels B. Riitzebeck, of Aalborg, 
Denmark, is currently training with 
Quincy Oil Co., Quincy, Mass., under 
a program of the American-Scandin- 
avian Foundation. Fred E. Bergfors, 
Sr., Quincy Oil president, is co-oper- 
ating with the foundation by provid- 
ing maintenance funds for Mr. Riitze- 
beck’s training, which was arranged 
partly through the Rotary Club in 
this country and Denmark. Mr. 
3ergfors and P. E. Riitzebeck, father 
of the trainee, both are Rotary mem- 
bers. 

While with Quincy he will study all 
phases of the oil business, but more 
particularly fuel oil. He plans to 
return to his father’s fuel importing 
business in Denmark after his train- 
ing and hopes to expand oil opera- 
tions there, now only a fraction of 
coal imports. 

Niels’ chief purpose in coming to 
America is to learn the how and why 
of American business methods. H*: 
visit was made possible originally 
through aé_= scholarship from_ the 
American-Scandinavian Foundation, 
New York. The requirement that a 
trainee have a job in advance was 
met with his acceptance by Mr. Bere- 
fors at Quincy. While here, Niels is 
not considered an employe, does not 
receive a salary (although mainten- 
ance funds supplied to American- 
Scandinavian Foundation by Quincy 
Oil are granted him), he does not 
appear on the payroll, is not eligible 
for company benefits, and must buy 
health and accident insurance. 

Now 30 years old, Niels was edu- 
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cated at the Cathedral School of 


Aalborg. From 1939 to 1940 he 
served in the Royal Danish Guard, 
and after the German occupation was 
sent home from the army. He began 
a one-year course at a commercial 
school in Aalborg, followed by five 
years with Th. Rasmussens Sonner, 
Korsor, importers of grain, foodstuffs 
and coal. 


Niels’ trip to America follows a 
similar visit in October, 1946, to 
Scotland, where he spent a year 
working for Bruce Lindsay Bros., 
Ltd., Edinburgh, a coal and shipping 
company. Since October, 1947, he 
has been employed by his father’s 
company, Chr. Simoni, Aalborg. He 
has taken lessons in English short- 
hand and at present speaks excellent 
English. 


The American-Scandinavian Found- 
ation has sponsored some 400 trainees 
in the United States since 1926. 
Training programs range from six 
to 18 months and are believed by 
the foundation to be “a definite con- 
tribution to the cause of international 
co-operation and understanding, as 
well as to world economic rehabilita- 
tion.” Niels arrived for work with 
Quincy Oil at the end of July and ex- 
pects to stay about a year. 





Mr. Auch Mr. Lawrence 


Great Lakes Pipe Line Co. has en- 
larged its administrative staff to in- 
clude John L. Auch, elected as vice 
president and Thomas H. Lawrence 
named as assistant to the president, 
according to Harry Moreland, presi- 
dent of the company. Expansion of 
the physical plant of the company 
and changes in its capital structure 
made the additions necessary, com- 
pany said. 


* * * 


Benedict Saurino, manager, statis- 
tical research department, Sun Oil 
Co., was installed as president of 
Philadelphia Chapter, American Sta- 
tistical Assn., at a dinner meeting 
Oct. 21. 





First gallon of gasoline produced by Standard Oil Co. of Ohio’s new $11 million 

fluid catalytic cracking plant, Lima, Ohio, is given to Clyde T. Foster, Sohio presi- 

dent (left), for presentation to board chairman W. T. Holliday, by Seward R. 

Bolles, Lima refinery manager, Oct. 19 as E. B. McConnell, vice president in 
charge of manufacturing, watches 
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This Week 
Continental Oil Company 
Salutes ... 


Fred Blumenkamp was literally burned out of the lumber 
business and into the oil business. Mr. Blumenkamp was a 
lumberman, who did a little oil jobbing on the side. But in 
1935, fire completely destroyed his lumber yard, leaving him 
nothing but his small bulk plant. So Mr. Blumenkamp be- 
came a full-time oil jobber . . . and one of the best. 


Mr. Blumenkamp was born and reared on a farm near 
Hoffman, Illinois. But when he was 20, he struck out for the 
big city. In St. Louis he found a job with a lumber company, 
and he stayed with the firm until he had worked up to be 
sales manager. 


After a brief period of operating his own lumber yard back 
in his home town of Hoffman, Mr. Blumenkamp established 
the IlIlmo Lumber Company in East St. Louis, Illinois. Early 
in his career he sensed the possibilities of the oil business, 
and couldn’t resist taking on a small jobbership along with 
his lumberyard. But it was not until his destructive fire that 
he changed to the oil business for good. 


‘ 


And it was “‘for good.” For in 1933, Mr. Blumenkamp or- 
ganized the Illmo Oil Company and became a Conoco jobber. 
He started with a very small plant. But he soon found that 
the popularity of nationally advertised Conoco Products 
made selling easy. He was given much assistance by Conoco 
marketers, and he made good use of the numberless sales 
helps given to jobbers by Continental. Even his dealers 
found that the Conoco Touraide gave them an edge on com- 
petition. 





Fred Blumenkamp 
imo Oil Company 


East St. Louis, Illinois 


Today, he has four trucks busy every minute of the day, 
taking care of the stations, farmers and commercial users of 
Conoco Products. And he enjoys 30 per cent of all the fuel 
oil business in the entire city of East St. Louis. 


In his early years, Mr. Blumenkamp played semi-pro 
baseball, and was a crackerjack first baseman. Baseball is 
still his favorite hobby, and he knows the records of almost 
every player in the big leagues. 


He has also been active in his industry organizations. He 
has served as assistant secretary of the Illinois Petroleum 
Industries Committee, and is a director of the Illinois Petro- 
leum Marketers Association. 


Continental Oil Company is proud to salute Fred Blumen- 
kamp, and the thousands of other independent oil jobbers. 
They have contributed heavily to the high standing of the 
oil industry. And their integrity and ability are the founda- 
tion on which Continental has built its 74-year record of 
stability and growth. 


We'd like more progressive jobbers like the Illmo Oil Com- 
pany. If you are interested in teaming up with Continental 
—in growing with Conoco in your own territory—why not 
write to the Continental Oil Company office nearest you, or 
to Ponca City, Oklahoma? If you’re not within reach of Con- 
tinental’s gasoline supply, perhaps you would be interested 
in selling the nationally advertised Conoco N“ Motor Oil. 


(Advertisement) 
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Newly elected officers of Pennsylvania Petroleum Assn., Inc., shown at meeting 
Oct. 10 in Bedford, Pa., are (left to right): Ralph F. Haller, Reading, Pa., secretary- 
treasurer; M. D. De Tar, New Oxford, Pa., first vice president; G. E. Phillips, Lewis- 
town, Pa., president; and Martin H. Heine, Huntingdon, Pa., second vice president 





Warner T. Hamm, Gulf Oil agent in 
the Charleston, S. C., area, has been 
chosen president of Charleston Kiwan- 
is Club. Associated with Gulf for 
20 years, Mr. Hamm recently con- 
ducted an information campaign in 
connection with Oil Progress Week. 

* * * 

James J. Kennedy, for the past 
three adviser on sales and 
merchandising to the sales promo- 
tion and advertising department, 
Shell Oil Co., has been promoted to 
retail manager of the company’s Sac- 
ramento, Calif., division. Start- 
ing with Shell in 1931 as a bulk depot 
clerk in Melrose Park, Ill., Mr. Ken- 
nedy served in the Chicago division 
for about 14 years, rising through 


60 


years 


M. D. DeTar, pres- 
ident, Aero Oil 
Co., is shown here 
receiving a book 
of photographs of 
his company’s 
20th anniversary 
from Ray Snow at 
meeting of Penn- 
sylvania Petrole- 
um Assn., Inc., in 
Bedford, Pa., Oct. 
10. Mr. DeTar is 


new vice presi- 
dent of associa- 
tion 


various marketing and sales positions 
to division service supervisor. He 
studied accounting at Northwestern 
University from 1929-1931. 

* * * 

Roy Linden, manager of sales, has 
been elected a vice president of Union 
Oil Co. Mr. Linden joined Union Oil 
in 1916 as a plantman and warehouse- 
man. Later he was transferred to 
the accounting department and be- 
came district accountant of the Los 
Angeles district in 1921. 

Mr. Linden joined the sales depart- 
ment in 1923 and became successive- 
ly sales supervisor, Los Angeles dis- 
trict; operating manager, southern 
division; operating manager, Port- 
land division; district sales manager, 





Spokane; sales manager, northern di- 
vision; sales manager, southern di- 
vision; manager, central division, and 
manager, northern division. 

In 1943, Mr. Linden joined the U. S. 
Army Quartermaster Corps. on pe- 
troleum projects in Iceland, England, 
Germany, France and Italy. He was 
discharged in 1946 with the rank of 
colonel and was awarded the Legion 
of Merit. 


He returned to Union Oi] as man- 
ager of Northwest territory until 
June of this year when he was named 
manager of general sales. He be- 
came sales manager in September. 

* * * 

California Oil Co. has named John 
A. Carter a regional representative 
for southern New Jersey, Pennsyl- 
vania, Delaware and Maryland. A 
graduate of Rider College in 1942 
and a naval officer for four years 
during the war, Mr. Carter joined 
California Oil in July, 1946. He is 
a native of Freehold, N. J., where he 
makes his home. 

* * * 


R. Rea Jackson, Socony-Vacuum 
Oil Co., Inc., has been named repre- 
sentative of Gloucester County, N. J., 
on a committee for co-ordinating and 
activating the economic future of the 
Greater Philadelphia-South Jersey 
area. Mr. Jackson is general man- 
ager of Socony’s Paulsboro, N. J., re- 
finery. He is one of 10 county 
representatives appointed by Govern- 
ors Alfred E. Driscoll of New Jersey 
and James H. Duff of Pennsylvania to 
consider dozens of area betterment 
projects. 


* * *€ 


James L. Freeble, senior partner, 
and J. Paul Freeble, junior partner, 
of Freebles, wholesale and retail oil 
distributors of Farrell, Pa., have be- 
gun expansion of facilities. They are 
installing 10 new gasoline pumps; two 
10,000-gal. and three 6,000-gal. gaso- 
line storage tanks; and four 2,000- 
gal. oil storage tanks. 


* * * 


Recent new members of the Ameri- 
can Petroleum Credit Assn. are: R. G. 
Bannister, assistant treasurer, Petrol 
Corp., Philadelphia; R. C. Barth, dis- 
trict credit manager, Sinclair Refin- 
ing Co., Atlanta; Dan Constant, credit 
manager, Aetna Oil Co., Louisville; 
Guy F. Evered, treasurer, Maritime 
Petroleum Corp., New York; R. W. 
Johnson, credit manager, Pate Oil 
Co., Milwaukee; G. E. McGann, con- 
troller, Commerce Petroleum Corp., 
Chicago; Edward T. Morrison, credit 
manager, Texas Co., New York; 
Michael Putnam, zone credit man- 
ager, Pure Oil Co., Chattanooga; R. 
D. Robberts, credit manager, Union 
Oil Co. of California, Los Angeles; 
A. J. Woodward, credit manager, An- 
derson-Pritchard Oil Corp., Oklahoma 
City. 
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at Amazing Popular Prices! 
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MODEL 8103 Portable High-Pressure Chassis 
Alemiter, with hose and controi valve. 





ALEMITE 


REG. U.S. PAT. OFF. 


é MODEL 8112—Air-Operated Low- 
Creators of the Famous ee Pressure Gear Lube Alemiter, with 
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“Atomic” Line ‘2 Gear Lube Alemiter 


MODEL 8130 
Portable Waste-Oil Drain. 
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Modern 


OIL DISPLAY- 
SERVICE CABINETS 


@ Profit from mass display and 
increased sales of canned oil 

. as the major marketers do 
. . . With permanent De Luxe- 
type Oil Display Service Cab- 
inets! These sturdy, handsome 
units merchandise canned oil 
(a big profit item preferred 16 
to 1 by your customers) out on 
the island where no one misses 
it. They improve station appear- 
ance, speed service, save steps 
and labor. They pay for them- 
selves quickly through increased 
sales, plus oil automatically sal- 
vaged from emptied cans. 


You cannot do TODAY'S job 
with YESTERDAY'S tools, and 
be in business TOMORROW! 


Check These Features: 


\ INCREASES THE’ EFFECTIVENESS OF 
YOUR MOTOR OIL DISPLAY. 


\ SPEEDS UP SERVICE ON 


DRIVEWAY. 
\PROMOTES BETTER 
HOUSEKEEPING. 
SPEEDS SERVICE BY DAY Ba 
—LOCKS SAFELY BY 
NIGHT! 


Write direct for BulletinC TODAY! 





ETA 
MGreensbor 
Originators 


of eD - 
a 
Oil Display- Service 
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ABOUT OIL PEOPLE 


Leo J. Corley, who recently came 
to Johnson Oil Supply Co., Gary, Ind., 
as general manager, has increased 
the firm’s sales staff and now is en- 
larging the plant’s refining operations 
also. A new asphalt tower has been 
added and negotiations have been 
made for a thermal cracking unit to 
be added shortly. Additions will in- 
crease refining capacity from present 
4,000 to 5,000 b/d. For the past five 
years Mr. Corley was general sales 
manager for Midwest Refineries, 
Grand Rapids, Mich., and previously 
had been with Pana Refining Co., 
Pana, Ill., also for five years. 





* * * 


New. advertis- 
ing manager of 
Sinclair Refining 
Co. effective Nov. 
1 is James J. De- 
laney. Eight of 
Mr. Delaney’s 20 
years in advertis- 
ing have been 
spent with Cities 
Service Co. as as- 
sistant advertis- 
ing manager. 





Mr. Delaney 


* * * 


New members of API's Central 
Committee on Radio Facilities are 
W. T. Born, Geophysical Research 
Corp., Tulsa, and L. M. Hubby, The 
Texas Co. Vacancies resulted from 
resignation of B. B. Weatherby and 
retirement of O. B. Hocker. Appoint- 
ments are for the remainder of 1949. 

Joseph E. Keller, formerly an at- 
torney on the staff of National Petro- 
leum Assn., has been named special 
representative for the Central Com- 
mittee. 


* * * 


Recent expansion of District Ser- 
vices, Ltd., Sault Ste. Marie, Ontario, 
includes construction of five new 
bulk plants and five new service sta- 
tions. The company has also pur- 
chased four 1,200-gal. tank trucks 
and eight new platform trucks, in 
addition to enlarging the office. Dis- 
trict Services distributes Dunlop tires 
and Exide batteries. Officers are 
Dr. Alexander Sinclair, president, a 
Rotary Club member; Wesley M. 
Cornell, vice president; Harold G. 
Stone, secretary-treasurer, a Rotary 
Club member; and James H. Mc- 
Master, general manager, a Shriner. 


* * 1 


New pipe line superintendent of 
Hancock Oil Co. of California, Long 
3each, Calif., is Roger Enders, who has 
been in Hancock’s pipe line depart- 
ment for 17 years and assistant pipe 
line superintendent for the past seven 


years. He replaces L. C. DeHarte who 
died recently after serving as pipe 


line superintendent for 23 years. 
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ONLY a MARLOW 


offers all these 
advantages 


© Centrifugal action—quiet, efficient. 
© Self-priming on suction lifts. 

© Self-purging—will not vapor lock. 
© Higher capacity for size. 


© No rubbing parts—iong life and low 
maintenance cost. 


© No internal priming valves or de- 
vices. Positive priming action. 


© No gear reductions—operate at 
standard motor speeds. 


© No by-pass or pressure-relief valves; 
no burned out motors or overloaded 
engines. 


© May be placed outdoors—no pump 
house required. 


© Continued high capacity at low ini- 
tial cost. 


© Marlow self-compensating shaft seal. 











Send for a copy of 
this bulletin that 
gives details. 


MARLOW PUMPS 


RIDGEWOOD +: NEW JERSEY 


Manufacturers of Quality Pumps Since 1924 
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There’s no better way to ship heavy lubricants 
than in Continental flaring or straight-side pails. 
These strong, ruggedly constructed pails protect 
your grease products during every mile of travel 
— yet are light and easy to handle. They save on 


freight costs and storage space. 


Continental pails are not only first class shipping 
containers, they are good salesmen, too. We can 
lithograph them in any color or design you want. 


It pays to have your trade-mark and sales mes- 


CONTINENTAL © Can CoMPANY 





sage on the side of every pail you ship. Another 
good idea is to standardize the appearance of 
your entire grease line — give it a ‘family’ ap- 
pearance that will help you sell each customer 


a complete line of lubricants. 


Continental's flaring pail comes in 10, 25 or 
40 Ib. sizes. The straight-side pail comes in 
25, 35 or 50 Ib. sizes. For further information 
on these high quality pails and how they can 


help you, call on Continental. 


100 EAST 42nd STREET, NEW YORK 17, N.Y. 


Eastern Division: 122 E. 42nd St., New York 17 © Central Division: 135 So. La Salle St., Chicago 3 * 
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Pacific Division: Russ Building, San Francisco 4 
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At speakers’ table during recent fall convention of Indiana Independent Petroleum 
Assn. are (left to right): H. G. Meador, vice president, Gulf Oil Corp.; Morris Parker, 
association president; and L. C. Allman. vice president Fruehauf Trailer Co. 





Group of directors of Indiana Independent Petroleum Assn. shown at fall conven- 

tion are (left to right): A. L. Stallings, Mt. Vernon; R. B. Fletcher, Gary: Francis 

Schuster, Indianapolis; George E. Young. Shelbyville: and Charles E. Gerber, Can- 
nelton. All except Mr. Stallings are new members of the board 





Attending recent fall convention of Hoosier marketers were these officers (left to 

right): Emmett Farmer, Camby. treasurer; C. J. Kramer, Fort Wayne, vice president; 

Morris Parker, South Bend, president: and George Hofmayer, Indianapolis, executive 
secretary 
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Recent personnel transfers of Sig- 
nal Oil Co. include: J. P. McFerran 
from Los Angeles branch manager to 
assistant division manager, Portland 
division; N. L. Yuille from Alameda 
branch manager to assistant division 
manager, Seattle division; H. H. 
Gray from Seattle branch manager to 
special assignment at the home of- 
fice; R. E. Carlson from Long Beach 
branch manager to Los Angeles 
branch manager, Los Angeles divi- 
sion; and V. G. Ahlport from divi- 
sion representative, Seattle division, 
to Alameda branch manager, Central 
division. 

* * * 

Atlanta office manager Ben F. 
Holt, who joined Shell Oil Co. as a 
station auditor, has completed 25 
years of service with the company. 
In 1935 he was transferred to Kansas 
City as office manager of the old 
Western division, but returned to St. 
Louis as office manager in 1938 .. . 
Mr. Holt is a Mason, Shriner, Knight 
Templar, and member of National 
Office Managers’ Assn. 


* * * 


Richard W. Weiler, formerly credit 
manager for Texaco’s New York divi- 
sion, has been made general credit 
manager for The Texas Co., succeed- 
ing J. P. McEvoy. 


O. G. Ettmueller has been placed in 
charge of industrial relations, Chica- 
go division, The Texas Co. 
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SAVINGS TO EVERYBODY_ 


Pipe Lines Help! 


YOUR NATION 
depends on strong 
industries... 





are only as strong as 
your Companies 





YOUR COMPANIES 


are only as strong as 
. their ability to give you 


Your Biggest 


Money’s-Worth! 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: 
5, ILLINOIS —-59 E 


NEW YORK, 4, N. ¥ 26 Broadway e CHICAGO 


St. e BALTIMORE 2, MARYLAND —1914 North Charles Street e MILWAUKEE MICHIGAN—903 
4 WISCONSIN “7 South First St e (LEVELAND OHIO- 1422) Euclid Blvd + DALLAS 
Socony-Vacuum maintains many othe mveniently locate | vice offices to give 


YOUR INDUSTRIES {@ 


FTEN oil must travel thousands 
O of miles betore reaching your 
dealer. 

And that’s where pipelines serve 
you well . . for in many cases 
they're the most efficient, cost-cutting 
oil carriers the re are. 

Pipelines are part of an efficient, 
integrated operation designed to 
keep your Mobilgas dealer com- 
petitive—supplied with high-qual- 
ity products at the right price. 


Ethciency is the reason why we 


a 





Van Buren Avenue e 


SOCONY-VACUUM 


West 


* 


“a 


laid 3,000 miles of new pipelines last 
year alone...why we bought new 
tankers and retining equipment, 
improved operations every step of 
the way from oil tield to you. 


Today, 45,000 independent 
Mobilgas dealers, 1,400 indepen- 
dent Mobilgas jobbers serve mil- 
lions of motorists a day and are 
constantly creating bigger business 
opportunities for themselves. 

Everybody be nefits from com petitive 


r , 
€ Jicle NCY. 


The Sign the Nation 
Knows... 


Builds as the Nation 
Grows! 





MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
KANSAS CITY 13, 
Grand 
. TEXAS 


MISSOURI 025 
Bivd. e ST 


Grand Ave e DETROIT 
LOUIS 8, MISSOURI—4140 
Magnolia Petroleum (¢ Maxt i 
close and fast cooperation 























Lindell 
Building 





NEW GILBARCO 
FP PUMPS 


for commercial and farm installations 








GIVE FASTER, MORE EFFICIENT 
SERVICE—AT LOW COST! 


Available in two models —the CFP-2 delivering up to 22 
gallons a minute, the CFP-1 up to 15 gallons a minute. Both 
models are equipped with 10,000 gallon roller-type register 
and 1,000,000 gallon totalizer.* 











DEPENDABLE! Components are the same as those in Gilbarco 
service station pumps. Rotary-type pumping unit is engi- 
neered for smooth, powerful, long-lasting operation without 
leakage or binding. Rubber mountings eliminate vibration. 
Attractive steel cabinet with weather-tight panels that can 
be easily removed or replaced in a few seconds. 


ECONOMICAL! These rugged pumps are designed to do big 
jobs quickly and efficiently... at the lowest possible cost for 
maintenance! 





WRITE TODAY for full details and literature on the new 
Gilbarco CFP Pumps. 


“Ticket printing register and visible discharge indicator 
available for both models at small additional charge. 





Gilbert & Barker Manufacturing Company 
West Springfield, Mass. — Toronto, Canada 


LUBRICATION EQUIPMENT 
AIR METERS 

HYDRAULIC LIFTS 

AIR COMPRESSORS 








